> 
12) 
Nol 
wif 
up 
= 
Twi 
INE 
i< 
is} 
HOF 
10 
<i 
a 


= 
4 
| 


Again ... Blatchford’s Lead the Way to... 


Engineered 
Mixing Cost. 


’ Now, to give you more exact and scientific 
a fortification of your feeds, Blatchford announces three Vita- 
dine fortifiers—each identified with a distinctive color label. 
Now, it’s easier and simpler to make certain each of your 
feeds is completely fortified and in proper balance. You solve 
all your fortification problems and, with these new Vitadine 
color labels, eliminate any chance of error in the mill. Take 
this step now to better engineered feeds. Discover how Vita- 
dine can simplify your production, eliminate waste of costly 
nutrients, and save you money in your mixing operations. 
Write today! 


BUFF Label 


~ 
\ Blatchford’s regular Vitadine—also known as VD-20. A com- 
plete fortifier containing all vitamins and rare minerals 


needed for egg and breeder feeds. 


‘ e e 
‘NEW Vitadine GREEN Label 
“a new intermediate growth Vitadine for all poultry feeds 
where good growth is desired, but maximum growth is not 
of primary importance. Vitadine GREEN Label is the same 


as the former Vitadine Plus, except it does not contain 
sanilic Acid or Vigofac. 


MIXING 


— st Coast Die 
st Plan 
tows Namps. idaho 


e 
Swinex ... For Your Pig And Hog Feeds . _.- 
A complete fortifier that enables you, with just one 50 lb. bag . . . one 
simple mixing operation, to completely fortify one ton of 40% hog 
concentrate. 

DEMON BRAND OATS can be ordered from the Des Moines plant with 
Blatchford’s Vitadine, Swinex or Calf Feeds, to make up a car. 

Make sure your feeds keep pace with these new scientific developments. 
Send for free book and latest Vitadine-Swinex data. Write today! 


Main Plant and Offices WAUKEGAN, ILL. 
TF} fords Midwest Plant Des Moines, lowa 
ESTABLISHED 1800 West Coast Division Nampa, Idaho 
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BLUE STREAK DUAL POWER 


Advance Custom Mill 
For GRANULAR GRIND 
and unlimited 
conveying 
capacity in any 
direction 


BLUE STREAK 


Advance Custom Mill 
Produces the famous and 


exclusive Triple Reduc- 
tion GRANULAR GRIND 


AUTOMATE and 
PRATERIZE your plant... 


make 


That's exactly what the Stock Yards Feed Store 
of Galesburg, Ill., did. 

They looked at the oe gon line of PRATER 
Blue Streak grinding and mixing arp 
They liked the idea of Granular Grind and pat- 
ented TWIN SPIRAL MIX —two exclusive 
PRATER features. 

They liked the idea of buying everything from 
one source—with every item engineered to work 
as part of a completely PRATER designed 
system. Their PRATERIZED mill boosts pro- 
duction, cuts costs, increases profits. That’s 
Blue Streak automation. 

Let us tell you how you can automate your 
mill. Write today for literature. 


PRATER PULVERIZER COMPANY 
1515 South 55th Court, Chicago 50, Illinois 


Member 
Grain Processing 

Machinery Manufacture 

Association 


Stock Yards Feed Store — Galesburg, Illinois 
Co-managers: Clair McKnight, Lloyd McQueen 


BLUE STREAK 
Twin Spiral Mixer 


For the Perfect Mix with two 
Spirals—not just one 


Blue Streak 
Vertical and 
Horizontal 


Mixer with 
Semi-Automatic 
Sacking Scale 


Prater Automatic 
Crusher and Prater Double Gap 
Feeder Permanent Magnet 


Blue Sireok 


Cob Crusher 


Corn Cutter. 
Grain and Attrition and Grader 


Bive Streak 
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New MultiFOS 
feed phosphorus 


i 


S¢ pparate 
anulations 


i: for the first time, you select the 
phosphorus texture you want — and 
MultiFOS delivers. Supplies coarse, medi- 
um or fine granules to meet your exact 
manufacturing needs. 

Whatever granulation you order, you'll 
like the performance of this improved 18% 
P tricalcium phosphate in your plant... 
and in your feeds. You'll profit from its 
lower laid-in cost per unit of phosphorus. 
And you'll find MultiFOS shipments, tailor- 
ed to your manufacturing schedules — an- 
other International service you'll appreciate. 

If you are not already using MultiFOS, 
write or wire your sales agent now (see list 
below) for samples and quotations. 


Beaded DynaFOS 


18%% P dicalcium phosphate 
Unique beading and high purity make 
dynamic DynaFos today’s superior 
source of dicalcium phosphate, both 
nutritionally and mechanically. 


INTERNATIONAL MINERALS & CHEMICAL CORPORATION 


General Offices: 20 North Wacker Drive, Chicago 6 - 


Sales Agents: A. Co., Carolina) BLOMFIELD- Mitmeapolis . CHARLES F. WILLEN CO., (Ala.) e EA. 
CARTER BROKERAGE C ., Tampa . nme E. SMITH co., Atlanta . MES FARRELL & CO., Seattle and Los Angeles . RANDONE, INC., Needham (Mass.) 
M. A. McCLELLAND CO. " Kansas City (Mo MERCHANTS CHEMICAL co. pow © P. R. MARKLEY, INC., Philadelphia. 7 R. D. ERWIN CO., Nashville 
STANDARD SALES CO., Meridian (Miss.) * SUNSET FEED & GRAIN CO., INC., Buffalo we JOHN F YOUNG COMPANY, Cincinnati « ON. D. HOGG, LTD., Toronto 
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LIVESTOCK 


$ 


means 


Time was when crackers came out of a barrel. Now 


they are neatly packaged — and customers ask for them 
by brand. 


Grandpa used to ask for “oil meal.” So did Dad. But 
the smart young farmer of today wants Minnesota’s 36% 
Protein Linseed Oil Meal. He wants that extra protein 
that only the extracted method can provide — and he 
wants it at no extra cost. 


To sum it up, feed manufacturers and dealers every- 
where are mixing Minnesota into their own brands of 
feed or selling it to feeders in the original bag. It’s easier 
for you to sell — and it makes farming more profitable, 
too. Call us for your requirements. 


Write ... Wire . . . Phone for Today's Quotation 


100 486.887 


to tell your customers 


1. 


2. 


Puts the “bloom” and “finish” on 
feeder cattle 


Promotes feed consumption .. . speeds 
fattening 


Helps increase milk production 


Brings beef cattle, hogs and sheep to 
market peak sooner 


2 lbs. more protein — higher protein 
efficiency 


Greater uniformity and granulation — 
added palatability ~ 


Available as meal, pellets and grits. 
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The last 50 years of American agri- 
cultural efforts could be summarized 
in the phrase, “Growing two blades 
of grass where one grew before.” 

Scientific mysteries, industrial pro- 
duction, educational stimulation, farm- 
er perspiration, and marketing revolu- 
tions have resulted in a soaring supply 
and gigantic consumption of food and 
fiber for the American stomach and 
back. Each year, our efforts have been 
to see how much more could be grown 
per acre. Yields and gains have made 
tremendous rises. 


Surpluses 

Today, we are faced with ever- 
mounting surpluses in some crops, and 
occasionally, in some classes of live- 
stock and poultry. It has been esti- 
mated that our agricultural plant is 
outproducing consumption at an annu- 
al rate of four per cent. Further, ex- 
perts guess that this four per cent 
overproduction will continue for the 
next 10 years or more. They expect 
technological advances in agricultural 
production to more than compensate 
‘or population increases. 

The question facing us is whether 
ve have and will continue to produce 
vurselves into bankruptcy, or can 
hese two blades of grass be converted 
nto golden net profit for a better 
standard of living for the American 
‘arm family and everyone who derives 
iis livelihood from it. 


Cloudy Vision? 
This knotty problem has often be- 
ome clouded by perspective. John 


Javis of Harvard claims we are look- 
ng at today’s agricultural problems 
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Self-Help May the Answer 


Farmers Will Do Better Without Wet-Nursing 


By RICHARD L. KATHE 


American Feed Manufacturers Association 


through 1800 vision. One hundred 
and fifty years ago, the family farm 
was completely self-sufficient. It pro- 
duced all of its tools of production, 
raised the completely marketable food 
item, and delivered it directly to the 
town housewife. This whole operation 
of producing food and fiber in useable 
form was, and still is, considered to 
be agriculture. Davis claims the word 
and the concept is wrong and prefers 
to call what we had as agriculture in 
1800, “agribusiness” in 1956. “Agri- 
business” today would include the 16- 
billion-dollar industries supplying the 
tools of production such as feed, fer- 
tilizer, farm equipment, fence and 


RICHARD L. KATHE 
Let's consider agribusiness. 


building materials, petroleum, and oth- 
ers. To that we would add the 14 bil- 
lion dollars farmers receive from cash 
sale of commodities. The costs of dis- 
tribution, processing, wholesaling, and 
retailing, commonly called marketing 
costs, would then add another 45 bil- 
lion dollars. The total so far is 75 bil- 
lion dollars. To this might be added 
another 15 billion dollars of so-called 
synthetic supplies. Thus, the total gross 
dollar revenue from agribusiness 
amounts to 90 billion dollars of which 
the farmers’ share is 14 billion. The 
inventory value of the agribusiness 
plant amounts to 40 per cent of total 
national income although only 35 per 
cent of the population is involved. 


Interdependence 

The success of any one segment of 
agribusiness is dependent upon the 
others. A legislative program for farm- 
ers affects the other facets of this 
economy and is of vital concern to 
them. It is logical that such programs 
can be worked out with the coopera- 
tion and consultation of all segments 
of agribusiness. It is true that the 
farmer’s success or failure has more 
influence on the total picture than any 
other phase of agribusiness. But, there 
is no reason why other parts of the 
agribusiness economy cannot offer 
help in working out a-satisfactory and 
profitable economy. 

Another aspect of the problem of 
national agricultural prosperity is de- 
ciding who needs help and why. Some 
agricultural specialists would have us 
believe that we must “save the family 
farm as the backbone of the American 
way of life.” What is a “family” farm? 
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IMPORTANT NEW WORDS 
FOR THE BROILER INDUSTRY 


: Lipamone: a free-flowing feed ad- 
. ditive for broiler rations. It contains 
ke dienestrol diacetate, a feminizing 
hormone with a quality-improving 
effect. 


_... Liponizing: the process of adding 

ie LIPAMONE to feed; also hormonizing 
birds by feeding them LIPAMONE- 
supplemented ration. 


Liponette"™":: a Liponized broiler. 


this way, it’s better! 

It’s so easy to sell feeds which : 
will produce high-quality broilers: 


sell broiler rations containing... 


U.S. PATENT NO. 2,544,698 


By adding LIPAMONE to your broiler rations, you can 
sell feed that will meet the increasing demand 

of growers for a better, easier method of hormonizing 
poultry. The big demand for these feeds will mean 
increased sales volume for you. : 


The LIPAMONE “in-the-feed” hormonizing not only 
avoids shock but tranquilizes the cockerels, and 

thus exerts a quieting effect upon flocks of 

mixed sex. 


If you are already manufacturing Liponized formula 
feed, the advantage of hormonizing with LIPAMONE 
is not a new story to you. But, if you have not yet added 
Liponized broiler rations to your line of feeds, we urge 
that you investigate the LIPAMONE story, and 

see what it can mean to you in terms of increased 
sales and increased profits. 


Write for your copy of “The LIPAMONE Story” 


| 


WHITE LABORATORIES, INC. 
Agricultural Division, Kenilworth, N. J. 
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Census figures show that 37 per cent 
of the so-called farms produce incomes 
in excess of $2,500 per year and 88 
per cent of the national agricultural 
product. This accounts for some two 
million, more-or-less commercial farms. 
The remaining 34 million live under 
sub-standard rural conditions which 
could almost be described as “slum,” 
or they derive a major part of their 
income from non-agricultural sources. 
Looking Ahead 

In attempting to develop a national 
agricultural program for the next 10 
years, some 75 of the nation’s leaders 
in agriculture assembled at the Insti- 
tute for Animal Agriculture two 
months ago. They decided that two 
programs are really needed. One pro- 
gram, along the lines of that proposed 
by the USDA a year ago, which would 
bring many of these low income fami- 
lies up to a self-sufficient agricultural 
productive state — over the $2,500 
figure. 

The other program would be for 
the smaller number of commercial 
farms. This would include an imme- 
diate but temporary, buffer-type pro- 
gram such as the soil bank. The next 
step would be to work toward self- 
sufficient, producer - controlled, and 
voluntary marketing programs which 
would eventually do away with gov- 
ernment financed subsidization. 

It was agreed that in view of our 
current agricultural production (four 
per cent over), none of the past or 
current government programs can be 
of help in bringing production in line 
with consumption; the only system 
which can work effectively in the long 
run will be one of a market free of 
government controls and interference. 


Critical Balance 

Balancing production against con- 
sumption often assumes that consump- 
tion per person is a fixed figure. This 
has not been true. The pre-war con- 
sumption of food averaged 1,500 
pounds per person. In the last few 
years, the figure has been in excess of 
!,600 pounds. In addition, we are now 
cating more trimmed, pre-packaged, 
«nd concentrated foods — if we were 
‘9 convert the amount of juice into 
vhole oranges, as one example, the 
‘igure of today’s consumption would 
e even higher. The average American 
's not only eating more total pounds 
of food but a diet of more meat, milk, 
nd eggs. There is no reason to assume 
ve have reached the limit. An im- 
-roved product often creates its own 
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The capable young agricultural service 
director of AFMA made these points June 
12 in a talk at the Montana nutrition con- 
ference, held at Bozeman. 


market. Broilers are a good example. 
The bony, tough bird of 1934 had a 
market of 34 million; the plump, fresh, 
meaty broiler of 1956 finds its way to 
American tables 11% billion times. 

Improvement of quality in produc- 
tion of meat, milk, and eggs has far- 
reaching consequence and involves ef- 
forts of the land grant colleges, U. S. 
Department of Agriculture, livestock 
and poultry associations, feed manu- 
facturers and dealers, and most impor- 
tant of all, the farmer. 


Promotion Urged 

One of the more vociferous appeals 
to expand the agricultural market 
comes from those who would foster 
larger advertising and promotion pro- 
grams. In addition to the individual 
commodity programs such as the cam- 
paigns for sale of beef, pork, and broil- 
ers, the grocery industry is now spend- 


ing some 800 million dollars annually 
to advertise food and grocery items. 
Agricultural leaders agree that these 
programs will only be effective if 
coordinated on a national basis and be- 
tween other items of a similar nature, 
and only if they are followed through 
with hard-hiting local merchandisirig 
programs. 


Real strides can be made in the bet- 
terment of agriculture’s position if it 
is viewed from an agribusiness stand- 
point, if realistic farm programs allow 
for self-help of commercial farmers 
and educational improvement pro- 
grams for sub-marginal income farm- 
ers, if the quality of product will en- 
tice consumers to buy more, and if 
buying habits are influenced by strong, 
consistent educational and advertising 
programs. Progress can be made and 
the two blades of grass, growing 
where one grew before in the U. S. 
agricultural field, can be blades of 
golden profit in terms of dollars, and 
in the reward of a healthier and hap- 


pier nation. 


The Feed ‘Industry’ on the Sahara 


Here is the entire feed “industry” 
as it exists in thousands of square miles 
of the Sahara. This merchant is at 
work at Fort Trinquet in French West 
Africa. He has a set of scales and keeps 
them outside his home, a portion of 
which is visible on the left. 

During the days when he has feed 
available for sale, he drags the sacks 
outside, places them alongside the 
scales, and is set for business. No ad- 
vertising budget, no taxes, no over- 
head — they go with his slim business. 


Every two weeks or so a truck 
brings him a few bags of camel feed 
and millet for human consumption. 
The Arabs use the latter product to 
make cous-cous, a favorite in their 


diet. — J. M. Sheppard. 


CYANAMID GRANT 
American Cyanamid Co. of New York 
City has granted $3,000 to the agricultural 
experiment station at Colorado A & M 
College for the study of infectious rhino- 
tracheitis in cattle. Dr. T. L. Chow of the 
station is directing the studies. 
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Amazing 


new BIO-PABST B-333W 
is the only low cost, 


high performance 


dual purpose antibiotic supplement. 


Designed for use either in animal drinking water or animal feeds, Bio-Pabst 
B-333W is truly dual purpose . . . and it costs less—you can treat chicks and 
poults for less than 4/100 of a cent per day. 


Bio-Pabst B-333W has given top performance in field tests—it’s easy, 
simple and convenient to use—just add to drinking water or mix with feed. 


Check some of the performance features: 


Y Soluble in water —can be used in various types of watering equipment. ~ 
Y Excellent stability. 

Y High specificity against undesirable organisms. 

A Does not affect growth of useful intestinal bacteria. 

Y Is not known to cause development of resistant strains of bacteria. 


Try economical Bio-Pabst B-333W for starting chicks or poults, to stimu- 
late feed and water intake during periods of stress, to improve egg production 
and to control and prevent certain poultry diseases. 


For more information on how Bio-Pabst B-333W can help you, and for data on 
Nutri-Pabsts, Ribo-Pabsts, and Vita-Pabsts, write, 


PABST BREWING COMPANY 
Animal Feed Department F-2 
Milwaukee 1, Wisconsin 


TWX-Mi 586 Phone—Broadway 1-0230 
Copyright 1956, Pabst Brewing Company, Milwaukee, Wisconsin, Trademarks Reg. U. S. Pat. Off. 


Pabst Feed Supplements are available for prompt shipment from the plant or our 
distributors’ warehouse stocks located at: 


Carroll Swanson Sales Co. _P. G. Callison Co. Feed Service Co. Seley & Company - Theo W. Martin & Son 
620 Des Moines Building 935 N.W.12th Ave. 5025S. Front Street» 900 Wilshire Boulevard 1401 Peach Tree Bldg. 
Des Moines 9, lowa Portland 9, Oregon § Mankato, Minnesota Los Angeles 17, Calif. Atlanta 5, Georgia 
Phone: 4-5177 Phone: CApitol 7271 Phone: 81636 Phone: MUtual 1371 Phone: ATwood 3811 
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Busy 
Days 
Chicago 


LEFT: Speaker Shuman, head of the Ameri- 
can Farm Bureau federation. 


RIGHT: Chairman Straube and Vice Chair- 
man Chichester and President Glennon and 
Secretary-Treasurer Diamond. 


CHARLES SHUMAN 


NUTRITION council Chairman Harry Konen here presents their accomplishment plaques to Dr. 
H. M. Scott, University of Illinois; Drs. R. S. Allen and N. L. Jacobsen, lowa State College; and . 
Dr. Lester E. Hanson, University of Minnesota. 


LEFT: Borden's E. C. Holcombe and Leigh 
Woehling (background) with Alvy Smith of 
New Mexico. 


RIGHT: A testimonial plaque for Retiring 
Chairman Dean K. Webster Jr. was present- 
ed by new Chairman Straube. 


the tory — Page 
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Current Reading 
Reviewed by The Feed Bag Staff 


Soft Phosphate With Colloidal Clay as a 
Source of Phosphorus for Growing and 
Fattening Pigs, by J. L. Gobble, R. C. Mill- 
er, G. W. Sherritt, and H. W. Dunne, 
Pennsylvania Experiment Station, Univers- 
sity Park, free. 

Large amounts of soft phosphate are 
available and roughly 75,000 tons of this 
material are used annually in livestock 
feeds, the authors point out in their 18- 
page report on Pennsylvania station feeding 
experiments with pigs. The studies deter- 
mined how well a pig actually utilizes the 
phosphorus of soft phosphate and if any 
harmul effects result from feeding the ma- 
terial. 

Feed men will want to read the results of 
the series of feeding experiments in which 
soft phosphate was fed at different levels 
in comparison with dicalcium phosphate 
using growth, feed utilization, and bone 
composition data as the criteria for evalua- 
tion. Pertinent data for the test series are 
tabulated and discussed. 


Performance of Two Strains of Single Comb 
White Leghorns Under Conditions of Re- 
laxed Selection, by Lloyd R. Champion, 
Michigan Experiment Station, East Lansing, 
free. 

This eight-page bulletin from the Michi- 
gan station reports on an experiment de- 
signed to test the performance of two strains 
of Single Comb White Leghorns under con- 
ditions of relaxed selection for three genera- 
tions and the performance of an “intro- 
duced” strain of chickens under Michigan 
environmental conditions. 

Data were obtained on the following 
characteristics: average age at sexual maturi- 
ty, body weight at 20 weeks of age, mean 
egg production for 90 consecutive days, 
hen-housed mortality, average egg weight, 
and hatchability. One of the several findings 
of interest to feed men is that there was no 
set pattern of fluctuation for the variables 
studied. 


* 


Feed Mixers Handbook, by Ross M. Sher- 
wood, Interstate Printers & Publishers, Inc., 
19-27 N. Jackson st., Danville, Ill., $3. 

This is a 208-page second edition to 
Author Sherwood’s handbook for feed mix- 
ers, containing useful material for the ex- 
perienced manufacturer, beginner, county 
agent, vocational teacher, and student. The 
author points out why many practices are 
important in the formulating and mixing of 
feeds. 

The book also discusses short cuts that 
may lower manufacturing costs and ways 
of increasing uniformity and true value of 
formulated feeds. Mr. Sherwood formerly 
was on the staff of Texas A & M College. 

It is stressed by Mr. Sherwood that this 
is not “another nutrition book or text.” 
Chapters include only those principles of 
nutrition that are necessary in order to un- 
derstand the requirements of the animals, 
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the analyses of feeds, and digestion of 
feeds, and the various combinations of nu- 
trients required to make up a good ration 
to supply the needs of the animal. 

Chapters are on composition and digesti- 
bility of feed ingredients, nutrients, how 
processing affects feed quality, effect of 
storage on nutritional value of feeds, rec- 
ommended nutrient allowances for livestock 
and poultry, feed formulation, premixes, 
cautions to feed manufacturers, and regu- 
latory work. 

Efficiency in Distribution of Mixed Feeds, 
by: Vernon L. Sorenson and Carl W. Hall, 
Michigan Experiment Station, East Lansing, 
free. 

Because of the limited investment re- 
quired, most businesses handling feed can 
provide bulk loading equipment if farmers 
request the service. The larger investment 
required to deliver bulk feed, according to 
this 12-page bulletin from the Michigan 
station, should be made only after a careful 
evaluation of potential volume, costs, and 
the willingness of customers to pay for this 
service, 

This report will help a feed man to decide 
whether or not bulk delivery can be profit- 
able for him. Discussed in detail are farm 
delivery of bulk feed, truck costs, and use 
of variable cost data by individual plants. 


Pen and Stanchion Barns, by Elmar Jar- 
vesoo, Ray E. Moser, and Leo R. Gray, 
Massachusetts Experiment Station, Amherst, 
free. 

Here’s a 32-page bulletin from the Mas- 
sachusetts station that will provide feed 
merchants with valuable facts on remodeling 
old barns or planning new housing for dairy 
cows that they can pass on to dairymen or 
make use of themselves. The basic purpose 
of the study reported is to analyze and 
compare the daily chore times in pen and 
stanchion barns. 

Ten New England dairy farms, five with 
pen barns and five with stanchion barns, of 
comparable size, herd production, and gen- 
eral management practices were selected for 
chore time study. 


A Guide to Feeding Miscellaneous Feeds to 
Beef Cattle, by Leonard J. Hill, Cooperative 
Extension Service, Michigan State Univer- 
sity, East Lansing, free. 

The purpose of this eight-page bulletin 
is to provide information concerning the 
form in which to feed, the amount to feed 
per animal per day, the approximate feed 
value, and remarks on any precautions that 
apply in using such feeds as urea, beet tops, 
cull potatoes, or sunflower. Information on 
these feeds generally is not found easily. 

Two tables are the backbone of the bulle- 
tin. One deals with feeding manufactured or 
refined miscellaneous feeds to beef cattle. 
The other table is a guidé to feeding farm 
produced miscellaneous feeds to beef cattle. 


Find your BUTLER 
contractor 
listed here 


ARKANSAS 
Short & Brownlee Co., Highway 67 North, Newport 


CALIFORNIA 


J. W. Williamson & Sons, Inc., 1545 S. Greenwood Ave. 
Montebello 


Woodland Mill Supply Co., P. 0. Box 426, Woodland 


DELAWARE 
0. A. Newton & Son Co., Bridgevitte 


GEORGIA 


Henderson Steele Const. Co., 418 W. Myrtle, Gainesville 
T. E. Stivers Milling Engineers 
108 Rutland Building, Decatur 


IDAHO 
Thorson Construction Co., 277 Pierce Street, Twin Fas 


ILLINOIS 
Western Tank & Bidg. 


Co., 218 Standard Bid 
132 South Water os 


reet, Decatur 


IOWA 


Mill & Elevator Serv. Co., Box 141, Highland Park Station 
Des Moines 


E. W. Epperson & Co., Sumner 


KANSAS 
Roberts Construction Co. 
714 Main Street, Sabetha 


MINNESOTA 


T. E. Ibberson Co., 400 Flour Exch 
Minneapolis 


Strong Scott Manufacturing Co 
451 N.E. Taft, Minneapolis 


MISSOURI 
The Essmueller Co., 1220 S. 8th Street, St. Louis 


MONTANA 
Burt Talcott, Builder, 2600 Ninth Ave., N., Great Falls. 


Darland Building Service Co. 
4603 Fontenelle Bivd., Omaha 


Jones Construction Co., Grant 
G. E. Morrison Const. Co., 5405 Redman Ave., Omaha 


NEW MEXICO 
The Banes Co., 4322 Second St., N. W., Albuquerque 


NORTH CAROLINA 
Aeroglide Corporation, 510 Glenwood Avenue, Raleigh 


NORTH DAKOTA 
Koland Construction Co., Bottineau 


OHIO 
Ballard Sales & Engineering Co., Gratis 


PENNSYLVANIA 
Sprout Waldron & Co., Inc., Muncy 


TENNESSEE 
W. J. Savage Co., Flour & Feed Mill Div., Knoxville 


TEXAS 
E. 0. Ross, Inc., 1903 N. Lexington Bivd., Corpus Christ! 
Briggs Weaver Machinery Co., 5000 Hines Bivd., Dallas 


UTAH 
Western Steel Co., 613 Beason Bidg., Salt Lake City 


WASHINGTON 
The Haskins Co., East 3613 Main, Spokane 


BUTLER MANUFACTURING COMPANY 
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Reid Grain Company, Hamburg, lowa recently added 75,000 bushels of safe, economical storage capacity with 
these four Butler steel tanks. Mill & Elevator Company was the Butler contractor who handled the erection. 


How your nearby Butler contractor can 


cut your Storage costs 


with Butler steel tanks 


Meet Dale Cloud, one of the owners of Mill 
& Elevator Company, Des Moines, Iowa. He’s 
typical of Butler contractors all over the coun- 
try that are local experts in building Butler 
steel tank storage facilities. They know the 
special construction problems, infestation prob- 
lems and weather conditions in your area—and 
how to solve them with weather-tight, rodent- 
proof Butler steel tanks. They’ll help you get 
all of the other benefits of Butler steel tanks, 
too—low initial cost, low insurance rates, mini- 


mum maintenance, excellent fire and weather 
protection, easy cleaning and fumigating. And, 
of course, Butler’s speedy erection. 

Butler bolted steel tanks are also widely 
used for bulk storage of feed and ingredients. 
Capacities range from 1,297 to 60,763 bushels. 

For complete handling of your storage 
problems by a man who can give you local- 
ized service that cuts costs, contact your 
nearby Butler contractor. You'll find his name 
listed on the opposite page. 


BUTLER MANUFACTURING COMPANY 


Dept. 392, 1020 East 63rd Street, Kansas City 13, Missouri 


992A Sixth Avenue, S.E., Minneapolis 14, Minnesota 
1048 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 92A, Richmond, California 


Manufacturers of Farm Equipment Oil Equipment Steel Buildings Dry Cleaners Equipment Outdoor Advertising Equipment Special Products 
Factories at Kansas City, Mi i ¢ Gal g, Illinois ¢ Richmond, California * Birmingham, Alabama * Houston, Texas * Burlington, Ontario, Canada * Mi , Mi 


(PRO: 
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FOR 


WELL-BALANCED 
NUTRITIVE FEEDS 


WITH GRAIN FERMENTATION PRODUCTS 


PRODULAC 


CORN DISTILLERS SOLUBLES WITH DRIED GRAINS 


NADRISOL 


CORN DISTILLERS DRIED SOLUBLES 


The feeds that promote quicker growth and greater meat and egg yield are the 
feeds your dealers and their customers want to buy: 3 


Produlac or Nadrisol — grain fermentation products — are standardized, both 
products having the same riboflavin content and choline content. 


With either Produlac or Nadrisol you can mix highly nutritive formula feeds. 
These economy fortifiers are rich in proteins — vegetable fats — and essential 
Vitamin B-G Complex factors, as well as unidentified growth factors. 


Mix either Produlac or Nadrisol in your formula feeds. It’s a good way to gain 
and hold customer acceptance. 


Sold only to manufacturers of formula feeds. 


Products of 


NATIONAL DISTILLERS PRODUCTS CORPORATION 


GRAIN PRODUCTS DIVISION 
99 PARK AVENUE, NEW YORK 16, NEW YORK 
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VISITING Secretary of Agriculture Ezra T. Benson won thousands of 
WITH BENSON friends among feed men, farmers and school children when 

he visited Wisconsin recently to address the 31st annual 
convention of the Central Retail Feed association, Dodge county’s Farm-City Dairy 
week celebration and observance of the 10th anniversary of federal aid for the 


school lunch program. 


Benson has an immediately recognizable sincerity, a dedication to his job and a 
winning personality. 

The fact that prices paid for farm products have been steadily increasing through- 
out the past five months has been given little attention, he said, and the Democrats 
have failed to make an issue of the farm problem because farmers “almost to a man” 


approved President Eisenhower's veto of the rigid-support farm bill. 


The second bill, which was signed by the President, eliminated the rigid support 
provisions but included the soil bank which had been advocated by the President 
in his early January address to congress. Passage of the soil bank came too late to 
be truly effective this year but it will be a real help to farmers and to our national 


economy in 1957. 


“To the degree that I am able”, Benson said, “I intend to see that the nation gets 
a dollar’s worth of surplus or a dollar's worth of conservation for every dollar 
paid out. 

“Agriculture is neither Republican nor Democratic. I will never support a program 
not good for farmers and all the people aie regardless of political pressures”. 

The secretary warned of the dangers of “the trends to socialization in agriculture”. 
He said that agriculture must not be deprived of advances in science and research 
and must be allowed to operate under the free enterprise system. We all wish to 


preserve that privilege not only for the farmers but for ourselves. 


We were sincerely happy to have Secretary Benson visit with us in Milwaukee. 
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Americans must learn to live with abun- 
dance, Secretary of Agriculture Benson told 
875 persons registered for the 31st annual 
convention of the Central Retail Feed asso- 
ciation and 250 guests. Mr. Benson's dis- 
cussion of the new farm program was the 
high point of the two-day convention. 


The Central group, meeting June 4-5 
at the Schroeder hotel in Milwaukee, testi- 
fied to its approval of Secretary Benson in 
a standing ovation when he took the plat- 
form and resounding applause when he 
concluded his address. 


By BRUCE W. SMITH & 
THEODORE P. THERY 


been fought and won, Mr. Benson advised. 

One advance in the battle was the agricu- 
tural act of 1954, Mr. Benson stated; how- 
ever, “it cannot work — nor can any other 
sound longtime program work — until this 
surplus problem is eliminated. The sur- 
pluses have created an emergency and re- 
quire emergency legislation such as the soil 
bank is intended to be.” 

Mr. Benson said the soil bank has been 


6) Government holdings of surplus farm 
commodities on an outright basis now total 
five to six billion dollars. 

While Mr. Benson is basically a practical 
optimist, he’ admitted that it is unlikely 
“that we'll ever lick the surplus problem 
fully.” 

The feed industry has nothing to fear 
from bureaucracy and controls so long as it 
has inspiration, service, and science as allies. 
That was the key point in the address of 
Alvin E. Oliver, ex-Michigan State Univer- 
sity professor who is now executive manager 


Benson Lays the Line 


SECRETARY BENSON 


Plow-up program? Untrue. 


Headquarters of the Central association 
had received dozens of requests from Mil- 
waukee area civic, business, and farm indus- 
try leaders who wanted to hear Mr. Benson. 

All four Milwaukee television stations, 
a Green Bay television outlet, eight radio 
stations, seven magazines, and six news- 
papers covered Mr. Benson’s appearance. 
The three major wire services also were 
represented. 

How does the farmer get his fair share 
of the national income? That is the real 
issue, not whether the farmer deserves a 
fair share, Secretary Benson said. Mr. 
Benson emphasized that the farmer gets it 
out of efficient production, balanced pro- 
duction, and out of better and more effi- 
cient marketing. 

“He does not get it out of government. 
He does not get it by price-fixing,” he said. 

Mr. Benson pointed out that government 
intervention in price and marketing should 
be reduced rather than expanded; but, he 
added, it is a long road to this end. The 
battle against high rigid price supports has 
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Eleven Hundred at Milwaukee Applaud Him 


spoken of as drought relief, and a plow-up 
program. This is largely untrue, he em- 


‘phasized. 


“To the degree that I am able,” Secre- 
tary Benson stated, “I intend to see that the 
nation gets a dollar’s worth of surplus re- 
duction or a dollar’s worth of conservation 
for every dollar paid out.” 

He said future production cannot ac- 
curately be predicted, but it is indicated 
that it will be abundant. The U. S. must 
learn to live with abundance, he said, and 
not fear it. 

Press conferees asked Secretary Benson a 
total of 91 separate questions. Here are 
some of his statements in reply: 

1) The soil bank definitely is an emergen- 
cy program set up to reduce surpluses. 

2) A cutoff date on plowing is necessary. 

3) The government should get out of 
businesses in which it competes with tax- 
paying companies and individuals. 

4) Although the nation has “leaned over 
backwards” not to hurt foreign markets, it 
should now fight cleanly for its share of 
international trade. Under Mr. Eisenhower, 
the government has been fair but vigorous 
in foreign markets. 

5) The return from the sale of surplus 
farm commodities abroad is greater than 
most citizens think. 


OFFICERS AND BOARD 

Ray H. Kaercher of Globe Milling Co., 
Watertown, was elevated to president from 
vice president, a post he has filled for the 
past two years. Succeeding him in the vice 
presidency is Jacob Hunter Jr. of Antigo 
(Wis.) Flour & Feed Co. Louis Lader Jr. 
of Avalon Farmers Supply Co. at Avalon is 
the new secretary-treasurer. 

Executive officer of the association is 
Eldon H. Roesler, vice president of Editori- 
al Service Co., Milwaukee, and business 
manager of The Feed Bag. 

A trio of new directors was elected. It 
includes E. H. Sather, Blue Ribbon Feed 
Co., New Richmond; Armon N. Fischer, 
Outagamie Equity Co-Op Exchange, Ap- 
pleton; and Ray Andersen, Lutz & Ander- 
sen, Galesville. 


WASHINGTONIAN OLIVER 


Inspiration, perspiration. 


in Washington, D. C., for the Grain & 
Feed Dealers National association. 

Inspiration to do a good job one’s self, 
application in rendering service to one’s 
customers, and research contributions from 
science combine to form a solid battlement 
against bureaucracy, in Mr. Oliver's opinion. 

Mr. Oliver brought to light three “dis 
turbing trends” in Washington in his talk 
called “Your Business and Federal Legisla- 
tion.” 

The trends disturbing Mr. Oliver are 
1) the moves to Washington by labor lead- 
ers, 2) the feeling that the “answer to 
everything is.along the Potomac,” and 
3) the “fumbling of agricultural policy in 
Washington.” 

On these three points, Mr. Oliver said 
that 32 unions now headquarter in and “ar 
very powerful in the congressional city.” H: 
advised retail feed men to stick together on 
minimum wage legislation currently in « 
stalemate. 

“We shouldn’t run to Washington wit 
all our problems,” Mr. Oliver stressed 
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Scientific advances in the field of animal and Here are some of the 
poultry nutrition have placed a premium on research 


in the development of more effective well-balanced nutritional firsts resulting fi rom 
rations. The extensive research program of Philip R. Philip R., Park, I NC., research: 
Park, Inc., manufacturers of MANAMAR “sea power” 
products, has contributed greatly to the nation-wide 
acceptance of MANAMAR feed supplements. 


@ Mineral rich dehydrated kelp 
@ Condensed Fish Solubles 


These sea power supplements are a rich natural (Lassen Process) 


source of vitamin B-12, other B complex factors... 


and growth factors still unidentified ...essential & Fish liver concentrate 
a acids —_ fish proteins ... and important trace e Fish glandular hydrolysate 
minerals. Philip R. Park, Inc., has literally put the 


“sea” in research. @ Ribo fish flour 


for complete data, analysis and 
product description, write... 


PHILIP R. PARK, INC. 


FEED ENGINEERS 


Manufacturers of 
Berth 42, Outer Harbor, San Pedro, California 


“Sea Power” Supplements 


145 West First Street, Dubuque, lowa 
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“Congress,” he said, “is a poor controller 
and the national government is increasing 
in control. 

“The fumbling of the agricultural poli- 
cy,” said Mr. Oliver, “is a disturbing trend. 
The first farm bill was not well understood 
because of many snarls and its complexity.” 

Mr. Oliver's association recently resolved 
to support a program for taking the farm 
program out of the hands of politics, pro- 
posing that authorities from land-grant col- 
leges draw up a scientific farm program. 

The executive director of the American 
Heritage Foundation, Ronald F. Kennedy, 
was leadoff speaker on the afternoon of the 
first convention day. Mr. Kennedy urged 
feed men to take advantage of their right 
to vote and to stimulate others to do the 
same. 

In his talk headed “Freedom Is Elective,” 
Mr. Kennedy said the objectives of the 
foundation are: 1) to develop a greater 
awareness and a keener appreciation of the 
advantages in this country and 2) to per- 
suade all Americans that only by active par- 
ticipation in the affairs of our nation can 
they safeguard what they have. 

Citing instances where one vote has de- 
cided an election or issue, Mr. Kennedy said, 
“No man can say which vote is important 
and which is not. Potentially they are all of 
vital importance.” 

Mr. Kennedy's grain and feed industry 
background, in Minneapolis and elsewhere, 
gave him a keen appreciation of his audi- 
ence. 

He stated flatly that “the world is full of 
skeptics who don’t feel the average citizen 
can govern himself. It is, therefore, up to 
the U. S. citizen to be vigilant in the pro- 
tection and use of his fundamental rights. 

“The most important decisions, the real 
decisions, which are made today in govern- 
ment are made in the polling places,” Mr. 
Kennedy emphasized. 

Oscar Straube, who had addressed the 
Central group at its 1953 meeting, returned 
this year as newly-elected board chairman 
for the American Feed Manufacturers asso- 
ciation. He elaborated on what he called 


SCIENTIST GRUMMER 
Putting the heat on heat. 
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DAVE, LEFTY SALUTED 

Two of the key figures in management 
of the Central Retail Feed association were 
honored at Milwaukee June 4. Honorary 
Chairman David K. Steenbergh was cited 
by the organization and Mr. Steenbergh’s 
firm honored Eldon H. Roesler, its vice 
president, who is executive secretary of 
Central. 

Mr. Steenbergh was presented with a 
striking hand-illuminated plaque paying trib- 
ute to his service as CRFA secretary from 
1926 to 1955. He was named the group’s 
first honorary board chairman a year ago. 

Editorial Service Co., which publishes 
The Feed Bag and four other periodicals, 
presented Mr. Roesler with a diamond ring 
in recognition of his more than 20 years 
of “dedicated service to the feed industry” 
through his work with Editorial Service Co. 
President Steenbergh of the firm made the 
presentation. 


one of the most important projects of the 
moment — regulatory problems of medi- 
cated feeds. 

“Food & Drug,” he said, “is not moving 
into the feed industry; rather, the feed in- 
dustry is moving into the food and drug 
field. We have gotten into this medicated 
feed business on our own accord and when 
doing so, we placed ourselves under the law 
which governs such items of interstate com- 
merce.” 


Mr. Straube reported Food & Drug’s 
willingness to cooperate in a search for a 
more simplified labeling procedure. He did 
not feel that feeders are being protected by 
present labels. 

“Nutrition is the first consideration of a 
feed, medication is secondary,” Mr. Straube 
stressed, urging that feeds should be so 
labeled. He urged all forces of Food & 
Drug, state departments, and every segment 
of the feed industry to work together to 
solve the problem of labeling. 


On the proposed hundredweight system 
for grain, Mr. Straube said that feed men 
should strengthen their support of the hun- 
dredweight campaign in line with the study 
to be made this summer by the Agriculture 
department. 

A veteran of nearly 40 years in the feed 
industry, able Mr. Straube stressed that the 
present-day educated farmer recognizes that 
conversion of feed costs into dollar profits 
from farming’ is more important than the 
actual conversion ratio of feed to meat. 

A thought-provoking address on retail 
management by Wisconsin's Dr. Henry H. 


POPULAR CHOICES 

The “Entertainment First” slate headed 
by Dave Hamilton of Strong-Scott Mfg. Co. 
and Russ Bailey of Allied Mills, Inc., was 
swept into office by the electorate of the 
Central Salesmen’s club. President Hamilton 
and Vice President Bailey pledged them- 
selves to “further the magnificent work” of 
Retiring President Ed Horst of Calcium 
Carbonate Co. 

The eye-opener breakfast meeting on 
June 5 served as an awakener for some 300 
conventioneers, especialfy those who had 
not attended one of the unique events in 
the past. 


Bakken is published in virtual entirety be- 
ginning on page 91. 

The University of Wisconsin’s Dr. Rob- 
ert H. Grummer predicted that the feed 
industry will continue to grow rapidly as 
new advances in feeding are made. Dr. 
Grummer, who is chairman of the univer- 
sity’s animal husbandry department, said 
retail feed merchants will have to be better 
informed and employ better personnel if 
they are to meet ever-increasing competi- 
tion. 

“The livestock man will rely more and 
more upon his feed supplier,” Dr. Grummer 
said, “as feeds become more complex. It is 
inevitable that feed will be needed that only 
feed manufacturers can make and dealers 
will handle.” 

Heading his talk “Feeding for Profit,” 
Dr. Grummer pointed out that feeders must 
profit so sellers will profit.” He added, 
“We should be thankful that we are a 
country of surplus rather than of starva- 
tion.” 

Along this thought, he noted that agri- 
culture will have to become more efficient 
and produce more livestock and poultry. 
Feed dealers, therefore, will have to be 
ready for more volume. 

Dr. Grummer reviewed the advances 
made in developing efficient feeds since 
1924. He noted that the average number 
of pigs saved per litter has increased until 
in 1955 it was seven. 

“More emphasis will be placed on cost of 
production,” he said. “Consumer prefer- 
ence for leaner meat also will change feeds 
because the animals will have to be market- 
ed at an earlier age.” 

The Wisconsin scientist noted that there 
is much that can be learned about the early 
phases of the reproductive cycle. Research 
is underway, Dr. Grummer said, on the 
effect of sex hormones on a sow’'s heat 
period. 

“Meeting Today's Selling Challenge” was 
the message brought to the conventioneers 
by Ralph Everett, who heads Empire 
Sales Training, Inc., Buffalo. Mr. Everett 
stated that the battle of production has been 
won. Feed merchants now are in the midst 
of a more important battle of sales, he said. 

“Too.many merchants are spending all 
their time on production,” Mr. Everett said, 
“and not enough time on selling. Custom- 
ers want to be sold. They want to grow. 
They want to pay their bills. They want to 
be proud of their accomplishments, but 
they need your [dealers’} help. 

“The American farmer is anxiously wait- 
ing, yes longing, for the feed man who will 
find out his goals in life and dedicate him- 
self to helping achieve [his} ambitions and 
goals.” 

Mr. Everett left his audience with these 
challenges: 


1) Decide what margins are necessary to 
make a profit. Set those margins and stick 
to them. 

2) Decide whom you [feed men] can al- 
ford to sell and eliminate that business 
which is costing money every day. 

3) Build strong customers who want to 
grow into bigger customers, carefully and 
on a sound basis. 

4) Start a prospecting program for find: 
ing potential customers who want to grow 
but who have not been sold on growing. 
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Why Bat Your Head Against Stone Wall 
USE YOUR BROILER FEEDS! 


For months, broiler growers have been 
reading about HI-PRO-CON and how this 
amazing 50% protein, dehulled soybean oil 
meal is revolutionizing broiler feeding. For 
HI-PRO-CON makes possible a more eco- 
nomical formulation of the new high- 
efficiency, high calorie rations that increase 
profits, produce more meat on less feed. 
Thousands of profit-minded broiler 
growers are demanding these remarkable 


Ite Time To Change 


THOUSANDS OF FEED CUSTOMERS ARE DEMANDING THIS 
SUPER PROTEIN CONCENTRATE! 


Youts will be soon! 


new higher-efficiency feeds from their 
dealers. As a result, feed manufacturers 
everywhere are now using HI-PRO-CON 
in their feeds to meet this ever growing 
demand. Why not cash in on the amazing 
swing to this new concept in broiler rations? 
Get all the money-making facts. Send for 
your FREE copy of Staley’s new research 
bulletin, ‘‘How To Increase Broiler Feed 
Efficiency.”” No obligation. 


HI-PRO-CON 


A. E. STALEY MANUFACTURING CO.,, MEAL SALES ¢ DECATUR, ILLINOIS 
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No matter what your 
standards, we invite you 
to “take the measure- 
ments” of the W. J. Small 
Company and its 
dehydrated alfalfa 
products. Here are some 
of the standards you 
may want to apply: 


FOR FEEDS 
WITH A FUTURE 


20 


DEHYDRATED ALFALFA MEAL 


EXPERIENCE ... The founding of the W. J. Small Company in 1932 in Neodesha, Kan- 
sas, was the beginning of the dehydrated alfalfa industry. 


PRODUCT ... The Small Company guarantees in writing that your order will match 
your specifications. 


PERFORMANCE .... Small’s record of performance in the fulfillment of contracts in 
accordance with grade purchased is unsurpassed. 


FACILITIES ... The Small Company has the most modern facilities in the industry for 
harvesting, dehydrating, analyzing, storing, and shipping of dehydrated alfalfa. 


ACCEPTANCE .. . Small’s Dehydrated Alfalfa is used in more famous brands of formula 
feeds than any other brand. 


9 Weigh the facts—and you'll use Small’s Dehydrated Alfalfa, the brand for “feeds with a future.” 


THE W. J. SMALL-COMPANY  oiision Archer-Danicls-Midland Co. 


1200 Oak St. Kansas City, Mo. 
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Washington Millwheel 


: By ERNEST W. ALWIN, Sigma Delta Chi Award Winner 


DOUBLE FEATURE 


It may come as somewhat of a shock to farmers, but Republican candidates for 
4 congress in coming months are likely to be talking up, rather than playing down, 

q the farm price situation. All through 1953, 1954, and 1955 they were on the 

3 defensive, but now they have hopes of getting modest credit for the price improve- 
ment this year. If prices hold up, that is. 

The Democrats still believe that the long price decline will win them farm 
votes, though some party leaders are inclined to feel that the issue lacks the 
political punch it had a few months back. Sen. Ellender of Louisiana, Democratic 
chairman of the agriculture committee, has said he thinks the upturn in farm 
prices has improved Republican chances of regaining control of the senate. 

Higher prices for cattle and hogs, particularly the latter, plus price in- 
creases for several other crops, have brought cheer to GOP campaign strategists. 
Secretary of Agriculture Benson gave their spirits a boost with his prediction 
that the hog market this fall will likely be above $16. They like the idea of coun- 
tering Democratic charges with the argument that Republican farm policies are 
making themselves felt, and that the farmers' income is due to go up for a change. 

Thus, it may be that both parties will be using farm prices as an issue — 
more proof that in politics anything can happen. 

WANTED: SPEAKER WILLING TO TRAVEL 


In 1952 and 1954, the Democrats had two speakers with a national reputation 
among farmers, but they aren't as well off this year. 

Former Secretary of Agriculture Charles Brannan, a tireless and hard-hitting 
campaigner, is the Democratic nominee for the senate in Colorado. He isn't ex- 
pected to stray far from that state this year. Another ex-secretary of agriculture, 
Claude Wickard, also is expected to stick close to his home grounds, where he 
hopes to unseat Sen. Homer Capehart, Republican of Indiana. 

The Democrats have still a third former secretary of Agriculture, Sen. Clinton 
Anderson of New Mexico, but they look for no help from him. Sen. Anderson has 
been a supporter of the administration's flexible price support program, and has 
backed several other GOP farm proposals. 

EVERYBODY LOSES 


Staff members of the Library of Congress did some figuring and the result was 
another testimonial to the fact that, in a war, even the winner loses. 

Since the end of World War II, the United States has given nearly 13 billion 
dollars in various forms of aid to its former enemies. Most of the money went to 
Germany, Japan, and Italy, with this country's wartime allies getting small 
amounts. 

WATER FIGHT 


In the eyes of a westerner, few things are more important than water. Because 
of its scarcity, water has become a precious commodity in those states west of the 
Missouri river, and its use has been carefully regulated. The 17 western reclama- 
tion states long have cherished the belief that they have the authority to regulate 
the use of waters within their boundaries, including water originating in or 
flowing through federal lands. Now, a red hot fight is taking place over what the 
western states consider a threat to that authority. 

Following a Supreme court decision last year, the army and navy asserted that 
they did not consider it necessary any longer to comply with state laws in the use 
of water on military reservations. Bills to reaffirm the supremacy of state water 
laws immediately were introduced in both the house and senate, and seemingly every 
western congressman wanted to be the author or co-sponsor of such legislation. 

The Interior and Agriculture departments, which have a major role in the 
development of western water resources, endorsed the objectives of the legisla- 
tion. The Justice department, however, made its opposition known. It questioned 
the constitutionality of the proposed measures, and contended they were not 
necessary. 

Congress may decide the issue before it adjourns. Meanwhile, the ruckus 
gains in intensity. 

From the pure political standpoint, the pending legislation has everything to 


(Concluded on page 97) 
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DEPEND ON YOUR 


SALES REPRESENTATIVE 


ND 


He’s Nearby, He’s Helpful, 
HE’S WELL QUALIFIED 


Wherever you are, there’s a Jacobson 
Sales Representative nearby. He has 
been selected to represent Jacobson 
Machine Works in your area because he 
knows his business and has the ware- 
housing facilities and the qualified per- 
sonnel to be of assistance to you. 


He is able to provide you with anything 
from the complete line of Jacobson 
quality hammermills and allied grinding 
equipment. In addition, he is always 
ready to give you helpful suggestions 
regarding your grinding problems. Feel 
free to call on him at any time. 


Seattle, Washington 
J. J. Ross Mill Furnishing Co. 
Tacoma, Washington 
Forrest D. Larson 
Portland, Oregon 
J. J. Ross Mill Furnishing Co. 
San Francisco, California - 
Walter N. Steele Co. 
San Gabriel, California 
Walter N. Steele Co. 
Twin Falls, idaho 
Walter N. Steele Co. 
Denver, Colorado 
Walter N. Steele Co. 
Clovis, New Mexico 
F. E. Gray 
Omaha, Nebraska 


Adrian Mill & Elevator Equip. Co. 


Kansas City, Missouri 
. Webb Belting Company 
Oklahoma City, Oklahoma 
Ross Machine & Mill Supply 
Fort Worth, Texas 
Hayes & Stolz Ind. Mfg. Co. 
Houston, Texas 
White's, Inc. 
Watertown, Wisconsin 
Harold Peterson 
West Allis, Wisconsin 
Mr. William A. Arnold 


Chicago, Illinois 
Mr. Frank E. Higgins & Associates 
Galesburg, Illinois 
M. J. Rose 
Taylorville, Illinois 
Mr. Jack H. Brewer 
St. Louis, Missouri 
E. J. Boyce & Sons 
Jackson, Michigan 
McLaughlin, Ward & Co. 
Sidney, Ohio 
Shelby Manufacturing Co. 
Kosciusko, Mississippi 
Sweatts Welding & Machine 
Birmingham, Alabama 
United Engineers, Inc, 
Decatur, Georgia 
T. E. Stivers 
Roanoke, Virginia 
Mr. W. R. Mayes 
Pleasant Garden, No. Carolina 
Mr. C. T. Burton 
Muncy, Pennsylvania 
Muncy Mill Machinery Co. 
New York, New York 
R. N. Bailey Company, Inc. 
Toronto, Ontario, Canada 
Kipp Kelly, Ltd. 
Winnipeg, Manitoba, Canada 
Kipp Kelly, Ltd. 


% HOME OFFICE Minneapolis, Minnesota 


Dept. A 
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If you aren't sure who your Jacobson Sales Representative might be, please write: 


JACOBSON MACHINE WORKS 


1090 Tenth Avenue, S. E. 


Minneapolis 14, Minnesota 
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Pulse the 


June, 1956 


Finally, congress has passed a new farm bill which was accepted by the administra- 


FARM BILL 
FINALLY 
PASSED 


tion. This has been a long tug of war between the rigid support 
and flexible support camps. The net result is that each side has 
had to give something; the bill is not totally acceptable to 
either side but has enough good features that it will do some good 
to boost the farm income. Shortly after it was passed, Agriculture 
Secretary Benson went about putting it into effect. Some of the 
announcements almost made one think one was reading press releases 
from the days of Henry Wallace. 


Secretary Benson indicated that farmers could get government payments of from $24 


CAN COLLECT 
BY PLOWING 
UNDER CROPS 


to $66 an acre to plow up wheat, cotton, corn, and rice for the 
soil bank. He indicated the following rates for under-planting 
acreage allotments: 90 cents per bushel for corn, $1.20 for wheat, 
15 cents a pound for cotton, and $2.25 per hundredweight for rice. 
Farmers who have already planted can now plow up part of their 
crop to be eligible; others can refrain from putting in their — 
allotment. Should USDA base payments on the average yield for 
1955, farmers would collect $235.88 per acre for wheat, $35.82 for 
corn, $65.97 for rice, and $62.40 for cotton. However, soil bank 
payments will not be made on acreage which has advanced "too far" 
but deadlines will be set for the farmer to make his decision to 
produce or not. Actually Secretary Benson is not too happy with 
the "plow under" feature but congress has directed him to make 
payments now and that is about the only way he can do it. Actual- 


ly the farmer is not to blame for the slowness in enacting the 
legislation. 


Rising farm prices have taken the heat off the Republicans in the coming campaign. 


GOOD OMEN 
FOR GOP — 
HIGHER PRICES 


It almost appears that prices will remain at good levels until 
fall which could be a big factor in another sweep for Eisenhower 
and might even be instrumental in returning the control of congress 
to the GOP. The "life-saver" has been the steady increase in the 
price of hogs. Several months ago, Secretary Benson predicted $15 
hogs this summer but already the price has gone as far as $18 and 
the usual price peak curve has not yet been reached. Should hogs 
finally hit $20 or $22, it might mean that even with lower prices 
along with the fall marketings the price would have a greater 
distance to go before November and might not get back to the lows 
experienced earlier this year. That could make a big difference 
in the farm belt during the election. 


The USDA.has predicted that carryover stocks of food fats and oils will be down to 


FATS AND 
OILS STOCKS 
LOWER 
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685 million pounds at the start of the new marketing year on 

Oct. 1. This would compare with 962 million pounds a year earlier. 
Stocks will be down despite the fact that production has been high. 
Much of this has been due to heavy exports with soybean oil leading 
the parade in the export field. At the same time domestic use 
will be up slightly. Meanwhile, soybean futures have been highly | 
erratic from day to day. Recently one day's trading in the futures 
market amounted to 66 million bushels —a good percentage of the 
entire year's crop. 
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GOOD DEMAND 
FOR SOYBEAN 
OIL MEAL 


FARM INCOME 
GAINS IN 
APRIL 


DAIRY INCOME 
WILL SHOW 
GOOD GAIN 


WAGE AND 
HOUR HEARINGS 


Some interesting figures are put out by the National Soybean Processors association. 


Farm income for April was below 1955 but showed an increase over March, 1956, 


Sales of dairy farmers should be higher than for last year, according to government 


Hearings on the changes in the wage and hour law have come to a standstill, at least 


NOW HALTED 


These concern the production of soybean oil meal. In the October 
to March, 1955-56, period it reached a record 3.4 million tons. 
During the same period a year earlier it was only 2.9 million tons. 
The association maintains that the current crop marketing year has 
indicated beyond a shadow of a doubt that a domestic requirement 
and market exists for large additional quantities of protein meals. 
The association says that many processors will have to struggle to 
keep operating until new crop time in the face of higher soybean 
prices. 


according to figures released by USDA. It was estimated that 
marketing income for April was 1.9 billion dollars, up seven per 
cent from the previous month. This compared with two billion 
dollars income in April, 1955. Livestock income was up three per 
cent while crop income gained 15 per cent. 


figures. It is forecast that dairy income will be 4.6 billion 
dollars as compared to 4.2 billion a year earlier. A large share 
of the gain will come from increased volume. Milk output will rise 
because of greater production per cow. The average cow turned out 
5,815 pounds of milk last year and should be over the 6,000-pound 
mark this year. The government attributes the gain to better 
feeding, breeding, and management. 


for the present. The subcommittee on labor, headed by Sen. Douglas 
of Illinois, had been holding hearings on proposed changes. How- 
ever, on May 18 Sen. Douglas resigned as chairman of the sub- 
committee to take another post and for the time being the wage and 
hour changes are halted. Whether or not the hearings can be 
Started before congress gets too far into its session, is problem- 
atical. A long parade of witnesses from business have been heard 
and all of these have stood firm against any elimination of the 
exemption now granted retailers and service industries. If 
retailers were forced to abide by the time and one-half provisions 
of the wage and hour law it would put many out of business and 
certainly would increase costs to the consumer. It could be one 
of the most inflationary moves made in the past few years. The 
Grain & Feed Dealers National association and the American Retail 
federation have been right on top of this problem all the way, and 
when and if a showdown comes the retail trade will be organized 
and ready. During the hearings a group of 1,000 union men was 
brought to Washington, D. C., to make the rounds of congress. 
Those who ask for a change in the retail exemption are trying to 
divide the retailers by suggesting that chains be put under while 
independent retailers would still be exempt. They suggest that 
any firm with five or more stores or doing $500,000 or more 
business per year should be covered. Actually, the retail trade 
will stand strong against this, since any move to force the 
changes would in effect put all retail business under since they 
would have to compete against the chains in the labor market. 
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P.S. If you are not now benefitting by the advanced Ray Ewing feed fortification, you owe it to yourself to 
make your next order a Ray Ewing Product order. Our free formula service never recommends using any 
more of an ingredient than will produce a profit to the grower over the ingredient cost. 
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The $64,000 question, as far as 
businessmen are concerned, is “How 
can I make money in my business and 
still hold on to a little of it?” 

This problem at one time was only 
the concern of the big operator but to- 
day almost every businessman is af- 
fected by it. 

Of course, the bigger the taxpayer, 
the more aware he is of this problem. 
That is why big business sets up ac- 
counting and legal departments. These 
departments are always searching for 
ways and means to reduce the tax bite. 

There is nothing illegal in planning 
your business to eliminate unnecessary 
taxes. 

It isn’t always possible or practical 
for the smaller operator to spend a 
great deal of his time and money try- 
ing to work every transaction into a 
tax saving deal. There are, however, 
some steps he can take that will ac- 
complish this for him with little effort 
on his part. He will need assistance 
because he will be dealing with many 
things unfamiliar to him. 

If he starts planning now, perhaps 
he will face next April 15 with less ap- 
prehension. 

How can he get the ball rolling on a 
dependable tax saving device? 

He can take advantage of one of the 
biggest tax breaks written into the 
1954 internal revenue code: the liberal 
rules governing the establishment of 
“short term trusts.” 

The word “trust” should not fright- 
en you. Short term trusts are simple 
and almost everyone can form one. 
You should have a qualified profes- 
sional helper who understands the 
finer points and then you are set. 

The basic rules are simple: 

You put some income producing 
property into a trust that will have a 
life of at least 10 years. Then you 
specify that the income realized from 
the property during that period will be 
paid out to the beneficiary. This could 
be your minor son or daughter. The 
income could be distributed as earned 
or accumulated by the trust for later 


distribution. 

Until the 10 years are up, you can’t 
touch this principal. It reverts to you 
in full at the end of the specified peri- 
od. In the meantme, you pay no taxes 
on the income it produces. Instead, 
such income is taxable either to the 
beneficiary if the money is paid to him 
(or her) or to the trust, if it accum- 
ulates the money. 

Any decision as to whether the trust 
should accumulate income or pay it 
out is one of the points best left to 
your financial adviser. He will be fa- 
miliar with your state laws. In any 
event, you save plenty of money on 
taxes. 

If you decide to let the money ac- 
cumulate for later distributions the 
trust pays a tax on this. The rates, 
like individual rates, start at 20 per 
cent. This is the lowest tax bracket. If 
you picked up this same income on 
your tax return it would most likely 
be in a much higher bracket. 

If the trust pays out the income to 
the beneficiary, taxes are even lower. 
This is true because the beneficiary is 
allowed the 10 per cent standard de- 
duction plus a $600 personal exemp- 
tion for himself. If the beneficiary is 
your child and if, after these deduc- 


JERRY BURKE 


tions, he still has more than $600 a 
year taxable income you need not wor- 
ry. You can still continue to claim him 
as a dependent on your return, as long 
as you're contributing more than one- 
half to his support and he’s under 19 
or a full-time student. 

That, briefly, is how a short term 
trust works. Unlike so many tax saving 
plans, it’s practical even for the mod- 
est income taxpayers who get some of 
their money from property or securi- 
ties. Naturally, the higher your tax 
bracket the larger the savings. 

To illustrate further let us consider 
Mr. X who is in the 50 per cent brack- 
et. Mr. X received $1,000 from divi- 
dends on $20,000 worth of stock. His 
total taxable income was $34,000. Mr. 
X found he was only getting about 
$500 from dividend income after taxes. 

He started doing a little figuring. 

He came to the conclusion that it 
would cost him about $15,000 of be- 
fore-tax dollars to accumulate $8,000 
over the next 10 years for his son’s 
college education. That’s when he de- 
cided on the trust idea. 

He created a 10-year trust and trans- 
ferred the securities to it. Now the 
trust gets the $1,000 income and pays 
$180 tax on it. With the remaining 
$820 per year, the trustee pays the an- 
nual premium on ‘a 10-year endow- 
ment policy for the son of Mr. X. In 
1966, Mr. X will recover his securities 
and the son will get a college fund of 
almost $9,000. In the meantime, Mr. X 
has saved $3,200 in federal income 
taxes. 

Such trusts are particularly worth- 
while for providing educational funds. 
They have many other uses: 

Trust income can start a permanent 
life insurance program for your chil- 
dren. 

It can help support your parents. 

It can benefit your favorite charity. 

What's forbidden? You may not use 
trust income to pay bills you're legal- 


(Concluded on page 30) 
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National’s new Hi-N is “power-packed” to give high efficiency results and 
higher finish to broilers. Hi-N is growing in acceptance because—more xantho- 
phyll, more Vitamins A, E, K and B Complex, plus unknown factors. 

National guarantees and certifies Hi-N specifications on each shipment to es 
analyze 18% protein, 125,000 “A” and 23% maximum fibre. For improved feed ‘aes ¢ 
appearance and better feeding results—use Hi-N. my 

You can use a 3% level of Hi-N in place of 17% regular and only increase 
your broiler feed price 9c per ton. 


National’s 70,000 tons of gas storage assures you of year’round uniformity. 


NATIONALIZE YOUR FEED WITH NATIONAL ALFALFA 


TO BETTER SERVE THE FEED INDUSTRY 


NATIONAL ALFALFA DEHYDRATING AND MILLI 


GENERAL SALES OFFICES: BOARD OF TRADE BUILDING e@ KANSAS CITY 5, MO. 


ACROSS THE LAND 


THE FEED BAG—June, 1956 


| 
27 


ADVERTISEMENT — This is a paid advertisement 


Prepared by U. 5S. Industrial Chemicals Co 


FEED 


Vol. III, No. 6 


A SERIES FOR SCIENTISTS AND EXECUTIVES OF THE FEED MANUFACTURING INDUSTRY 


June, 1956 


Methionine Deficiency 


Said to be a Cause Of 
Cannibalism in Poultry 


Outbreaks of pick-outs and cannibal- 
ism in poultry fiocks have been 
effectively halted by adding supple- 
mentary methionine to the ration, 
according to a recent report. Re- 
search indicated that methionine 
equivalent to 2 pounds per ton of 
feed prevented picking for periods 
up to several weeks, and the necessity 
for debeaking the flock was avoided. 

The data showed that feather pull- 
ing and cannibalism were closely re- 
lated to a methionine deficiency in 
the chickens. Symptoms were s 
pressed only after an interval suff. 
cient to permit the absorption of 
methionine from the digestive tract. 
The symptoms reappeared when the 
methionine was discontinued. 

Methionine is neces- 
sary for optimum 
growth and health of 
poultry as well as all 
other animals. Feed 
formulations should be 
checked to assure ade- 
quate levels of this im- 
portant sulfur amino 
acid. 


New Light on on Stress 
Factor in Corn Protein 


A stress condition in chicks caused 
by corn protein has been found to 
be similar to that occurring when 
the amino acids, histidine, threonine 
and leucine are added to purified 
diets deficient in tryptophan and 
niacin. 

In both cases the stress condition 
was relieved by raising the niacin 
level of the diet, indicating a direct 
relationship of niacin in the metabo- 
lism of these amino acids. 

The stress produced by corn pro- 
tein appeared to be due to an amino 
acid imbalance rather than any toxic 
compound. Although this condition 
does not occur in practical poultry 
rations, the work sheds further light 
on niacin metabolism. 


= S.1. ANTIBIOTIC FEED SUPPLEMENTS 
and p ine penicillin) 


@ U.S.1. VITAMIN B,. SUPPLEMENTS 
@ U.S.1. MENADIONE MIXES (vitamin K;) 


tion solubles 


BRANCHES IN 
PRINCIPAL CITIES 


Pantothenic Requirement 
Set for Baby Pigs 


To obtain optimum growth and feed 
efficiency baby pigs require approxi- 
mately 12.5 mg of calcium D-panto- 
thenate per kilogram of feed (11.4 
grams per ton), according to a re- 
cent study at a midwest experiment 
station. 

Researchers found that a defi- 
ciency of pantothenic acid caused 
severe diarrhea and loss of appetite 
in baby pigs within two to four 
weeks. Continued deficiency resulted 
in severe locomotor incoordination 
(See picture below.) 

Pantothenic acid, supplied as cal- 
cium pantothenate, is one of the es- 
sential B vitamins necessary to the 
health and growth of poultry and 
non-ruminant animals. 


Courtesy R. W. Luecke, Mich. Ag. Expt. Sta. 


Typical locomotor incoordination or ‘‘goose 
stepping” caused by pantothenic acid 
deficiency. 


@ CURBAY* B-G 80, dried molasses fermenta- 


FEED PRODUCTS OF U.S.I. 


@ SPECIAL LIQUID CURBAY* molasses distillers 
condensed solubles 

®@ VACATONE* 80, molasses distillers dried 
solubles 

U.S.1. RIBOFLAVIN PRODUCTS 

@ U.S.1. CHOLINE CHLORIDE (25% dry or 
70% solution) 


eu. 
eu. 
eu. 
eu. 
eu. 
eu. 

b 


NDUSTRIAL CHemicaLs Co. 


Division of National Distillers Products Corporation 


Growth Effect of Antibiotics Related 
to Increase in Beneficial Bacteria 


Recent studies have shown further evidence that the growth response of 
chicks to antibiotics is related toanincrease in intestinal coliform bacteria. 

These bacteria are known to synthesize B vitamins in the intestinal 
tract. In the tests cited, certain antibiotics interfered with the growth of 


intestinal coliforms. In these cases 
the growth response was found to 
taper off. 


Bacitracin and Penicillin Favored 


These findings point to an impor- 
tant advantage that the antibiotics, 
bacitracin and penicillin, have over 
the so-called “broad-spectrum” anti- 
biotics: Because of their selective | 
activity, bacitracin and penicillin kill 
undesirable bacteria, but do not inter- 
fere with the growth-promoting coli- 
form bacteria. The broad-spectrum 
antibiotics, however, destroy E. coli 
as well as harmful bacteria. In some 
instances, the use of broad-spectrum 
antibiotics necessitates supplement- 
ing the ration with additional B vita- 
mins to offset the loss of those vita- 
mins normally synthesized by coli- 
form bacteria. 


In addition to its growth promoting 
action, bacitracin has been found to 
have these other. advantages: 


Biological availability . Bacitracin 
has a heavy molecular weight and is 
not absorbed in the intestinal tract. 
It remains in the intestine where its 
antibiotic action is needed. Most 
broad-spectrum antibiotics. are ab- 
sorbed quickly, so that lower levels 
remain in the intestine. 


High level usage gives extra nutritional 
factors .. . Bacitracin is produced by 
a natural fermentation. When sold 
on a carrier of its own fermentation 
solubles, it is a source of naturally 
produced B-vitamins, high protein, 
vitamin K, and unidentified growth 
factors. 


Economy .. . Bacitracin cuts for- 
tification costs by one fourth, effects 
considerable savings compared with 
the various types of broad-spectrum 
antibiotics. 


NIACIN 

. CALCIUM PANTOTHENATE Products 
- DL- METHIONINE (feed grade) 

. PERMADRY (sealed-in vitamin A) 

. VITAMIN D, (stabilized) 

. CUSTOM MIXES (vitamins and anti- 
iotics to meet your specifications) 


99 PARK AVE. 
NEW YORK 16, N. Y. 


Ss. 
Ss. 
Ss. 
Ss. 
S. 
$.1 


*Reg. U.S. Pat. Off. 
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Custom Mix 


“They just keep getting bigger and better!” That is the way many of our 
friends described the 48th annual convention of the American Feed Manufac- 
turers association, held May 23-25 at the Morrison hotel, Chicago. And how 
true it was — the program this year was certainly sensational! For many, it 
was just like going back to college or to a sales training course — there were 
so many good talks. In fact, our most interesting professors in college weren't 
even half as interesting as many of the AFMA speakers. 

One of the minor complaints is that the meeting has grown so large that 
it is hard to find persons you would like to see. This will be remedied in 1957 
when AFMA holds three morning sessions May 1-3 and the National Feed 
Industry Show is open each afternoon. This will enable you to find the 
persons you want to see by contacting them in their display booths. The 
scene of the dual event will be the Conrad Hilton hotel in Chicago. 

The Des Moines Feed & Grain club certainly must have the largest meeting 
of its kind each year when it holds its field day. The one May 21 at the 
Des Moines Golf & Country club attracted 600 persons, with 185 of them 


KEN WALTERS DEAN FOSTER 
playing golf. Dean F. Foster, VyLactos Laboratories, Inc., is the new president. 

Guy Saffold has left his position as director of advertising and promotion 
for the agricultural sales division of Chas. Pfizer & Co., Brooklyn, to become 
an account executive at Leo Burnett Co., Chicago. Mr. Saffold will not be too 
far from his former company, since he will handle the Pfizer account for the 
agency. 

Kenneth M. Walters, Bowman Feed Products, Inc., Holland, Mich., had 
real trouble at the AFMA meeting. He suffered an attack of laryngitis and 
lost his voice almost completely. What could be tougher for a good salesman? 

Last month took us to Washington, D. C., along with Central association 
President Carl Basten, New Franken, Wis., to appear before the senate sub- 
committee on labor headed by Sen. Paul Douglas of Illinois. The appearance 
was to oppose certain possible changes in the wage and hour law. 

While there we visited with Milan D. Smith, executive assistant to Secre- 
tary of Agriculture Benson. This was to make final arrangements for the 
appearance of Mr. Benson at the Central convention. It is estimated that the 
secretary turns down more than 50 invitations per day to speak. 

John Mecking, president of J-M Trading Corp., Chicago, will be off on one 
of his frequent business trips to Germany late in June. One of the purposes 
will be to get the first-hand view of current peat moss prospects. 

Wayne Fish, the former Minneapolis feed broker, has opened an apparel 
shop in Fort Lauderdale, Fla., where he lives during the winter months. John 
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Bowden, secretary of the Grain & 
Feed Dealers National association, at- 
tended the AFMA meeting. This was 
one of his first trips in a long time 
because he has been having a bout 
with a virus infection. He is now im- 
proving rapidly. 

John Brooks, H. K. Webster Co., 
Lawrence, Mass., still has a secret yen 
for the Braves. He followed the Bos- 
ton Braves closely and still does now 
that the team is transferred to Mil- 
waukee. In fact, after the AFMA 
meeting he came home by way of Mil- 
waukee in order to see the Braves play. 


Have you noticed the Feed-Dex di- 
gests we publish in both The Feed Bag 
and Flour & Feed to cover articles on 
nutrition? We have had requests from 
hundreds of nutrition-minded execu- 
tives of large feed manufacturers and 
from college men for the file boxes we 
offer and the reprints of these sum- 
maries on cards. If you do not have 
yours, drop us a line so you can start 
keeping a file on published literature. 
There is no charge for this service. 


By the time you read this our Nes- 
tor Falls fishing party will be in full 
swing. The prize for coming the far- 
thest distance can be shared by Bill 
Andersen, New England By-Products 
Corp., Boston, and Roy Perrett, Van 
Camp Laboratories, Inc., Terminal Is- 
land, Calif. 

Our fishing trip will have some- 
thing to shoot at. Late in May Roland 
Jergins, West Bend Elevator Co., West 
Bend, Iowa, caught an 1134-pound 
walleye right at our old stamping 
grounds — Rabbit point on the Lake 
of the Woods. 

Al Hessburg, Froedtert Malt Corp., 
is recuperating from serious surgery 
performed about the middle of May. 
He is making a good recovery. 


George Thomas, president of Prater 
Pulverizer Co., Chicago, and Bill Earl, 
sales manager, were hosts at a break- 
fast at the Central convention June 4 
in Milwaukee. They invited over 700 
Wisconsin feed men who now own or 
have purchased Blue Streak hammer 
mills. 

It was Oscar Wilde who said, “Ex- 
perience is the name everyone gives to 
his mistakes.” ... E. H. R. 

@ JACK RABURN, Madres, Ore., has 
moved his Madras Feed Store to a new 
highway location. 

@ SHERMAN FEED MILL, Almond, 
Wis., has installed a new 85-horsepower 
Bryant hammer mill. 
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— Gerald Burke 


(Continued from page 26) 


ly obliged to meet. Therefore, you 
couldn't set up a trust that would con- 
tribute toward the everyday support 
of your children. You are legally re- 
sponsible for such support in any 
event, 

If there are so many benefits avail- 
able to taxpayers who establish short 
term trusts, why isn’t the trust idea 
more popular? 

There are several very good reasons: 

1) Until the 1954 tax law was 


CONCENTRATE 


ZAN XANTHOPHYLL 


BOWMAN FEED PRODUCTS, Inc. 


220 East 42nd Street, New York 17, N. Y. 
130 Central Avenue, Holland, Michigan 


passed, there were few clear cut rules, 
indicating what you could and couldn't 
do legally. The taxpayer had to de- 
pend on court decisions and these were 
often conflicting. Because of this, law- 
yers and trust officers hesitated to rec- 
ommend short term trusts. 

2) The trust ties up a large amount 
of principal for 10 or more years. In 
addition, it requires the services of a 
trustee, who has to be paid a modest 
annual fee. 


3) The trust also necessitates care- 
ful record keeping, to show allocation 
of the trust’s income for income tax 


Vitamins D2 and D3 oil or water soluble 
and in dry ready-to-mix powders. 


VITAMINS D2 and D3— 
Stable even in the presence of minerals, 


Stable Dry Vitamin A powders. 


The clinically proven Dog Food Deodoranh 


Granular Hydrogenated Animal Fat. 


Oil Soluble Antioxidant—protects vitamins 
and guards against encephalomalacia. 


Essential growth factor. 


a new concentrated alfalfa 
extract to assure 


pigmentation in poultry. 


purposes. Then, too, the trust docu- 
ment itself must be carefully drawn up 
by a qualified adviser. An improperly 
drawn document could bring heavy 
tax penalties later on. 


These ate some of the things the 
taxpayer must weigh and that is why 
he should have competent assistance. 
The short term trust provisions of the 
latest tax code offer the moderately 
prosperous businessman a major tax 


break. 


When tax breaks become too attrac- 
tive, congress revises tax laws to neu- 
tralize or eliminate them. Perhaps the 
three objections noted above will deter 
many taxpayers from considering this 
type of tax savings. 


Ralph Overton Dies, Was 
In ADM Ad Department 


Ralph E. Overton of Archer-Daniels-Mid- 
land Co., Minneapolis, died May 8. He was 
assistant advertising manager for the firm. 
Services were held May 11 at Deephaven, 
Minn. 

A native of Cogswell, S. D., Mr. Overton 
graduated from South Dakota State College 
with a major in journalism. Before joining 
ADM in 1951, Mr. Overton was in adver- 
tising agency work. Prior to that, he was 
with Dr. Salsbury’s Laboratories, Charles 
City, Iowa. 


Meat - Type Hogs Favorite 


From Farm to Table 


Meat-type hogs benefit the farmer, pack- 
er, and consumer, in the opinion of Richard 
Hollenback, an extension swine specialist 
for Purdue University. Mr. Hollenback said 
these hogs are economical for the farmer to 
raise because of brood sows’ inherent and 
efficient feed utilization. 


Packers can process meat-type hogs eco- 
nomically because of the favorable ratio of 
fat to lean. In turn, consumer demand 
would increase because of the many choice, 
readily acceptable cuts of pork. 

The swine specialist defined meat-type 
hogs as those “which will consistently re- 
produce themselves in litters of eight or 
more.” 


ADM Ups Net, Pays 99th 


Consecutive Dividend 


A dividend of 50 cents per share was paid 
June 1 to stockholders of record on May 21 
by Archer-Daniels-Midland Co., Minneap- 
olis, President Thomas L. Daniels has an- 
nounced. This was the firm’s 99th consecu- 
tive quarterly dividend paid since Dec. 1, 
1931. 


Net profits for the nine months ending 
March 31 were up $138,205 from the same 
period a year earlier, Mr. Daniels said. The 
first three quarters of ADM’s 1956 fiscal 
year netted $4,712,966, equal to $2.89 per 
share. 
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You get more than 
@ mixer at 


SPROUT-WALDRON 


You get many plus values when you deal 
with your SPROUT-WALDRON MAN. 
For one thing, his recommendations are 
completely unbiased, because his line in- 
cludes every type of feed millin equip- 
ment. It’s the most complete in rica. 
for 
ple, he can supp 
style and size that will 
do your job best as 
well as all accessory 
equipment. 

oreover, he gives 
you money-saving 
guidance on the most 
efficient means of fit- 
ting equipment into 
your ‘mill flow...on 
loading and dis- 
charging. 

Depend on your 
SPROUT-WALDRON MAN for profes- 
sional advice. He’s thoroughly trained to 
solve your problems. For example, Harry 
Lee is a typical Sprout-Waldron repre- 
sentative. After working in the shop and 
engineering departments at the factory, 
Harry started serving the millers of his 
territory over a decade ago. He has played 
a major role in designing mills and 3 
nishing units to solve the particular prob- 
lems of his own area. 

This type of counselor, backed by a 
large engineering staff, can help you in- 
crease profits year after year. 


HARRY LEE 


SPROUT-WALDRON 
VERTAMIX 


Provides higher ton-output 
at lower costs of labor, main- 
tenance, and horsepower than 
any other vertical mixer. Ex- 
clusive THORO-FLO* fea- 
ture makes possible the mix- 
ing of feeds that no other 
vertical can handle. This 
device gives a more thorough, 
more uniform mix...cuts re- 
circulation time. 


SPROUT-WALDRON 
MOLASSES MIXERS 


Sprout-Waldron double 
agitator units are pre- 
ferred by largest feed 
manufacturers. Capacities up to 60 tons 
per hour. Two slow-speed agitators have 
adjustable paddles. Smaller slow-speed 
unit designed especially for custom 
millers. 

When high-s; agitators are desired, 
the Sprout-Waldron DeLuxe Coldmix is 
recommended for medium and large 
—_ the smaller Customix for custom 
millers. 


AUTOMATIC 
| PUSH-BUTTON 
MIXING 


The most advanced con- 
tinuous batch-mixing 
systems with automatic 
push-button controls are being built today 
at Sprout-Waldron. They can be equipped 
with automatic, pre-set controls for for- 
mula building and mixing. Ask your 
SPROUT-WALDRON MAN for details. 
“Patent applied for. 
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SPROUT-WALDRON 


Big savings in time and labor with higher quality end- 
products are performance-proved advantages of Sprout- 
Waldron Horizontal Mixers. 


They mix and discharge rapidly ...effectively. handle 
all types of feed ingredients...are noted for their ability 
to quickly and intimately blend the necessary small quan- 
tities of antibiotics, vitamins, etc., completely through- 
out the entire batch...acknowledged to be the best and 
most trouble-free mixers in the feed industry. 


Sprout-Waldron Horizontal Mixers are available in 
a wide range of standard sizes and specially-designed 
units to meet every requirement...with agitators to suit 
materials being mixed. A complete range of different 
types of discharge gates—air or manually operated and 
located to conform to plant layout—is available. Mixer 
surge bins, scale hoppers, complete mixing systems are 
all designed and furnished by Sprout-Waldron, result- 
ing in an installation with low power costs, minimum 
maintenance, and a single responsibility. 


Ask your SPROUT-WALDRON MAN for details 
Or write... 


SPROUT-WA 
1806 


22 LOGAN STREET @ MUNCY, PA. 
Exclusive Canadian Distributors: Strong-Seott, Limited, Winnipeg 


PELLET WILLS - HAMMER. ROLLER ATTRITION. ane BURR STONE MILLS - MIXERS - SCREW. BELT ane PREUMATIC 
CONVEYORS @UCKET ELEVATORS CUTTERS CRUSHERS. ae FEEDERS - REELS. SEPARATORS ASPIRATORS 


Cut Mixing Costs 


WITH 


Horizontal Mixers 


108% 
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Vigofac in 
broiler feeds 


Vigofac in 
swine feeds 


Vigofac in 
turkey feeds 


up to % Ib. more gain 
per bird in 10 weeks 


up to 28 Ibs. more pork 
per pig in 5Y%2 months 


up to % lb. more gain 
per bird in 18 weeks 


now, here are results with 


Rate of gain increased 5 to 15% 
Feed efficiency improved 5 to 15% 


Recent tests at the Pfizer Agriculture Research Center 
has shown that Vigofac is an excellent and economical 
source of unidentified growth factors in the rations of 
calves. In these tests, Holstein calves were weaned from 
the dam at 1 week and started on milk replacer and calf 
starter. In each test the ration of one group was sup- 
plemented with Vigofac. Otherwise the conditions were 
identical. 


These figures show the range of improvement pro- 
duced by Vigofac. They are meaningful figures to both 
the feeder and the feed dealer. 


Puts more speed in your 
feed—and in your sales 


a faster start 
.-.an earlier finish 


CHAS. PFIZER & CO., INC. 
630 Flushing Ave. 1151 Chatahoochee Ave. N.W. 425 N. Michigan Ave. 
Brooklyn 6, New York Atlanta 2, Georgia Chicago 11, Illinois 


1500 16th St. 7600 Ambassador Row 
San Francisco, California Dallas 7, Texas 


a product of 


> 


Chas. Pfizer & Co., Inc. 
Brooklyn 6, N. Y. 
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Grade 
Equipment 


By ROBERT G. DYMENT 


manufactured at the mill. We try to 
feature only one live display at a time, 
but it isn’t uncommon for several dis- 
plays to be shown at one time. These 
displays tend to keep customers in the 
store for longer periods of time. They 
often add more chicks or livestock to 


in their 25-mile trading area. 

Another means they use to cement 
good customer and store relations is 
by holding instructive meetings for 
farmers. 

“We frequently hold farm meetings 
to acquaint our customers with the 
latest developments and methods be- 


Vital Steady Profits 


Prime-condition mill equipment is 
the dream of most feed manufacturers 
but poorly-maintained, out-of-date ma- 
chinery is a nightmare for many. Lee 
and Merrill Gates, a brother team 
which operates Randolph Feed & Sup- 
ply Co., East Randolph, N. Y., fall in- 
to the first category. In their mill, lo- 
cated in a town 20 miles east of James- 
town in northwestern New York, the 
brothers have a highly efficient equip- 
ment setup. 

Lee Gates stated, “Today the feed 
manufacturer and mill operator must 
keep up with the latest trends in meth- 
ods of production and merchandising: 
methods that will make the business 
operate smoothly and profitably. 
There is no finer combination than 
good management methods coupled 
with good mill equipment. The two 
working together can help assure the 
independent feed and mill operator of 
success in his enterprise.” 

This policy used by them over the 
years has proved to be a good yard- 
stick, since their volume of business 
continues to increase. 

The’ Gates brothers manufacture 
their own brand of feeds, which are 
sold under the name of RFS, standing 
for Randolph Feed & Supply. Wayne 
feeds are also sold. 

New mill equipment, manufactured 
by Sprout-Waldron and other machin- 
ery firms gets A-l maintenance. Mix- 
ers, molasses blenders, and several oth- 
‘r pieces of machinery have been put 
n within the past three years, all with 
‘he idea of helping them increase pro- 
Juction and efficiency. 

Although they realize modern mill- 
ng equipment helps increase produc- 

ion, the owners also realize that up- 
o-date merchandising policies must be 
used to sell the products turned out. 

Lee Gates explained, “We are very 
trong on all-year-around live displays, 
delieving that live displays will sell 
‘eeds. Chickens, turkeys, and calves 
‘re constantly being raised on feeds 
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SURVEYING their property 
at East Randolph, N. Y., are 
ihe principals in Randolph 
Feed & Supply Co., the Gates 
brothers. Representing the la- 
dies is the firm's competent 
and valuable bookkeeper, 
wite of one of the ownership 
team. The Gates organization 
is modern machinery con- 
scious. 


their own farms after watching and 
studying the displays over a period of 
time. Every time a customer comes in 
for feeds, he will stop and examine the 
displays, becoming more interested in 
them with each trip to the mill. Of 
course, the more livestock or poultry 
purchased by our customers, the more 
feed volume we will have established.” 

Chicken orders are solicited and de- 
livered to the farm or home of the 
individual along with complete in- 
structions and information on the best 
means for care or any other help the 
new owner might desire. A complete 
line of poultry equipment is carried. 

Because the Gateses are located ina 
general farm area where there is no 
general specialization, they believe in 
a variety of live displays that will in- 
terest as many people as possible with- 


ing used in their type of farming,” 
said Lee Gates. “We have found that 
mixed groups aren't as effective as 
separate meetings for poultry and 
dairy farmers. At one time, we used 
to conduct mixed meetings of all types 
of farming, but some of those attend- 
ing wouldn't be interested in the meet- 
ings if there wasn’t anything of par- 
ticular interest to them. Meetings are 
now grouped into categories, one for 
poultrymen, and then later another 
meeting for dairymen, for example. 
Separate meetings, rather than mixed 
groups, have a better response and the 
interest of those in attendance is im- 
proved. 

“These programs are designed to 
keep customers advised of new feed- 
ing trends and methods being devel- 
oped. We have made new customers 
and friends by holding these meet- 
ings.” 

Both the Gates brothers have stud- 
ied the latest poultry management and 
feeding techniques and continue to ob- 
tain every available piece of informa- 
tion on modern farming. Reference 
books are kept on file for answers to 
questions that they aren't able to solve 
or they will contact sources who can 
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supply needed answers. 

Because they believe in carrying a 
complete line of equipment and ma- 
terials that are needed on a farm, a 
general store is located a few steps 
from the main mill. 

“We have tried to make Randolph 
Feed @ Supply Co. a one-stop store 
and almost anything a farmer needs 
he will find here,” Merrill Gates as- 
serted. 

“There is a good profit in carrying 
sideline merchandise, because we feel 
that the longer we're able to keep a 
person on the premises, additional feed 
sales can be made. The more you edu- 
cate people to do their shopping here 
for all farm needs, the greater the 
profit will be on feeds due to increased 
sales.” 

Four delivery trucks, with the name 
Randolph Feed & Supply painted on 
the side doors, move out over special 
delivery routes with their loads. The 
cabs on all trucks are painted white. 
Special daily routes are followed and 


EFFICIENCY in production 
is based on modern, high- 
capacity, smooth-running ma- 
chinery at Randolph Feed & 
Supply Co., East Randolph, 
NN. Y. Owners Lee and Merr- 
ill Gates are proud of their 
well-managed operation, 
three phases of which are 
pictured here. Randolph is 
near Jamestown in extreme 
northwestern New York. The 
Gates team has been in busi- 
ness there since 1949. Both 
had previous industry experi- 
ence in another city. 


a careful check is kept on customers’ 
needs, and even if a customer doesn’t 
telephone in for additional feeds, he 
knows that the RFS truck will be 
around with feeds to replenish his 
supply. 

“We keep our four delivery trucks 
as clean and neat as possible, since 
they are representing us and acting as 
a moving advertisement when away 
from the mill,” Lee Gates stated. 

A long loading dock in front of the 
mill shelters the feeds from the weath- 
er while being loaded. Rush orders 
are taken, but by keeping a close watch 
on customers’ needs, the firm elimin- 
ates this necessity as much as possible. 

All orders are for cash within 30 
days. 

The Gates boys purchased the mill 
from the Glover family in 1949, but 


(Concluded on page 38) 
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Today’s Modern Country Elevators 


Of Steel 


# 


This view shows five of the six new 
BS&B Bolted Steel Grain Tanks recently 
put into service at the Greenleaf, Kansas, 
elevator of Greenleaf Grain & Feed Co. 
Each tank has a capacity of 11,776 bu., 
with total new~storage capacity amount- - 


Bolted Steel Grain Tanks | 


...Are Positively Moisture And Vermin Proof! 

... Afford Maximum Fire Protection! 

-.. Provide Grain Storage As Clean And Safe! 

.- «Can Be Erected And Placed In Service As Quickly! 
--- Cost So Little To Erect! 

Cost So Little To Operate! 

... Cost So Little For Insurance Coverage! 


The old fashioned concrete “silo” and wooden types of 
elevator structure were fine in their day, but “their day” has 
long since passed into history! Today’s progressive grain 

men in all parts of the country now know from actual operating 
experience that BS&B Bolted Steel Grain Tanks offer 

far better grain protection at lower operating costs and 
greater net profit than their early day counterparts! 


If you haven’t yet installed BS&B Bolted Steel Tanks at your 
elevator, why not call in your BS&B Man to talk it over? He’ll 
be glad to give you full details-without obligation. Address 
your inquiry to... 


Brack, Sivaccs s Bryson, Inc. 


Agricultural Division — Dept. 10-BY6 
7500 East 12th Street Kansas City 26, Missouri 


Member, American Dehydrators Association « Associate Member, Grain And Feed Dealers National Association 
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MINERAL 


STABLE 


PANTOTHENIC ACID 


Fortify with Dawe’s Choline Chloride. Make sure 
choline is not a limiting factor in the performance of 
your poultry and swine feeds. It is essential to vital 
body functions, to efficient feed conversion and over- 
all health and productivity throughout the life cycle. 


The trend is to increased choline fortification of 
modern-day feeds. Choline levels formerly adequate 
may not be sufficient for today’s high-energy feeds. 
More Dawe’s Choline Chloride is being used by the 
feed industry than ever before. 


Dawe’s Choline Chloride 25%: A dry feed supple- 
ment containing 25% choline chloride on powdered 
cereal carrier. Particle size is ideal for thorough dis- 
persion. It is completely free-flowing, non-sticky and 
handles well in either batch or continuous mixing 
operations. 


Dawe’s Choline Chloride 70%: An aqueous solution 
... water clear and non-corrosive...for those who 
prefer this concentration of choline chloride and are 
equipped to supplement their formulas with liquids. 


CHLORIDE 


Dawe’s, a primary producer of choline chloride, ex- 
ercises complete quality control all the way from the 
raw components of manufacture to the finished prod- 
uct. It meets the highest standards of potency, purity 
and stability with generous safety margins. 


For all individual vitamins and related factors, or for 
combinations custom-blended and packaged to your 
specifications, consult Dawe’s—fortification specialists 
serving the feed industry exclusively. 


apries, Inc. 
Chicago 32, Illinois 


Offices and warehouse stocks: Belgium—13, Courte rue des Claires, 
Antwerp. Mexico—Sierra Leona 755, Mexico 10, D. F. 

( Please send me complete information about Dawe's Choline Chlorid« 

C Please send me information on the following products: 


#4800 S. Richmond St., Dept. FB-66 


NAME 


FIRM 
ADDRESS 
CITY & ZONE 


WORLD'S OLDEST AND LARGEST SPECIALISTS IN VITAMIN PRODUCTS FOR FEEDS 
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B. W. Fairbanks 


Feed Nutrition Digest 


By C. W. SIEVERT and Dr. B. W. FAIRBANKS 


These abstracts and digests of timely research works are prepared exclusively 
for The Feed Bag by C. W. Sievert, prominent feed consultant, and Dr. B. W. 
Fairbanks, nationally known animal nutritionist. Comments concerning the com- 
mercial importance and significance of the work. are an unusual feature. Opinions 
expressed are those of the writers and are not necessarily shared by the publishers. 


C. W. Sievert 


Title: Feeding High Levels of Antibiotics 
to Chickens. 

Author: G. F. Heuser (Cornell University). 
Publication: Poultry Science, Vol. 35 (Janu- 
ary, 1956) pp. 81-84. 

Digest: Ten pens of 181 White Rock pullet 
chicks per pen were grown to 12 weeks of 
age indoors in an experimental brooder 
house. Duplicate lots were fed five rations 
differing only in the amount of antibiotic 
added — a different kind in one lot. A 
respiratory condition was encountered start- 
ing with bronchitis when the birds were 
about six weeks old. 

“Under conditions involving an outbreak 
of a respiratory disease a low level of anti- 
biotic (10 grams of chlortetracycline per ton 
of feed) increased market weight only 
slightly, had no effect on feed efficiency, 
and decreased mortality slightly. 

“High levels of antibiotics (50 or 100 

grams of chlortetracycline or 100 grams of 
oxytetracycline per ton of feed) increased 
weight, improved feed efficiency, and de- 
creased mortality. The time required to 
bring the birds to marketable size was also 
decreased.” 
Comment: If we look only at the quoted 
statements in the summary as given above, 
we get the general results as expressed by 
the author. But in his discussion of the re- 
sults of the experiment Dr. Heuser makes 
some statements that are also of interest to 
the feed manufacturer. High-level feeding 
of antibiotics favored recovery of the sick 
birds after the respiratory infection and al- 
so decreased mortality somewhat, which was 
significant by analysis of variance at the 
five per cent level. 

Prof. Heuser also says: “As far as market 
returns are concerned, the low level of 
feeding antibiotics (10 grams per ton) un- 
der the conditions of the experiment pro- 
duced a small increase in returns over feed 
cost as compared with the lots receiving no 
antibiotic. The returns from the high level 
feeding were variable, being influenced by 
mortality, market weight, feed efficiency, 
and increased cost of the ration as affected 
by the cost of the antibiotic. Continuous 
feeding of high levels may not always be 
economical. Intermittent feeding adapted 
to specific conditions may be necessary to 
realize the greatest returns.” 

* * * 
Title: Cannibalism, Pick-Outs, and Methio- 
nine. 
Author: W. N. Neal (Tampa, Fla.). 
Publication: Poultry Science, Vol. 35 (Janu- 
ary, 1956) pp. 10-13. 
Digest: The author reports that with two 
flocks of Rhode Island Reds (1954-55) 
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feather pulling and blood-letting were 
stopped by adding methionine to the ration 
at the rate of one ounce per hundredweight 
of feed and feeding for 48 hours. This suf- 
ficed to avoid pick-outs for periods up to 
several weeks. This was during the rearing 
period. No picking occurred after 16 weeks 
of age, until the birds were laying. 

After getting into production, one flock 
had a serious outbreak of cannibalism. 

Methionine was added to the ration, 
starting at the rate of two ounces per 575 
birds per feeding for two days. Total feed 
intake was at the rate of 34 pounds per 100 
birds per day, and the ration consisted of 
breeder mash and oats at a 45:55 ratio. 
Methionine was used intermittently every 
few days for a time, with a loss of a bird 
every three days or so. Then for 23 days 
three ounces of methionine was fed per day 
and no birds were lost. 

Four days were skipped with a loss of 
three birds, after which three ounces per 
day were fed for 24 days with no losses. A 
reduction to 144 ounces per day for two 
days resulted in losing seven birds and an 
increase of methionine to three ounces re- 
sulted in no losses for over a week. Later 
elimination of added methionine feeding re- 
sulted in loss of a bird every few days and 
sometimes two birds per day. The rate of 
production was high. 

The other flock come into production 
more slowly and laid smaller eggs, but the 
general pattern of production was similar. 
Only five birds were lost by pick-outs, the 
flock being a little larger than the first one. 
No added methionine was fed. The manu- 
facturer of the feed calculated the methio- 
nine content of the ration as approximately 
0.20 per cent methionine and 0.25 per cent 
cystine. 

“It is remarkable that production levels 
of over 80 per cent were attained by these 
flocks on a methionine level of 0.20 per 
cent ccnsidering that the recommended al- 
lowance by the Subcommittee on Poultry 
Nutrition (National Research council, 1954) 
is 0.28 per cent. 

“In the present test, a supplement of 
0.067 per cent (total methionine, 0.267 
per cent) did not completely suppress can- 
nibalism while 0.10 per cent did. 

“The results reported indicate that methi- 
onine supplementation at a sufficient level 
can suppress cannibalism and pick-outs.” 
Comment: One flock had a great deal of 
trouble during the laying period. The other 
did not. Adding methionine at about 0.1 
per cent level (two pounds per ton, total ra- 
tion basis) seemed to be of much value for 
the one flock. 


Additional work along these lines will be 
of interest. Results on two flocks would 
hardly allow a general recommendation to 
be made but the fact that the addition did 
control the difficulty with the flock which 
did have trouble, is of interest to feed 
manufacturers and their servicemen. 

Title: The Response of Bobwhite Quail to 
Antihiotics. 
Authors: F. R. Mraz, R. V. Boucher, and 
E. W. Callenbach (Pennsylvania State Uni- 
versity). 
Publication: Poultry Science, Vol. 35 (Janu- 
ary, 1956) pp. 76-80. 
Digest: The authors report on two experi- 
ments, one of 16 weeks duration and the 
other six weeks, using bobwhite quail chicks 
under state game farm conditions in Penn- 
sylvania. 

“In the first experiment, five antibiotics, 
Aureomycin HCl, Bacitracin, procain peni- 
cillin G, Terramycin HCl, and a strepto- 
mycin mixture, were fed to quail chicks for 
16 weeks at a rate equivalent to 10 gm. of 
free base per ton of diet. In the second 
experiment, three antibiotics, Bacitracin, 
procaine penicillin, and Terramycin HCl, 
were fed at three different levels: equivalent 
to five, 10, and 20 gm. of free base per 
ton of diet for six weeks. 

“The following results were obtained: 

“1) Growth response to antibiotic supple- 
mentation was variable. Aureomycin, Baci- 
tracin, penicillin, and Terramycin were 
highly significantly effective in the first 
experiment with no significant differences 
occurring among them at three weeks of 
age. In the second experiment, in which 
neither Aureomycin nor streptomycin was 
fed, a significantly better growth response 
occurred with Bacitracin and penicillin than 
with Terramycin. 

“2) Streptomycin at a level equivalent to 
10 gm. of free base per ton of diet had no 
effect on rate of growth. 

“3) The equivalent of five gm. of pro- 
caine penicillin G, 10 gm. of Bacitracin and 
20 gm. of Terramycin HCl produced opti- 
mum growth responses when compared at 
five, 10, and 20 gm. of free base of each 
per ton of diet. 

“4) The period of effective growth in- 
crease produced by antibiotics varied. In 
the first experiment it lasted three weeks, 
while in the second experiment it extended 
through the fifth week. 

“5) After the initial three or four-week 
growth responses, no significant influence 
on rate of growth was observed in quail 
that received antibiotic supplemented diets. 

“6) The removal of antibiotics at five 
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weeks of age had no effect on subsequent 
growth performance. 

“'1) No significant differences in weights 
were observed among any treatments at 16 
weeks of age. 

“8) No appreciable effect on »mortality 
was observed as a result of antibiotic sup- 
plementation.” 

Comment: We like, especially, the report of 
the results in numbered paragraphs as quot- 
ed above from the summary. The quail diet 
used was a mash mixture by Stadelman et 
al, number 14, published in Pennsylvania 
Game News 11:10 (1944). 


~Fitle:-Studtes of the--Energy Requirements 
of Chickens. 

Authors: F. W. Hill, D. L. Anderson, and 
L. M. Dansky (Cornell University). 
Publication: Poultry Science, Vol. 35 (Janu- 
ary, 1956) pp. 54-59. 

Digest: This paper reports on the results 
of two experiments conducted to determine 
the effect of a wide range of energy levels 
in rations of common feed ingredients on 
rate and efficiency of egg production. 

“Egg production rate was affected by 
energy level only during the months of 
cold weather. The highest energy levels 
supported the highest rate of production 
during this time, whereas all energy levels 
were equally effective during the rest of the 
year. 

“Gross efficiency of egg production, 
measured as feed requirement per dozen 
eggs, was markedly influenced by energy 
level. Relative to a ration containing 930 
calories per pound, a decrease in energy 
concentration of 100 calories per pound in- 
creased feed requirement by approximately 
12 per cent. Increasing energy level by the 
use of fat reduced feed requirement at the 
rate of two per cent for each one per cent 
of added fat. 

“Body weight was maintained at a some- 
what higher level by the rations high in 
energy concentration, and the total weight 
gained during the production year tended 
to increase with energy concentration.” 
Comment: This should be of considerable 
interest to feed manufacturers. Two points 
are involved, the first being that the rate 
of production was supported best by the 
higher energy feeds during cold weather. 
The rest of the year the energy level of the 
feed was of no consequence so far as rate 
of production was concerned. 

The efficiency of production seemed to 
be pretty much in the ratio of the energy 
content of the feed. When fat was added, 
each per cent of added fat reduced feed 
requirement by two per cent. 

* * 
Title: Protein in the Nutrition of the Grow- 
ing Dog. 
Authors: C. F. Gessert and P. H. Phillips 
(University of Wisconsin). 
Publication: Journal of Nutrition, Vol. 58 
(March, 1956) pp. 415-21. 
Digest: The minimum amount of protein or 
amino acids required by young growing 
dogs has not been established. Heiman, in 
1947, showed that a 15 per cent protein 
diet, using soybean, meat, and fish prod- 
ucts, and flaked cereals, was not enough 
for optimum growth, whereas a similar diet 
containing the same ingredients but in dif- 
ferent proportions so that the protein con- 
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tent was 20 per cent, did support good 
growth. 

In the experiments reported in this pa- 
per, the growth of young dogs was investi- 
gated by adding increments of casein to a 
basal diet which contained 10.6 per cent 
protein (N x 6.25) and was adequate in 
other nutrients. The four other diets con- 
tained 12.8, 15.0, 17.2, and 19.4 per cent 
of crude protein. 

“The basal diet sustained health and a 
retarded rate of growth in young dogs. 
There was a correlation between the com- 
parative gains in body weight and the com- 
parative protein contents of the diets from 
12.8 to 17.2 per cent protein, beyond which 
point there was no further increase in 
growth rate caused by additional protein. 
Since the diet containing 17.2 per cent of 
protein was adequate for the growth of the 
pups, their requirements for the 10 essen- 
tial amino acids apparently do not exceed 
the amounts that it contained. 

“The utilization of the basal diet was sub- 

stantially improved by the addition of 2.5 
per cent of casein (2.2 per cent ‘protein’), 
but more casein caused very little further 
improvement in this respect. A 5V-month- 
old pup which had been very retarded in 
growth for four months by a protein defi- 
ciency was still able to grow at a normal 
rate when his dietary protein was raised to 
17.2 per cent.” 
Comment: The basal diet contained dry 
skim milk, corn, cane sugar, alfalfa leaf 
meal, primary dried brewers yeast, expeller 
soybean oil meal, lard, salt, dicalcium phos- 
phate, and vitamins A, D, and By. 

Two beagles and six mongrel (mostly 
collie) pups were in each of the five groups. 
The animals were in cages, indoors, with 
expanded metal floors. Feed and water was 
supplied ad libitum. 

The Vermont Yankee and the Dumb 
Dutchman have two questions in their look 
at this work, in correlating it with the pro- 
tein level for dry dog foods to be marketed: 

1) Is the value of 17.2 per cent protein 
an adequate measure of the figure needed 
in practical dog feeding? We remember 
some work at Illinois with pigs, by Stan 
Terrill and his co-workers, in which the 
minimum protein requirement for young 
pigs when fed a diet using dry skim milk as 
the major protein source, resulted in a 
figure about two-thirds of the amount of 
protein needed in a practical type of pig 
feed. Although the basal diet used in this 
dog work did not contain as much complete 
milk protein (from dry skim milk) as in 
the case of the Illinois pig work, yet the 
milk protein was a very appreciable part of 
the total. It could be that a practical ration 
should contain somewhat more protein in 
order to take care of practical minimum 
needs. 

2) These pups were in cages — one to 
three in each cage. What happens when fed 
to pups that get much more exercise? When 
adult dogs are working hard —- hounds 
running all night — they seem to need a 
higher protein diet than do non-working 
dogs — and also more energy. 

We like this piece of work and believe it 
to be of real value in increasing the “know- 
how” about dog nutrition. The work was 
supported in part by grants frém the AFMA 
dog food division. 


— Grade A 


(Continued from page 34) 


the two brothers had operated a feed 
store in another area since 1941 and 
aren’t new to the feed milling indus- 
try. Eight staff members are employed. 
An establishment that is kept neat 
and clean has been another policy they 
follow. Lee Gates emphasized this: 


“We try and keep the mill as clean 
as possible, Although a mill isn’t the 
easiest place to keep tidy, it certainly 
isn't the most difficult. Sweeping up 
after daily milling operations can give 
the establishment a fresh appearance.” 


In addition to the brothers’ own 
brand of feeds and Wayne products, 
International fertilizers are sold, as 
well as a large variety of seeds. 


Jamestown territory farmers in 
northwestern New York state know 
they can count on Merrill and Lee 
Gates for the best in formula feeds, 
blended carefully and conscientiously 
with well-maintained, modern ma- 
chinery. 


Extra Nitrogen Vital to 
Sorghums in Southwest 


Sorghums grown on soils in the South- 
west should receive ample amounts of nitro- 
gen fertilizer. Lyman Amburgey, a Univer- 
sity of Arizona extension soils specialist, has 
noted that much of the soil in this area is 
low in nitrogen. 


Any available nitrogen in the soil is fur- 
ther drained when fields are double cropped 
in a single year. Sorghum following barley 
requires special attention since soil organ- 
isms use nitrogen to break down barley resi- 
due after it is plowed under. 


Mr. Amburgey said that broadcasting 50 
pounds of nitrogen per acre before plowing 
barley will give the sorghum a good start. 
Three weeks after planting sorghum, grow- 
ers should side-dress the young plants with 
nitrogen fertilizer. From 75 to 150 pounds 
of nitrogen should be applied per acre dur- 
ing the growing season, depending on the 
soil, 

@ RICHVILLE ELEVATOR CO., Rich- 
ville, Mich., has purchased two new Blue 
Streak screw conveyors. 

@ RAYMOND RUSCH, Rantoul, Wis., 
plans to begin operation of Potter Hay & 
Feed Mill at Potter, Wis. 

GERMAN SUPPLIER 

Plans to purchase a laboratory-size wheat 
conditioner from a German firm have been 
announced by Dr. John A. Shellenberger, 
head of the department of flour and feed 
milling industries at Kansas State College. 
The supplier is Miag Braunschweig, Ger- 
many, represented by Miag Northamerica, 
Inc., Minneapolis. 
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ACCURACY 


The Kraftpacker 
guarantees an 8 oz. plus or 
minus tolerance—but 
actually delivers a daily 
average closer to 4 oz.! 


HIGH PRODUCTION 


Plants with Kraftpacker 
installations report filling 
18 to 22 80 or 100 lb. charges 
a minute, with one man 
hanging: bags—and a daily 
average of 40 tons per hour, 
with 10 to 12 change-overs. 


SIMPLICITY 


No automatic open mouth 
bag filling machine of its 
type will handle free- 

flowing material easier 
than The Kraftpacker. 

Reduces packaging costs at 

an unbelievable rate. 


ECONOMY 


The Kraftpacker is a 
proved money-saver in 
every way—costs less 
to buy, less to install, 
less to maintain. 


and... 


with Kraft Bag Corporation’s 
integrated 2-plant multiwall 

bag manufacturing facilities, 
you have everything you need 

for your packaging operation, 
from one dependable source! 


Ask for representative... or brochure 


KRAFT BAG CORPORATION 


Gilman Paper Company Subsidiary 
630 Fifth Ave., New York 20, N. Y. 
Western Sales Office: Daily News Bidg., Chicago 6, It. 
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© 24 HOUR DELIVERY to any users of molasses. @ A GUARANTEED year ‘round supply of molasses. 
No seasona! delays. 


© SPECIFIC ANSWERS to users’ technical problems. @ AN EXCLUSIVE SOURCE of sugar beet pulp with 
Regular service and suggestion bulletins. service to meet customer's needs. 


HANDLING FACILITIES 
BEET MOLASSES 


e B & B BLEND (Blackstrap and Beet) 


Fast, dependable service is our specialty. Our fleets of tank-cars, tank-trucks and barge 
shipments assure prompt service at lower handling costs! 


INDUSTRIAL MOLASSES CORP. 


MIDWEST DIVISION 
5009 EXCELSIOR BOULEVARD * MINNEAPOLIS 16, MINNESOTA 
20 DIVISION OFFICES AND TERMINALS ACROSS THE COUNTRY TO SERVE YOU 
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Climate, 


By BENJAMIN W. FARNHAM 


For 30 years, through boom and 
bust, depressions, wars, and_ hurri- 
canes, as well as good times, O.K. 
Feed Store in South Miami, Fla., has 
shown a consistent, steady growth, 
each year’s sales topping the preceding 
one. 

In 1926, when Arden H. Thomas 
started the business and adjoining 
O.K. Drugs, it was the seventh busi- 
ness to be established in that sparsely- 
settled area of homes. While Mr. 
Thomas modestly denies there has 
been anything unusual about the way 
the business has been managed, the 
records speak for themselves. 

The first location was at 1569 Sun- 
set dr., then the main thoroughfare 
from Miami to Homestead and all 
points south. In 1934, Federal Route 1 
was changed to its present location on 
a new, wider highway just east of the 
tracks of the Florida East Coast rail- 
way. Once again the road has proved 
inadequate to handle the traffic and 
many bottlenecks have developed, but 
this time instead of being abandoned 
it is being widened to six lanes. 

O.K. Feed occupies a store 50 by 
100 feet, all in one big salesroom, 
with shelves and island displays in the 
front for the smaller items, and neat 
piles of grain, fertilizer, and other 
bulky items in the 100-pound bags 
crowded together in the rear section, 
with narrow passageways through 
them. 

The broad doors in the rear wall 
permit easy handling of the heavy 


goods, both for shipping and receiv- : 
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ing. A macadam-surfaced parking lot 
in the rear extends through to an- 
other street. Most of the grain and fer- 
tilizer is delivered to the store by semi- 
trailers, hauling up to 20-ton loads, 
even though the railroad is just across 
the street. 


Business 


An active pigeon racing club with 
members as far as 70 miles distant 
buys a ton of feed each week for its 
birds. 

Said Mr. Thomas, “The most amaz- 
ing business we have is in laboratory 
feed. Researchers feed it to rats and 
guinea pigs at the University of Mia- 
mi, the veterans’ hospital at Coral 
Gables, and Mount Sinai hospital at 
Miami Beach. Now we have a new 
customer, the Howard Hughes Ex- 
perimental Foundation, which has just 


FLORIDIANS THOMAS & TIPTON 
Everything okay with them. 


LE 


NEITHER hurricanes nor de- 
pression times have slowed 
this busy South Miami, Fla., 
feed operation. Each year's 
volume has exceeded that of 
the preceding year and pros- 
pects appear bright for the 
future. Even the firm name 
attests to the fact that every- 
thing is okay at Arden Thom- 
as' company. 


been established in Miami. More than 
a ton a week! Another amazing line is 
the fish food which we sell to people 
who make a business of raising tropi- 


Are Sunny 


cal fish.” 

O.K. Feed sells only small amounts 
of dairy and dog foods to a few indi- 
vidual farmers who keep animals for 
family use, but does sell a fair amount 
of horse feed. 

Mr. Thomas helped organize the 
South Miami Riding club, and was its 
first secretary. The club now has 125 
members, a clubhouse, stables, and 
five lighted rings. It puts on a show 
every year and is a good market for 
hay, feed, and supplies. 

Mr. Thomas called attention, to the 
front corner of the store. “Since I am 
a horseman I have a special corner for 
saddles and riding equipment,” he de- 
clared. A space about eight by 20 feet, 
enclosed by a rustic fence of natural 
round wood, contains a display which 
includes everything used for horse 
riding. 

Trellises, flower boxes and pots, 
packaged seeds, insecticides, potted 
plants, potting soil, African violet soil, 
peat moss, cages, kennels, hand tools, 
and work gloves are displayed in the 
opposite front corner, which is the 
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Snexpensive! 
/ 


Long - lasting hard - back cases to 
keep your copies of THE FEED BAG 
fresh and handy. Famous Jesse Jones 
files each hold 12 issues readily ac- 
cessible whenever you want them. 


No irritating wires to bother with — 
remove a copy anytime you want it. 


THE FEED BAG file cases come in 
rich Maroon and Blue kivar material, 
which looks and feels like leather 
and is washable. The name and 
places for volume number and year 
are stamped in rich |6-carat gold. 


ONLY $2.50 EACH, 6 for $13.00 
Postpaid in U. S. 


Satistaction unconditionally 
guaranteed or money back. 


Use coupon or write us on your 
business letterhead. 


JESSE JONES BOX CORP. 


Dept. 247, P.O. Box 5120 
Philadelphia 41, Penna. 


Please ship me 
current year's copies. 


Check enclosed 


file cases for 


Bill me 


Name 


Address 


City & State 
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garden department. Island display 
racks hold small hardware, canned cat 
and dog food, and small packaged 
foods for fish, parrakeets, and other 
pets. 

The order counter is situated near- 
ly in the middle of the store, conven- 
ient to reach from all directions. Here 
are the bulk feed bins for small quan- 
tity sales, scales, phone, and order 
desk. On front of this bench is the 
bulletin board, listing coming events 
of interest to the customers, and ar- 
ticles for swap or sale. 

O.K. Feed sells Armour’s fertilizer, 
Du Pont NuGreen, Milorganite from 
distant Milwaukee, and pulverized cat- 
tle manure. 

O.K. Feed sells a five-ton load of 
salt every three weeks. Much of it is 
used in water softeners. 

O.K. Feed does little conventional 
advertising, yet holds regular custom- 
ers all the way from Palm Beach to 
Key West, 250 miles apart. 

Mr. Thomas explained, “An inter- 
esting thing is the variety of our clien- 
tele, which ranges from the poorest 
laborer to the millionaire; it includes 
bank executives, authors, professors, 
and national political figures. We treat 
them all the same; we give as much at- 
tention and service to the poorest 
backyard gardener as we do to the 
rich man.” 

At Easter time, the front of the 
store is full of sound and motion. Win- 
dow pens display chickens, baby ducks, 
geese, and rabbits. Sales total about 
600 chicks, 300 ducks, and 200 rabbits. 

O.K. Feed depends largely on inter- 
esting and attractive displays. Mr. 
Thomas mentioned, “I have had many 
people say they love to come in here 
and browse around and tell me not to 
change it.” 

Instead of giving away baby chicks, 
O.K. Feeds holds a special sale three 
times a year, with spot announcements 
on radio, with baby birds sold for one 
cent each. A single day’s sales will 
reach 2,500 chicks. 

When the caged hen system was 
being introduced to the area about 
three years ago, O.K. Feed assisted 
with meetings at the store featuring 
demonstrations, lectures, and movies. 

Frank Tipton, the store manager, is 
also the consultant for feeding advice 
and disease prevention. He has trav- 
eled much to attend educational meet- 
ings and clinics, including trips to Or- 
lando and Jacksonville in Florida and 


the feed supplier’s school at Dothan, 
Ala. 


Besides inspecting flocks to improve 
feeding methods or to detect disease, 
Mr. Tipton does vaccinating and in- 
oculations, all for building good will. 
Mr. Tipton also performs post-mor- 
tems and when necessary arranges for 
laboratory tests at the nearby Univer- 
sity of Miami. 

Annual sales exceed $300,000, about 
60 per cent on a 30-day credit basis, 
with some 400 active accounts. Over- 
due accounts get a personal visit a few 
times, and if this is not effective, the 
account is turned over to a collection 
agency. 

O.K. Feed has a large “take-out” 
business at the store. Delivery service 
for those who want it is maintained 
over regular routes within a 15-mile 
area. No minimum order is required, 
and special deliveries are made as 
needed. Equipment includes a two-ton 
G.M.C. platform truck and a one-ton 
International panel. A Ford station 
wagon also is available. 

Willie Vinson Jr. is the regular 
truck driver. E. J. Potter, J. H. Allen, 
Frank Tipton Jr., and John Schug are 
inside salesmen, with occasional help 
from J. T. Adams. 

All office work and bookkeeping is 
handled by an auditing firm which al- 
so supplies regular reports on the con- 
dition of the business. 

Donations are made to all worthy 
causes and organizations. O.K. Feed is 
a member of the Dade County Farm 
Bureau, Dade County Poultry & Egg 
association, and the South Miami 
Chamber of Commerce, of which 
Owner Thomas is a charter member. 
At the recent annual meeting of the 
chamber, Mr. Thomas was feted and 
honored. He was presented with a 
parchment scroll inscribed with the 
dates 1926-1956, commending him for 
30 years of steady business in South 
Miami; for being a good citizen, bene- 
factor, and a builder of the com- 
munity. 

Mr. Thomas leased the drug busi- 
ness and stepped out of it four years 
ago; he leaves almost all of the store 
management to Mr. Tipton, but not 
because of age. In fact his associates 
say he stopped growing old at 50. 

Mr. Thomas is a congenial host, has 
plenty of sparkle in his eyes, a springy 
step, and boundless enthusiasm. As to 
the future of O.K. Feed Store — with 
30 years of continuous growth, a live- 
wire owner, a competent manager, loy- 
al employes, and many satisfied cus- 
tomers, it appears as bright as South 
Miami sunshine. 


THE FEED BAG—June, 1956 


4 
: 
4 


Tests all these Grains 


WHEAT: 

Hard and Soft Red Winter, 
Spring, Durum, White. 

RICE: 
(Calady, Southern and Californ 
Production): Rough, Brewers, 
Brown, Screenings, Milled. 
RYE: 


Just plug into outlet — standardize — run. No weighing of 
samples — no waiting. Easy reading meter with exclusive 
damping feature. Line operated model unaffected by normal 
voltage variations. Overwhelming favorite because of its sim- 
plicity, accuracy and dependability. Available at leading 
distributors. Literature on request. 


Navy, Red and White Kidney, 
Yellow Eye, Marrow Fat, Red 
Cranberry. 

CORN: 

Dent-Domestic, King Philip Flint, 
Pop. 

ARGENTINE CORN © FLAXSEED 
VETCH BLUE LUPINE GRAIN 
SORGHUMS ¢ BUCKWHEAT 
SOYBEANS ¢ COFFEE 


WESTON ELECTRICAL 
INSTRUMENT CORPORATION 


614 Frelinghuysen Avenue, Newark 5, New Jersey 
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Foreign, Domestic. 
OATS: 
Eastern, Western. 
BARLEY: 
e 
Eastern, Western. 


HELP 
CHIMERA 


BUT WE CAN HELP 
THE FARMERS LIVESTOCK 


A Chimers is 


you can improve the diet of farm animals. 
SOLUDRL {distillers solubles dried) is the 


three-headed monster 
described by Greck sioryieliers. In fhe 
is liom, ot the back sexpent, 


By using Schenley Feed Supplements 


booster ingredient with complete _ 
balanced B-G Complex of vitamins. _ 
JAB is a powerful antibiotic retaining | 
potency for long periods in 

pellet or powder form. 

PUNCH is an antibiotic supplement 
containing 3 milligrams of B-12 

and 2 gram of Procaine Penicillin 

per pound, dispersed on 

Schenley’ s feed nutrient, Carimin. 
ANIGENE is Schenley’s registered 
trade mark for its brand of 

Vitamin B-12 feed supplement for | 
use in livestock and poultry feed. ~ 
WALLOP is a Schenley supplement | 
extremely important in any diet _ 

for poultry. Use itin your — 
feeds to give yourcustomer _ 
and healthier poultry. 


* 


Schenley 
Distillers Inc. 


Farm Feed Division 
26 EAST 6th. STREET 


CINCINNATI 2, OHIO 
Telephone MAin 1-3170 


JAB-PUNCH- 
-WALLOP- 
-SOLUDRI- 
- ANIGENE- 


We also offer all individual vitamins or 
any combination blended to 
your specifications. 
Prompt shipment on A, D and all B 
vitamins. 
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How You Can 


Cut Credit Losses 


At this moment, many farmers are 
temporarily operating at a loss and all 
available cash, and sometimes borrow- 
ing ability, has been used up. The suc- 
cessful operation of a feed business 
has become a tremedous challenge. 
Management, the keystone of a busi- 
ness, is now a complex and difficult 
job. Whatever a business becomes — 
success or failure, growth or decline — 
depends on management. The manag- 
er, or owner as the case may be, needs 
to apply, in the most expert way, his 
knowledge of buying, of selling, ad- 
vertising, displaying, accounting, and 
personnel management. He must keep 
every factor of his business in perfect 
balance. 


To operate a business today requires 
the translation of sound business prin- 
ciples into policies and actions. Imagi- 
nation is needed as well as the ability 
to think and to do new things. An 
owner must foresee problems and work 
out the solutions. It is not sound busi- 
ness to leave things to chance. Yes, 
the problems are tremendous but they 
tell me in my work that no problems, 
no job, and I would say that in about 
any business, the success of that busi- 
ness is in proportion to the manage- 
ment’s ability to solve difficult prob- 
lems whatever they might be. If the 
solving of problems was an easy mat- 
ter, and all we had to do was to set up 


By D. H. ELMORE 


Ralston Purina Co. 


a business on a street corner and wait 
for profits to roll in, you would have 
more competitors than you would 
want to count. So, maybe we should 
be grateful that we have difficult 
problems to meet, and thankful that 
we are big enough to solve them. 


Cash Turnover 

A feed dealer’s business is operated 
principally on his turnover of cash, 
inventory, and accounts receivable. 
Cash takes care of itself and I do not 
find inventory out of line very. often, 
because a feed dealer realizes that he 
is going to have to pay for what he 
orders. So, with the flexibility in ac- 
counts receivable, this figure is one 
of the more important assets. Its con- 
trol is as much of a major operation 


to a dealer’s business as that of selling 


feed. 


A dealer cannot become careless 
with his selling methods and continue 
to sell. He cannot become careless 
with his servicing of customers and re- 
main a successful dealer. It is just as 
true, that he cannot become careless 


This is the basic text of the Kansas City 
credit manager’s address before the Missouri 
Grain, Feed & Seed association May 14 at 
Springfield. 


HOW YOU CAN CUT CREDIT LOSSES  D. H. Elmore 


WITH DEFINITE "CHARGE" RULES 


Ralston Purina 


| In a period when farm incomes are down, 
extension of credit by feed men becomes a more 
| ticklish problem than ever. 
credit to the wrong people —or too much to people 
| who don't merit it —can bankrupt a business. 
| Credit Manager Elmore outlines a time-tested 
program of credit management which should fit the 
_ requirements of both straight retail outlets and 
retail feed manufacturing plants. 
are offered step-by-step. 
| Elmore cautions strongly against granting 
additional credit to farmers who have not met their 


previous obligations. 


allowed. 
. THE FEED BAG 
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He is strongly in favor of 
clearly-understood payment agreements between 
merchant and customer at the time the credit is 


Unwise granting of 


His suggestions 


JUNE, 1956 


with his accounts and keep his busi- 
ness in a healthy state of existence. 

A dealer must first convince him- 
self that he is going to continue his 
sales and servicing efforts, but that he 
is also going to give his accounts re- 
ceivable the same consideration and 
preference as he gives to the other 
ends of his business. To invest funds 
or borrow money to put into accounts 
receivable is not good management or 
a wise and profitable investment if 
you are going to continue to sell on 
terms which have already been abused 
by the recipients and which may have 
brought about a very difficult prob- 
lem. It costs money in many different 
ways to carry your customers’ ac- 
counts. I cannot agree that the idea of 
borrowing more money or the obtain- 
ing of longer or greater amounts of 
credit lines from suppliers is the solu- 
tion to an accounts receivable prob- 
lem. Too often I have seen this bring 
about much more serious problems, in 
fact, bankruptcy in some instances. 
The solution lies in getting on top of 
the credit problem and getting control 
of it. 


Remember that anybody can sell 
anything if they are willing to extend 
careless credit terms. 

It’s a “Must” 

But, you say that you must extend 
credit to sell feed and that the farmer 
is in a spot and must have help. You 
say that every other merchant in town 
extends liberal credit and that many 
other problems keep your accounts re- 
ceivable management from being suc- 
cessful. These are problems such as are 
many other problems of your feed 
business. But these problems are not 
beyond solving if you have the will 
and the nerve to tackle them. 

I positively know that as tough as 
the problem may seem to be on the 
face of it, credit can be controlled 
without the loss of any good business 
if there is the necessary will and deter- 
mination. 

First, decide on a definite credit 
policy. I do not mean that you should 
say that you are going to sell every- 
thing on 30-day terms and stick to 
that. I mean that you are going to 
have to decide whether you can extend 
30-day terms or if 10-day terms should 
be your maximum. You will have to 
make some exceptions to any policy 
but don’t let the exception become the 
rule. It may be that you need to 
adopt a policy of cash or the equiv- 
alent of cash. It may that your local 
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situation justifies rather long terms 
and that you have enough resources 
that you could extend those terms 
where desirable. 


How Many Receivables? 

Take into consideration how much 
you can put into accounts receivable 
in relation to your other current assets 
and your current liabilities. If your 
current assets are not at least 1/2 times 
your current liabilities, the chances 
are that you are going to be short of 
working capital and that your business 
is not in a healthy enough state that 
you can pay your bills promptly and 
be proud of your own credit record. 

After you have decided on your 
credit policy, decide on how you are 
going to select your accounts. You 
may personally know many of those 
seeking credit. Do you know how they 
pay their bills? You may think you 
know of their ability and habits of 
paying but when someone wants to 
borrow money from you, you had bet- 
ter be sure that you know all about 
them or find out what has been the 
experience of other merchants. They 
are coming to you and asking you to 
take some greenbacks out of your bill- 
fold and loan to them. A bank or any 
other business institution does not lay 
out greenbacks: for a customer with- 
out knowing them, understanding 
them, and having-a definite agreement 
as to payment. So, don’t think it is 
good business for you to try to do it. 

Then comes a very important step. 
Have a definite understanding — man 
to man —as to how the account is to 
be paid. Be sure that it is satisfactory 
to’ both of you. Tell your good cus- 
tomer why it is important to you to 
have a definite understanding and why 
it is important to you both that the 
account be paid as agreed. Impress the 
customer with the trust being placed 
in him and the importance of his meet- 
ing his obligations as agreed. If the 
customer shys away from a definite 
agreement, this is pretty good evidence 
of the possibility that he may be shy- 
ing away from you when the account 
becomes due. A man who has a defi- 
nite plan for paying his bills wants to 
have a definite understanding and ag- 
reement and will take pride in living 
up to his promises. 

You now have the account on your 
books with a man you know has a 
record for meeting his obligations and 
with a definite understanding with 
him as to the day by which it is to be 
paid. It now becomes the important 
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thing for you to follow your account 
for payment if he does not meet it as 
agreed (and this does seem to hap- 
pen). 

Keep Up With Them 

Remember that credit customers are 
like small children. They soon find 
out what they can get away with. If 
they pass up payment and do not hear 
from you, they have every reason to 
feel that you are not in need of your 
money. In other words, if they do not 
take pride in paying as agreed, then 
they need to be reminded to pay. The 
surest way of slowing up your accounts 
is not to follow them promptly after 
payment is defaulted. When your cus- 
tomer is reminded and still cannot pay 
you, a further definite understanding 
should be made based principally on 
when he will have money available. 
The chances are that he will pay you 
on the next date on which you agree 
because he knows that you will be ask- 
ing about it if he doesn’t. 

Your collection efforts do not have 
to be “tough,” but you must continue 
to follow closely in a very diplomatic 
and friendly way, letting your custom- 
ers know that you expect them to ful- 
fill their obligations as agreed. The 
most effective formula for collection 
is to make the debtor want to pay you. 
Your accounts will always be under 
control if you can do that. 

The most successful dealers from 
the standpoint of collecting their ac- 
counts are those dealers who: first, 
send a statement on their accounts reg- 
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“It's your fault, Emery. | had to tramp 
all over town to find a place where 
your credit is goed." 


BY RICHARD ALEXANDER 


ularly when due. Next, every account 
that is not paid within a very few days 
after the due date of it, is immediately 
contacted by someone in the dealer’s 
organization, and through personal ef- 
fort collects the account or reaches an 
agreement that may be depended up- 
on. This person then continues to stay 
right on top of this collection until 
payment is secured. 

Remember this — that every day 
older that an account becomes, it de- 
preciates in its value. This means that 
the chances of: collecting gradually 
diminish to the point that an account 
eventually becomes totally uncollecti- 
ble and worthless. 


If your accounts are followed 
promptly and regularly you will either 
get most of your money reasonably 
soon or you will know that you are 
going to have trouble getting it and 
can then handle the account accord- 
ingly. 

Open Terms 

Then there comes the question as to 
when to cease selling on open terms. 
I think that every circumstance de- 
serves its own decision. I do not think 
that there are very many circumstanc- 
es which would justify continuing sell- 
ing a feeder who cannot pay his bill as 
agreed unless you understand all of 
the circumstances and agreement is 
reached based on a reasonable and de- 
pendable means of the feeder securing 
sufficient funds to get the account 
current. If a customer is losing money 
every day and there is not conclusive 
evidence that further credit will put 
him on a profitable basis, I do not 
think that it is justice to that feeder 
or to yourself to let him pile up a big 
bill that he will find difficult, if not 
impossible, to pay. Your biggest serv- 
ice to him could be that of helping 
him to arrange a means for paying as 
he promises. ph 

Do you expect a man who owes you 
a past due bill to come in and buy from 
you either for cash or on account? 
Chances are that he will go down the 
street and buy a competitive feed be- 
cause he does not have his account 
paid up! 

But if you can work out payment of 
the account with him, he will be right 
in to see you because he will be proud 
of the fact that he is paid up and in 
good standing. The value of a paid 
up customer certainly justifies all ef- 
forts to collect and all possibilities that 
you might hurt a man’s feeling be- 
cause you ask him what arrangements 
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We should like to suggest another ingredient, TSB. A 
pinch of TSB may easily turn out to be the factor that 
makes your feed more profitable. 


What is TSB? 


It stands for Technical Service Bureau . . . Nopco’s 
Technical Service Bureau which supervises the com- 
patibility and method of manufacturing 


NOPCO-PAK 


What is NOPCO-PAK? 


Nopco-Pak is a vitamin supplement blended for 
you with Nopco know-how. 


It is formulated to meet your specifications, 


Nopco Paks contain Nopco’s. unique Micratized® 
Vitamins A and D, which’ make 
possible delivery of full vitamin 
potency without costly overages. 


They are packed in _ batch-sized 
bags to give you the utmost in ease 
of handling and space conservation 
in your warehouse. 


“Nopco’s Technical Service Bureau staffed with train- 
ed nutritionists and chemists qualified to serve you. 
It has already developed a vast number of compat- 
ible formulas and is currently originating new ones 
and revising old ones at a rate of more than 1000 a 
year. This expert nutritional assistance is yours at no 
cost when you buy Nopco-Paks. 


NOPCO CHEMICAL COMPANY 
200 Front St., Harrison, N.J. 


I want more information about TSB. Please send me 
the Nopco Nutrition Guide. 


Name 
NOPCO CHEMICAL COMPANY 42¢ress. 
Harrison, NJ. and Richmond, Calif. | City Zone State 


Basic producers of Micratized® Vitamins A & D, niacin, calcium pantothenate, choline chloride, and other products 
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he can make to pay you his account. 

Let me suggest to you a collection 
aid which I call an “accounts receiv- 
able breakdown.” You and your book- 
keeper should age all of your accounts 
receivable at least every 30 days. Here 
is how you do it. List the name and 
the total amount of the account. Then 
in at least four columns, put in 
amounts according to the age of that 
portion of the account. In other words, 
show in separate columns how much 
of the account is one month old, two 
months old, three months old, and 
over three months oldj@Seave a fifth 
large column for comments. This will 
give you a wonderful pigture of the 
condition of your accounts‘yeceivable. 


You will find yourself going to work 


immediately on the accounts in the 
“three month and over’ column. 
Every time you make an effort, to 
collect or reach an agreement, you will 
make a notation in the remarks col- 
umn. This will become your bible of 
collections if you let it. Keep it handy 
but not out where “nosey” people can 
see it. When you have done every- 
thing you can on the oldest column, 
you will start on the “three months” 
column, then on the “two months” 
column, etc. I guarantee you that the 
results from this will surprise you. 


The Technique 

If you cannot get payment in full on 
your first contact, be sure to try to 
get a partial payment and then make a 
definite arrangement for paying the 
remainder. 

Pin down any agreements you make. 
Try getting a postdated check or a 
series of postdated checks. Or get a 
note or a series of notes and try to 
secure with chattel mortgage. 

Take your customer to the bank and 
arrange for a loan by the bank. 

‘Arrange to take produce, grain, live- 
stock, or whatever is available if this 
seems to be your best solution. 

If you find you have made a mistake 
and that the man is a deadbeat, let 
him: know that you are prepared to 
take legal action if necessary whether 
he has anything or not. 

If you are unable to make a definite 
arrangement on the account, decide 
right then as to what is your best way 
out. Take definite steps to carry out 
your decision and then stick to your 
efforts day after day. 

Remember that any time credit is 
extended, there will probably be losses. 
Be wise and know when you need to 
take drastic steps to protect your in- 
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terest. If this comes to pass, the quick- 
er you do something definite the bet- 
ter your chances for collection. A 
higher percentage will be collected if 
you take action quickly instead of 
waiting and hoping he will pay you 
month after month until the account 
has become so old that its value is dis- 
sipated. Suits to collect accounts are 
never pleasant. However, if you con- 
trol your credits and keep on top of 
your collections, you should seldom 
have one. 


Tell ’Em All 
The first thing to do after you have 
decided on your credit policy is to an- 
nounce it to every customer. Put out 


_a duplicated letter to everyone. Lay 


your cards on the table. Be friendly, 
but frank and sincere about your prob- 
lem. Assure your customers that they 
are not being singled out for your let- 
ter but that you have been compelled 
to put a policy into effect that will 
necessarily apply to all of your very 
good customers. Set out that charge 
accounts are a courtesy and a conven- 
ience, that they are an expression of 
confidence, but that they are due at a 
certain time and you must expect them 
to be paid at that time. 


Tell them that no credit will be al- 
lowed if the account becomes past due 
and that interest will be charged on 
accounts over 30 days old if that is 
your decision. Set a date on which 
the new credit policy is to become ef- 
fective. 

Post a display card over your cash 
register setting out your policy. Then 
you follow through on that policy day 
after day. 

After announcing this policy, be- 
gin your collection efforts immediately 
by aging your accounts. Then start a 
friendly but a very aggressive action 
campaign. Begin directing your efforts 
day after day on cleaning up the old 
accounts one by one. 

The accounts that you are going to 
be putting on your books from now on 
will be on the right basis, with a defi- 
nite understanding. But follow through 
on these, also. The result will that 
your present accounts will eventually 
be liquidated or charged off and your 
new credit program should be on the 
right basis. 

I must repeat that the important 
thing now is to convince yourself that 
you can and will make an effort day 
after day. The matter of the collection 
of accounts must be accepted by you 
as a challenge to correct a very essen- 


New Ewing Eastern Plant 
Another Link in Chain 


Another link in its planned nationwide 
chain of mixing plants has been opened at 
Lancaster, Pa., by Ray Ewing Co., Pasadena, 
Calif., President Ray Ewing has announced. 
Fourth in the proposed series to be built, 
the new plant will serve eastern feed manu- 
facturers. 

Ken Brubaker will supervise operation of 
the new Lancaster plant. Earl R. Reeves 
will serve as sales representative in this re- 
gion for the firm. This area previously was 
serviced by Ewing plants in lowa and Texas. 

Ewing said other plants will be added to 
its chain to provide convenient service to 
other areas of the country. All plants are 
equipped with precision mixing machines 
and automatic packaging equipment. 


Good Check Essential in 
Buying Started Pullets 


Started pullets should be investigated 
carefully before being purchased, south- 
eastern poultrymen have been advised by 
R. S. Dearstyne of North Carolina State 
College. These birds should be checked for 
breed, disease, and parasites. 

Mr. Dearstyne, of the school’s poultry 
science department, said however, that if 
the pullets are in good health, the purchaser 
can profit in saving labor and the invest- 
ment may be wise. Started pullets usually 
are eight to 10 weeks old when sold. 


Prim Now Working Out of 
Detroit in Bemis Sales 


D. E. Prim has been transferred to the 
Detroit district sales office of Bemis Bro. 
Bag Co., St. Louis. R. C. Thomas, who is 
district sales supervisor there, will direct Mr. 
Prim in servicing Bemis accounts in eastern 
Michigan and northwestern Ohio. 

Mr. Prim has been serving as a multiwall 
bag factory representative for the Bemis 
Peoria, Ill., plant for the past five years. He 
has been with the St. Louis firm since 1948. 


tial part of your business. When con- 
ditions get as tough as they seem to be 
at present, the tightening of the ex- 
tension of credit, the definite under- 
standing as to payment and your ag- 
gressive collection efforts becomes 
more and more important. In fact, it is 
essential. 


Your success in a good credit con- 
trol program depends on your con- 
vincing approach to the problem, your 
positive attack. You will hear adverse 
arguments and have much resistance 
to a change in what your customers 
have been educated to. But, you need 
credit control and you must have it. 
Credit need not be eliminated but it 
should be made profitable to you. It 
will be profitable to you if you control 
it and not let it control you. 
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“Ken King, Diamond 
Hatchery manager 

at Mooreland, Indiana, 
compares notes with Farm 
Serviceman Bob Thomas 


(in truck).” 


DIAMCNE HATCH Ad 


2 3 


offer came tote line of feeds .and complete 


ding programs that help increase your tonnace. The 
Honegger line “profit-package” backed by continuous 
research and a bet of cothusiast 


HONEGGERS’ ‘EGG FACTORY’’ 


Each dealer receives a franchise to sell Honeggers’ 
exclusive “Egg Factory” program in his area. This is a 
plan featuring the nationally famous Honegger Leghorn, 

Honegger Poultry House and other Farm Buildings 
and Honeggers’ feeds for all livestock and poultry. What 
a natural for increasing tonnage and profits! Remember, 
in only a year's time, 500 birds will eat a carload of feed. 


| FARM BUILDINGS 


Honeggers’ line of pre-built farm buildings are an extra 
profit plus, There's no additional investment on your 
and what @ perfect te-in-for your livestock and 


part. . 
feed busines 


HONEGGERS’ LIVESTOCK AND POULTRY EQUIPMENT 


gers’ modern feed mill near Fairbury, 


Honeg 
Minow, features electronic controls for speed 


With Honeggers’ wide variety of dependable livestock 
and poultry equipment, and panying farm 
Honegger dealers have a source of supply which features 
unequalled dealer service. Your customers will come to 
depend on you as their one-stop dealer for all poultry 
and livestock program. 


The 600 acre Honegger Research Farm, where 
practical feeding, management and disease 


and accuracy, with “push-button” ingredient control practices are developed and demon- 
selection = all bulk handli: throughout strated. Dealers find that a tour of Honeggers’ 
the plant for tep efficiency and economy. by customer prospects really helps sell them 


Yes,you can triple your profit with 


“This is one of a series of ads featuring 
good businessmen who have doubled their 
tonnage on the Honegger Program.” 


Diamond Hatchery 


Mooreland, Indiana 


April 25, 1956 


Dear Mr. Rolf: 


Your records will show that Diamond 
Hatchery has more than doubled its ton- 
nage since we started selling the 
Honegger Program. 


We always ask farmers to try a Honeg- 
ger feeding program with either their 
poultry, hogs or cattle. Then when they 
see the extra income they get, it isn't 
long before they feed ALL their poultry 
and livestock the Honegger Way. 


Our biggest tonnage increase has been 
from steady customers who have branched 
out when they discovered, as we have, 
that the Honegger Program WILL REALLY 
DO THE JOB! 


Sincerely yours, 


E 


Kenneth King, Mgr. 


M's NET BARNINES that cosant! 


WRITE, PHONE OR WIRE COLLECT 
FOR COMPLETE DETAILS 


Sour 
q 
| 
HON GGER 
Fee 
= 
BREEDER HATCHERY, FORREST, ILL. « FEED AND: MILLING DIVISION. FA 
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THERE’S A DIFFERENCE IN ANIMAL PROTEINS 


Here's picture proof: Photomicrographs much enlarged 


For Repeat Sales, build your feed with Swift’s qualit Careless se ny and poor product control can 

meat and bone scraps (shown above). Notice the well- dilute the feeding value of meat and bone scraps with 

cooked chunks of meat (rough-surfaced) and the excessive amounts of hair, fuzz, vegetable fiber (see 

whiter bits of bone, notably free of vegetable fiber. white arrows above) and undesirable extraneous ma- 
terials such as leather scrap, limestone and feather meal. 
All of these materials adulterate animal proteins. 


Here’s the direct route to the best in animal protein feeding results. When an im- 
properly processed animal protein reduces the rate of gain in an otherwise good 
feed, it doesn’t take the word long to get around among farmers and feeders. 
SZ = Protect the reputation of your brand with Swift’s Quality Animal Proteins. 
sir simi Every feed gets a lift from Swift’s Animal Proteins. 


INGREDIENTS 
MEAT 


SWIFT & COMPANY, Feed Department 
ey Union Stock Yards « Chicago 9, Illinois 


Order from your Swift’s Feed Salesman 
or from the nearest producing plant listed below. 


N. 9th Avenue 
Marshal 


Phone: 7641 
ay 1000 Se. San Marcus St. 
UARARTEED : Ludlow 8-0111 


P.O. Box 151 
Moultrie, Ga. 
Phone: 500 


N | M AL 


‘Be 
i 
Swifts | 
DIGESTER T P.O. Box 549 St. Louis Indpt. Pkg. Co. National Stock Yards Highway 90, 
Fort Werth 1, Texas 824 S.Vandeventer Ave. N.S. Yards, Ilinois lowa .O. Box 
Phone: Hemlock 3-9426 
lowa Packing Co. 
S.E. 18th St. & Moury 
= Des 6, lowe 
Union Stock Yards P.O. Box 97 Phone: 5-5081 Phone: 
Montgomery 4, Ala. P.O. Box 311 Plankinton Pkg. Co. 
Phone: 2-4476 So. Sen Francisco, Calif, 230 So. Bushage Ave. 
ti Phone: June 8-3233 Milwaukee 3, Wisc. 
. ‘SwirTe COMPANY Se. Omaha Station 390 W. 24th St. Union Stock Yards Union Steck Yerds Phone: Mitchell 5-3000 
Omeohe 7, Nebraska Ogden, Utah Cleveland 2, Ohio So. St. Paul, Minn White Provision Ce. 
Swifts Phone: Market 2280 Phone: 4-3413 Phone: Melrose 1-2660 Phone: LaSalle 1331 Howell Mil Reed & 
: — P.O. Box 38 Union Stock Yards Nevhoff Pkg. Co. 14th St., N.W. 
No. Portland, Oregon P| », Denver 17, Colorado 1309-11 Adams St. Atlanta, Ga. 
: Phone: Butler 9-8861 Phone: Tabor 5-1231 Nashville 8, Tenn. Phone: Emerson 2571 
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By THEODORE P. THERY 


Fifty years of feed manufacturing 
were summarized by D. K. Webster 
Jr. in his last address as board chair- 
man for the American Feed Manufac- 


turers association during the organiza-. 


tion’s 48th annual meeting, held May 
23-25 at Chicago’s Morrison hotel. 
Mr. Webster, who served two terms, 
is succeeded as chairman by Oscar 
Straube, president of Pay Way Feed 
Mills, Kansas City. 

Active in AFMA for 20 years and 
in feed association work for 35 years, 
Mr. Straube first operated a retail 
feed business in England, Ark., in 


Bigger 


1918. W. E. Glennon continues as 
executive president and William T. 
Diamond as executive secretary-treas- 
urer. 


Attendance surpassed all records by 
more than 200. Program-wise and at- 
tendance-wise, this was the top meet- 
ing in AFMA’s long history of service. 

Eleven speakers from within and 
without the industry drove home the 
convention theme, “It’s Performance 
That Counts,” Mr. Webster gave a 
symbolic picture of the half-century of 
feed manufacturing progress, noting 
that the AFMA’s first budget was 
only $120. 


Association Growth 

“By 1930,” the retiring chairman 
said, “the association budget had 
reached $19,485. At this time, 1930, 
there were two principal committees, 
feed control relations and traffic. From 
1930 to 1956, we see a steady and 
very impressive growth of our asso- 
ciation until the number of major com- 
mittees has reached 10, with a dozen 
additional organizational committees. 

“Our 22-year youth of 1930 has be- 
come the mature man of 48 years of 
age in the prime of life. Our budget 
has reached $170,000, our executive 
staff and office numbers nine perma- 
nent paid employes. Our industry’s 
tonnage has risen from 10 million tons 
in 1930 to 35 million tons in 1955. 


“From our modern air-conditioned 
offices in Chicago go out 360,000 
pieces of mail in one year, while 24,000 
pieces of incoming mail require indi- 
vidual attention.” 
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Future Growth 

Questioned Mr. Webster, “Will our 
industry move up from 35 million tons 
in 10 years to 50 million tons? I think 
that is a reasonable expectation. Will 
our industry problems expand in num- 
ber? I think it is a certainty they will 
not only expand in number, but will 
become more complicated.” 

President Glennon presided at the 
first morning of the formal conven- 
tion on May 24 which featured Mr. 
Webster as leadoff speaker. Next to 
address the group was Bradshaw Min- 
tener, assistant secretary of the federal 
Department of Health, Education & 
Welfare. 

Reminding the conventioneers of 
the golden anniversary of the federal 
food and drug act and the meat inspec- 
tion act, Mr. Mintener said that these 
two laws marked a profound change 
in public thinking about the responsi- 
bilities of the federal government for 


Better 


the health and welfare of the indi- 
vidual citizen. 

“TI can say without hesitation,” he 
said, “that, in my opinion, the Food & 
Drug administration is convinced that 
intelligent cooperation between indus- 
try and the government, both federal 
and state, is essential for good com- 
pliance with the law, in the interest of 
both consumers and honest manufac- 
turers. 


BRADSHAW MINTENER 


“It has been recently said that feed 
manufacturers today are in the drug 
business. I would like to suggest that 
while you are in the feed manufactur- 
ing business, you are perhaps more im- 
portantly in the food producing busi- 


Editorial Service Co. also was represented 
at the meeting by President David K. Steen- 
bergh and Vice President Eldon H. Roesler. 


NEW CHAIRMAN STRAUBE 


ness, meaning that which is consumed 
by human beings.” 

Mr. Mintener assured the AFMA 
membership that FDA has an earnest 
desire to work with manufacturers in 
an effort to devise simpler labeling of 
feeds. He then referred to the “open 
door” policy of FDA officials. 

“Anybody who is concerned about 
any matter connected with the federal 


Than Ever 


food, drug, and cosmetic act is wel- 
come to come in and discuss it with 
the top officials at any time,” Mr. 
Mintener invited. 


Food & Drug Role 

On new FDA activities, Mr. Min- 
tener had this to say: “The scope of 
FDA’s responsibilities under the law 
is so broad and its staff to carry out 
these responsibilities is so limited that 
it is extremely cautious about taking 
on any new activities. This was illus- 
trated only a few days ago when the 
hearings on the poultry inspection leg- 
islation began. Although the bill un- 
der consideration was drafted to pro- 
vide for continuous and compulsory 
poultry inspection service administered 
by FDA, it recommended that this 
work be placed in the Department of 
Agriculture, where its experience and 
facility in plant inspection of this gen- 
eral type have been highly successful 
for 50 years.” 

Meyer Kestnbaum, president of 
Hart Schaffner & Marx, Chicago 
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MEYER KESTNBAUM 


clothiers, was the concluding speaker 
on the morning program. He present- 
ed a timely discussion called “Your 
Balance Sheet in the American Sys- 
tem.” 

“The feed manufacturing industry,” 
Mr. Kestnbaum said, “is similar to 
other processing industries, but the 
feed industry is geared to agriculture.” 

He stressed that feed men under- 
stand more than the technology of 
feed. They must understand all seg- 
ments of industry. Mr. Kestnbaum 
pointed out that businessmen must 
know what’s going on throughout the 
world since our welfare is tied with 
the rest of the world. 

“Russia,” he noted, “has been ex- 
pecting a business decline since World 
War II. It had to change its policy 
when the decline didn’t come.” 

Mr. Kestnbaum cited these three 
reasons for the failure of the business 
decline to appear: 

1) High demand for products. 

2) Technology advances. 

3) Government control. (The em- 
ployment act of 1946 set up a council 
to discuss unemployment problems 
which learned the possibilities of eco- 
nomic management.) 

Mr. Kestnbaum said that by using 
employment as an index, high living 
standards and_ stabilized American 
economy are reflected. He noted that 
trade unions, 15 million members 
strong, are a powerful force today — 
one means of balancing postwar boom. 
Since 1940, productivity has not in- 
creased as rapidly as fringement costs 
(wages). This may bring about infla- 
tion, he said, although since 1952 the 
threat of inflation has been reduced by 
declining farm prices. 

The opposite is true in agriculture, 
Mr. Kestnbaum explained. Production 
increases on the farm have been “rev- 
olutionary” while prices have dropped. 

“People throughout the world,” he 
said, “are looking toward government 
as a last stronghold to improve their 
lot; however, it’s not the government 
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that supports the economy — rather 
it's the economy that supports the 
government.” 


Research Plaques 

The same morning, May 24, the win- 
ners of the 1955 American Feed Man- 
ufacturers association research awards 
were presented plaques in recognition 
of their contributions to nutrition re- 
search. The 1955 winners are Dr. 
H. M. Scott, University of Illinois; 
Dr. L. E. Hanson, University of Min- 
nesota; and Drs. N. L. Jacobson and 
R. S. Allen, Iowa State College re- 
search team. 

Speaking the afternoon of May 24 
were Dale W. McMillen Jr., presi- 
dent of McMillen Feed Mills, Fort 
Wayne, Ind.; Van L. Phillips, Chica- 
go personnel consultant; John F. Reed- 
er, Benton & Bowles, New York City 
advertising agency; and Sterling E. 
Peacock, N. W. Ayer & Son, Inc., 
Chicago. A. B. Clow of American Cy- 
anamid presided. 

“There has been no single thing so 
important to the development of our 
country industrially and agriculturally 
as research,” Mr. McMillen said in his 
talk, “Research Behind the Sale.” 

Mr. McMillen cited the dramatic 
progress made in the poultry, dairy, 
and beef industries pointing out, 
“While scientifically formulated feeds 
have played a vital part in this picture, 
they alone have not been entirely re- 
sponsible for this great progress — re- 
markable improvement in breeding 
and management also backed by thor- 
ough research have contributed much 
to this progress. 


Research Need 


“All of the research behind the 


progress and the need for greatly in- 
creased research in the future,” the 
McMillen chief stressed, “will be 
meaningless if it does not get our 
product into the consumer’s hand and 
do for him a much better and more 
efficient job. 

“Each phase of research is most im- 
portant to our industry because in a 
true sense, research is behind every 
sale our industry makes. This has been 
true in the past. It will be even more 
important in the future. In fact, we are 
being told by those who should know 
that the change in all phases of our 
economy during the next 10 years will 
accelerate at a far faster pace than has 
been true in the past 25. 

“These changes undoubtedly will 
require constant search for new tech- 
nigues and methods of feeding, for 


new products and new types of feed 
which are unknown today, for new 
manufacturing processes, and for the 
increasing market potential. 


“The salesman today is no longer 
just a feed peddler or the drummer of 
yesterday. He must be a combination 
salesman in the highest sense — a 
feeding expert, an educator, an able 
speaker, a diplomat, and a business- 
man. He must be a searcher of facts 
and know more about the dealer's 
business than the dealer himself. He 
must be a farm expert in all the phases 
of the farmer’s problems.” 


How does a feed manufacturer hire 
such a salesman? This question was 
answered by Van L. Phillips, who dis- 
cussed “The “Man’ in Salesman.” 


Mr. Phillips pointed out that, on the 
average, it costs a firm $5,400 to hire 
a salesman. To assure himself that he 
is hiring the best, a feed manufacturer 
should, according to Mr. Phillips, 
“look through quantity to secure quali- 
ty.” He said that only one out of 60 
to 80 salesmen can be considered top- 


flight. 


Screening Salesmen 

Screening these salesmen requires 
two initial tests: 1) intelligence and 
2) knowledge of sales field. These two 
tests, Mr. Phillips said, will narrow the 
prospective hirelings to two or three, 
who then are screened for character 
qualities. 


What qualifications should the sales- 
man possess? 


Mr. Phillips summarized, “The day 
is almost here, at least it is on the 
horizon, when the feed dealer sales- 
man along with salesmen of virtually 
all lines, will be the-experts on retail 
establishment layout, effective use of 
inside and outside lighting, display 
methods, local use of advertising, sales 
training, and conceivably, in the fu- 
ture, even accounting and taxation. 
This salesman becomes, in reality, a 
quasi-partner in his customer's busi- 


” 


ness. 

This thought was emphasized fur- 
ther by Mr. Reeder in his talk, “A 
Design for Dealers.” He said, “A good 
dealer regardless of what industry he 
represents must be a full partner of 
the manufacturers whose goods he 
sells. In order to make a dealer a full 
partner with you, he must be informed 
not only about your products, but 
about the industry as a whole with 
special emphasis on competitive prod- 
ucts. The problem of communications 
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Butylated hydroxy toluene is 
approved for use as an 
antioxidant in human foods, 
animal fats and all 

animal feeds. 


~ ACCONOX*25 contains butylated hydroxy toluene (BHT) —a stable 
compound which has been approved for use as an antioxidant in hwman foods, 
animal fats and all animal feeds by the U. S. Dept. of Agriculture and the 
Federal Food and Drug Administration. 


easiest to use! 
ACCONOX*25 is an antioxidant PREMIX with superior handling qualities. 
It is non-electrostatic—won’t dust, cake or cling to mixing equipment. 


protects pigments! 


ACCONOX*25 protects the yellow carotenoid pigments including xanthophyll 
— insuring extra quantities of the pigments important to poultry carcass quality. 


prevents encephalomalacia! 
ACCONOX*25 is effective in protecting against encephalomalacia in chicks. 


preserves nutrients! 


ACCONOX*25 preserves important nutrients, both in the feed bag 
and in the chicken’s digestive tract, by deterring oxidation 
and preventing loss in potency of vitamins A and E. 


maintains palatability! 
ACCONOX*25 deters rancidity which develops in feeds during storage 
—keeps feeds appetizing longer by eliminating the unpleasant 
taste and smell which accompany rancidity. 


For further information on ACCONOX*25—the antioxidant of 
choice — get in touch with a Cyanamid Animal Feed Sales 
representative or contact us direct at the address below. 
*Trade—Mark 


ANTIOXIDANT FEED SUPPLEMENT 
—CYANAMID 


AMERICAN CYANAMID company | ANIMAL FEED DEPARTMENT | 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


THE FEED BA G—June, 1956 53 


; 
j 
i 
= 
ig 


NATURAL 


Non-protein forms of nitrogen constitute a 
considerable part of the digestible “crude” pro- 
tein in pasture herbage and other natural farm 
feeds. Oats, alfalfa, wheat mill feeds and even 
oilmeals contain a small percentage of their 
nitrogen in the form of Urea. As much as 444% 
of the nitrogen in ground oats is Urea and as 
much as 314% of the nitrogen in sun-cured 
alfalfa is Urea. Ever since man domesticated 
cattle and sheep, these animals have thrived on 
feeds containing natural Urea. Complete pro- 
teins, Urea and many other nitrogen compounds 
are involved in the production of proteins by 
the rumen organisms of cattle and sheep. 


PROCADIAN 
UREA 


Additional Urea added to feeds goes through 
the same process as the Urea of natural feed- 
stuffs used in rumen digestion. PROCADIAN 
Urea is made in factories by combination of 
ammonia and carbon dioxide. This pure form of 
Urea, with added conditioning agents such as 
wheat mill feed, provides an excellent, economi- 
cal source of protein in rations that contain 
starch and other energy sources, minerals, vita- 
mins and complete proteins. See us for high- 
quality, PROCADIAN Urea for use in all 
your mixed feeds for ruminants. You can get 
PROCADIAN Urea promptly by rail or truck. 


PROCADIAN 


P.O. Box 166, Omaha 7, Neb. Bellevue 1464 


P.O. Box 98, Ironton, Ohio Ironton 8-4366 

6060 College Ave., Indianapolis 20, Ind. Broadway 5443 

P.O. Box 188, Columbia, Mo. Columbia 2-4040 

FEED MIXTURE P.O. Box 869, Kalamazoo, Mich. Kalamazoo 5-8676 
235 Montgomery St., San Francisco 4, Cal. Yukon 2-6840 

The QUICK Source 133 Carnegie Way, N. W., Atlanta 3, Ga. Walnut 7805 
z 1203 Gervais St., Columbia 1, S. C. Columbia 3-6676 

of PROTEIN in P.O. Box 28, Hopewell, Va. Hopewell 6301 
> Mixed Feeds 4m 45 N. Snelling Ave., $t. Paul 4, Minn. Midway 5-2864 
Sz ace 2999 West 6th St., Los Angeles 5, Cal. Dunkirk 8-3201 


40 Rector St., New York 6, N. Y. Hanover 2-7300 
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JOHN REEDER 


with your dealer-organization cannot 
be over-emphasized.” 


Mr. Reeder summarized, “Dealers 
need constant inspiration or they will 
put out little perspiration in your be- 
half. Make your dealers full partners, 
not just friends. Keep them informed. 
Make sure they are identified as sellers 
of your product. Constantly inspire 
them. Treat them with firmness and 
kindness and everybody will be happi- 
er about the most important work of 
all — increased income.” 


Mr. Farmer 
Mr. Peacock’s talk concluded the 
afternoon program on May 24. “How 
Well Do You Know Mr. ‘F’?” was the 
title of his talk with “F” defined as 
the feeder and the farmer. 


Showing Mr. F how he can get 
more yield — more meat, more milk, 
more eggs — is the one advertising 
appeal feed men should employ in pro- 
motion programs, Mr. Peacock ad- 
vised. 

Said he, “The dollar bill [ profit} is 
your one appeal, absolutely.” 


He then presented a 13-point pro- 
gram for advertising development 
which included keeping primary ob- 
jectives in mind, talking Mr. F's lan- 
guage, promising and proving a bene- 
fit, stressing the word “new,” and tell- 
ing how to achieve more yields. 

The Friday morning session on May 
25, presided over by J. L. Krider of 
McMillen Feed Mills, opened with a 
rapid-fire discussion of “How Farmers 
Adopt New Ideas.” This was present- 
ed by two rural sociologists from Iowa 
State College, Drs. Joe Bohlen and 
George Beal. 

Their talk was a summary of 35 
studies conducted during the past 15 
years. Here is what they consider main 
factors in adoption of new ideas by 
farmers: 

“People go through several stages in 
learning about and in adopting new 


(Continued on page 56) 
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Convention Airs 


By BRUCE W. SMITH 


Its customary efficient message 
center operation was provided by 
the Chicago Feed club. The Windy 
city organization also maintained a 
continuous coffee service during 
the two days of general sessions. 


Bradshaw Mintener, head of the 
federal Food & Drug administration, 
likened his convention appearance 
in some ways to old home week. 
Prior to joining the government, he 
had been with Pillsbury Mills, Inc., 
for 21 years. When he left the firm 
he was vice president and general 
counsel. 


New Board Chairman Oscar 
Straube of Pay Way Feed Mills, 
Kansas City, never shirks associa- 
tion assignments. He has long been 
a key figure in the accomplish- 
ments of the Midwest Feed Manu- 
facturers association. 


Bill Lane and other members of 
the Nopco Chemical Co. crew main- 
tained a unique shooting gallery, 
which featured a large rotating tar- 
get, around the edge of which were 
mounted replicas of poultry and 
four-legged animals. The domestic 
fauna had little to fear from AFMA 
marksmen, few of whom scored 
many points. 


Meyer Kestnbaum, a convention 
speaker, is head of Hart Schaffner & 
Marx, widely-known clothiers. Here 
is what Mr. Kestnbaum wore when 
he addressed the convention: slim- 
lapel, single-breasted suit, pocket 
handkerchief, dark tie, and black 
shoes. His suit was a dark blue. 


The distaff portion of Empire Sales 
Training, Inc., Isabel (Mrs. Ralph) 
Everett was a balconyite at the 
speaking sessions. The capable 
“home office’ portion of the Empire 
staff is widely known in the feed 
industry. 


Some of his northern colleagues 
chided F. D. Brock, veteran Texas 
feed control official, because he 
didn’t bring any warm air north 
with him. The first day of the Chi- 
cago meeting featured 40-degree 
weather outside. 


A former Iowa State College ex- 
tension worker, Stan Geiser, was 


% 


on hand in his capacity as a public 
relations man for Eli Lilly & Co. 


The continued growing interest 
in the content of AFMA conventions 
was further evidenced by the pres- 
ence of Les Sturmer, farm editor of 
a Green Bay, Wis., radio station, 
who traveled nearly 250 miles to 
tape-record some interviews. 


The AFMA recording room was 
in almost continuous use. Bill Ma- 
son of WLS and Norm Kraeft of 
WGN, Chicago radio stations, were 
among the interviewers. 


Visitors to a special party and to 
the entertainment headquarters of 
Allied Chemical & Dye Corp. en- 
joyed Balladeer Oscar Brand. This 
talented young man has made a 
number of commercials for Proca- 
dian urea. 


AFMA Agricultural Service Di- 
rector Dick Kathe introduced his 
bride, Colleen, to convention 
guests. It was Colleen’s first big 
feed industry meeting. 


Tom Lockwood of National Con- 
tainer Corp., Chicago, flashes a 
winning smile and is a dead-ringer 
for Tom Lockard of the Mariners 
quartet. 


Bill Hill of Allied Chemical & 
Dye’s Kansas City area staff trav- 
eled the Morrison for two days 
wearing a badge identifying him as 
being from Indianapolis, before the 
mislabeling was called to his atten- 
tion. Another Allied Chemical rep- 
resentative, Cecil D. Pierce, regis- 
tered at the annual meeting for his 
first time. He serves seven states 
from Allied’s San Francisco office. 


Dean K. Webster Jr., retiring 
board chairman, was presented a 
plaque in recognition of his excel- 
lent record on the AFMA director- 
ate. Earlier this year, Mr. Webster 
received a plaque from the Junior 
Chamber of Commerce at his home 
town, Lawrence, Mass. 


An interest in new American feed 
formulations brought A. G. Kirstine 


from Edmonton, Alberta, Canada, - 


to the AFMA meet. Mr. Kirstine is 
with United Grain Growers, Ltd. 


(Concluded on page 56) 
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— Convention 

(Continued from page 55) 
ideas. These stages may be classified 
as: awareness, interest, evaluation, 
trial, and adoption. Mass media make 
their greatest impact in the awareness 
and in the interest stages. Neighbors 
and friends are most important as 
sources of information in the evalua- 
tion stage. 


DR. JOE BOHLEN 


“In the trial stage agricultural agen- 
cies and neighbors and friends are im- 
pertant. Dealers and salesmen are im- 
portant as sources of information in 
this stage when commercial products 
are involved. There are also variations 
in the types of communications used 
according to the nature of the change. 

“Variations in rates are influenced 
by individual, group,and community 
factors. These condition the decisions 
of farm operators in considering new 
ideas and practices. 


DR. GEORGE BEAL 


“The adoption of a new idea fol- 
lows a sequence of influences from the 
time an idea is formed until it becomes 
generally accepted. In this diffusion 
process people may be classified into 
types based upon the sequence in 
which they accept new ideas and prac- 
tices as follows: innovators, communi- 
ty adoption leaders, local adoption 
leaders, and later adopters.” 

Farm Bureau View 

Next to address the AFMA 1956 
meeting was Charles B. Shuman. Mr. 
Shuman is president of the American 
(Concluded on page 59) 
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Each research award winner was 
given 30 seconds to “get anything 
off your chest.” All that was on the 
chests turned out to be T-shirts and 
thank you messages to the assem- 
blage. 


The Borden Co. introduced a new 
cocktail, Fermacto, named for its 
newest feed industry product. Ap- 
parently offered to conventioneers 
only after careful quality-control 
checks, the new rum-base drink 
proved popular. Its distinctive green 
hue made it a cocktail apart. 


Sport jackets were in the lime- 
light at the gala Sunshine hour 
cocktail party this year: 

Matching striped models were 
worn by R. N. McMullen and J. E. 
Irby, partners in McMullen-Irby Co. 
of Atlanta. 

S. D. Formica of Ultra-Life Lab- 
oratories, Inc., East St. Louis, IIl., 
was a fashion plate in his light blue 
linen coat. 

A sharp gray number was the 
garment of Richard Blomfield of 
Minneapolis, partner in Blomfield- 
Swanson Brokerage. 

Pat Mulligan, sales executive for 
Mowat, Wilson & Co., Detroit, wore 
a handsome tan checked jacket. 

Another pace-setter in style was 
Everett Holst of Zip Feed Mills, 
Sioux Falls, S. D. Don Rogers of 
Miller Publishing Co. wore a bright, 
handsome red and blue patterned 
sports coat. 

Franklin Beardsley of Albany, 
N. Y., wore a distinctive checked 
jacket. 


Elected to the nutrition council 
were Dr. Walter A. Glista, Chas. M. 
Cox Co.; Dr. Herbert T. Peeler, 
Western Condensing Co.; Ralph C. 
Holder, Miller & Bushong, Inc.; and 
Myron M. Carpenter, King Midas 
Feed Mills. 

Warren S. Baker of Chas M. Cox 
Co. was elected to life membership 
on the nutrition council. This is 
the fourth life membership to be 
granted. 

The newly-organized feed trade 
advisory committee of the AFMA 
met for the first time. Hal Dean of 
Ralston Purina Co. is chairman. The 
committee’s purpose is to act as 
liaison on general feed industry 
and allied trade problems. 

A 22-hour open forum discussion 
of aspects of feed control relations 
was attended by more than 100 
conventioneers. A. J. Sntith of Mc- 
Millen Feed Mills is chairman of the 


AFMA feed control relations com- 
mittee. 


Eight new directors, who were 
elected recently by mail ballot, took 
their seats on the AFMA board. Re- 
elected were Dean K, Webster Jr. 
and R. D. Jackson. 

The new directors are: P. W. Chi- 
chester, Dietrich & Gambrill, Inc.; 
Fred K. Darragh Jr., Darragh Co.; 
E. F. Dickey, Honeggers’ & Co.; 
W. P. Frost, Eastern States Farmers 
Exchange; Herman Jensen, Golden 
Sun Milling Co.; Dean McNeal, 
Pillsbury Mills, Inc.; I. S. Riggs, 
Quaker Oats Co.; and L. F. Van 
Stone, Uncle Johnny Mills. 


Dr. Robert R. Spitzer of Murphy 
Products Co. was elected chairman 
of the AFMA nutrition council. He 
succeeds Harry J. Konen of Uncle 
Johnny Mills. The council author- 
ized a new committee to work close- 
ly with the veterinary profession 
and cooperate with the American 
Association of Veterinary Nutrition- 
ists. 


Customers of Chas. Pfizer & Co. 
who needed “tranquilizing” had 
only to ask Rod Hanchett of the 
Brooklyn firm's public relations staff 
for aid. Rod was carrying a small 
supply of a new variety of “tran- 
quil” pill made by the J. B. Roerig 
subsidiary of Pfizer. 


Although his company has long 
served hundreds of feed companies, 
H. George Wolfe, advertising man- 
ager for Merck & Co.'s chemical 
division, was attending his first 
AFMA convention. Mr. Wolfe was 
impressed by the serious and con- 
scientious approach of feed indus- 
try members. 


Al Wilson of Pfizer had a chance 
to relax a little at the convention 
after 48 busy hours handling the 
multiple details of his company’s 
agricultural conference at Terre 
Haute, Ind. 


The dog food division has a new 
name. It now is known as American 
Pet Foods Manufacturers, a division 
of the American Feed Manufactur- 
ers association. The group will hold 
its 1956 meeting in the Drake hotel 
next Sept. 20-21. Program lineup 
includes J. E. Hunter, Paul Phillips, 
Wayne Riser, and Jim Nash. 

The division at that time will re- 
port on its insect infestation re- 
search program now underway 
with the Agriculture department. 
Dog food packages are being irra- 
diated and stored under various 
conditions. 
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Ask the 
MERCK MAN 


Whether your problem is in mixing microingredi- 
entsor giving your formulations the advantages of 
recent discoveries, the Merck man is a good man 
to know. He can place at your disposal Merck’s 
vast research and production facilities—and hun- 
dreds of man-years of technical service experience 
with micronutrients and therapeutic agents in 
feeds. Get the Merck man in on your problem 
next time he calls, or contact him through the 
Merck sales office nearest you. 


ATLANTA + BOSTON + CHICAGO * DALLAS 
KANSAS CITY - LOS ANGELES - MINNEAPOLIS - NEW YORK 
PHILADELPHIA ST. LOUIS SAN FRANCISCO 


High energy rations require more 


RIBOFLAVIN 
to convert extra calories into pounds of gain 


Modern broiler rations supply more calories per 
pound of feed. So, today’s broilers make greater 
and faster gains on less feed. With the greater 
energy content of these new rations, overall feed 
intake is decreased. Therefore, to assure the re- 
quired vitamin intake, these rations must contain 
higher vitamin levels. 

Take advantage of latest research by adding 
MERCK RIBOFLAVIN or one of the Merck multi- 
vitamin mixtures containing riboflavin to your 
feeds. These are available for all types of poultry 
and livestock rations—designed for precision in 
handling and economy in shipping and stcring. 


RIBOFLAVIN (Grams per ton) 


RIBOFLAVIN BROILER RATION | BROILER RATION 
MERCK 


Research and Production for 


MERCK & CO., INC. 
Better Poultry and Animal Nutrition 


RAHWAY, NEW JERSEY 
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— Convention 
(Continued from page 56) 
Farm Bureau federation. He labeled 
his talk “Stabilization by Legislation?” 
Mr. Shuman stated, “Success or fail- 


ure in farming rests on the individual... 


Farmers do better when they gear 
their production to the market than 
when they depend on government to 
bolster their prices.” 

The two problems in agriculture, ac- 
cording to Mr. Shuman, are economic 
and social-sociological. The first prob- 
lem, economic, has arisen because of 
declining farm prices and high rigid 


price supports which has resulted in . 


nine billion dollars worth of govern- 
ment-owned surplus, Mr. Shuman con- 
tended. 

On the second point, Mr. Shuman 
said, “Approximately 2/2 million fam- 
ilies produce 90 per cent of the farm 
goods. Another 2Y2 million are in ru- 
ral areas but not farmers. These are 
not exclusively problems of agricul- 
ture, rather of the whole nation. 

“We have been trying to solve eco- 
nomic problems by legislation for 25 
years,” Mr. Shuman said. “Here’s 
what we learned:” 


1) Prices are not set in Washington, 


CHARLES SHUMAN 


rather by the consumer. 

2) Congress will not take steps to 
cut production greatly. 

3) A product can’t be brushed off 
the market. 

“Instead of rejecting old programs,” 
the farm organization chief explained, 
“legislators pass new additional laws. 
There is room for tremendous increas- 
es in agriculture production, and even 
\t our present output rate, we couldn't 
consume all we could produce in the 
next 50 years.” 

Hinting at a threat of socialized ag- 
riculture, Mr. Shuman said, “We don’t 
want agriculture to operate like a pub- 
lic utility. We should change our di- 
rection. We need aggressive surplus 
disposal programs, but they won't do 
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the job alone. At the same time we 
must have means of halting additions 
to the surplus stockpile. We must 


to 
HELP 


BLACKSTRAP MOLASSES 


15,000,000 


CIRCULATION 
IN 1956 FOR ADS LIKE THIS 


YOU SELL MORE 


shrink our total agricultural plant. 
Farm Bureau favors variable price sup- 
ports, geared to a realistic appraisal of 
supply and demand, and designed to 
encourage farmers to produce for the 
market rather than for government 
storage.” 

Winding up the convention was a 
talk by Dr. Kenneth McFarland of 
General Motors Corp., Detroit. Using 
the title “Lamplighters,” Dr. McFar- 
land called for more inner light in 


personality that will bring success. 


@ POUND EQUITY, Pound, Wis., has 


purchased a new Wenger molasses mixer. 


= 


MOLASSES 


PRESERVIN 
G SILAGE 
SWE 

ETENING FEEDS 


is 85% black- 


dehy- 

drated. Takes less, 
Costs less because it’s 
concentrated and 
§ No waste. Guar- 
anteed dry, free-flow. 
ing. Write for folder. 


FREE 


Magnetic 


Breeding 
if you send local feed dealer's ipo 


Th 
CG 1905 Euctip 
DES MOINES 13, 


1OWA 


The world's leading producer of dehydrated blackstrap molasses — 
leads again, with an intensive farm advertising program that will 
have a total circulation of over 15,000,000 in 1956! Cash in on the 
growing demand for OMALASS! Sell OMALASS for preserving 
silage — for sweetening feeds. OMALASS builds profitable repeat 
sales. Check on other sales helps available to you. 


OMALASS IS ADVERTISED IN: 


Successful Farming 
Better Farming Methods 
Corn Belt Farm Dailies 
Farm Quarterly 

Kansas Farmer 


Montana Farmer Stockman 


Ohio Farmer 
Wisconsin Agriculturist 


The Farmer 
Hoard's Dairyman 
Missouri Ruralist 
Nebraska Farmer 
Prairie Farmer 
Wallaces Farmer 
Record Stockman 
Cappers Farmer 


01 East Euclid Ave ue 


~< LABORATORIES, INC. 
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THE BEST 
FOR 25 YEARS 


The Model “A” BAGPAKER® for 25 years has proved there is no better method 
than the rotary turret for maintaining a high packing rate. Not one Model “A” 


BAGPAKER?® installed by us has ever been replaced by another design. 
OW Now this proven machine has been modified and simplified, incorporating all the 


improvements indicated desirable in 25 years of unrivalled successful operation. 


WITH IMPROVED DESIGN 
THE NEW MODEL“AF” BAGPAKER® FEATURES: 


| p ’ S N EW M 0 del éé AF 9 New Simple Design—for free-flowing or semi-free-flowing feeds, fertilizers, etc. 


Simplified Operation and Maintenance. 
® Automatic sewing reduces bag size—cuts cost. 
B AG PAKE R Packs from 20 to 25 multiwall bags per minute with one operator. 
LOWER COST. 


For detailed information, call or write FB-6, no obligation .. . 


“ional 


220 EAST 42ND STREET, NEW YORK 17,N. Y. 


BRANCH OFFICES: Atlanta - Baltimore - Boston - Chicago - Cincinnati - Cleveland - Dallas - Denver - Des Moines - Detroit - Kansas City, Kansas - Los Angeles 
Minneapolis - New Orleans - Philadelphia - St. Louis - San Francisco - IN CANADA: The Continental Paper Products, Ltd., Montreal, Ottawa, Toronto 
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Russell New Ad Manager 
For Sprout-Waldron 


Robert W. Russell has joined Sprout, 
Waldron & Co., Inc., Muncy, Pa., as adver- 
tising manager. President Harold M. Soars 
disclosed Mr. Russell’s appointment. : 


ROBERT RUSSELL 


Considered well-versed in industrial ad- 
vertising and sales promotion, Mr. Russell 
was sales promotion manager for Consoli- 
dated Metal Products Corp., Albany, N. Y., 
prior to joining Sprout-Waldron. 

The new S-W advertising manager also 
has served with the advertising department 
of American Chain & Cable Co., Inc., 
Bridgeport, Conn. 


Hold Arcady Feed School 
For 50 at Peoria, Ill. 


How to obtain more efficient livestock 

production was the key objective of a one- 
day school conducted recently by Arcady 
Farms Milling Co., Chicago. The school, 
held at Peoria, Ill., was attended by 50 feed 
merchants from the Midwest. 
. Arthur H. Palmer, Arcady nutrition and 
research director, was in charge of the one- 
day event. The feed manufacturing firm 
also has held similar classes this spring at 
Green Bay, Wis.; Bloomington, Ind.; Wau- 
seon, Ohio; and Lansing, Mich. 

Guest Speaker J. O. Alberts of the Uni- 
versity of Illinois discussed “The Healthy 
Grunt and How to Keep It” at the Peoria 
meet. Other subjects dealing with the theme 
of the meeting were covered by Arcady per- 
sonnel. 


@ HARPER ELEVATOR, North Branch, 
Mich., has installed a new Bryant pre- 
crusher. 
® OHIO VALLEY FEED CO., Racine, 
Ohio, has purchased a new Blue Streak 
hammer mill and 1Y-ton mixer. 
® MADISON COUNTY FARM BU- 
reau, Elwood, Ind., has installed a Series 
700 Wenger molasses mixing system. 
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Coming Events 


Association of Southern Feed & Fertilizer Control Officials, 


Hotel Roanoke, Roanoke, Va. June 28-30 
Wisconsin Seed Dealers Association, 

Wisconsin Branch Experiment Station, Hancock July 13 
New Mexico Grain & Feed Dealers Association, Lake View Hotel, 

Carlsbad July 15-16 
American Poultry & Hatchery Federation, Civic Auditorium, 

Minneapolis July 17-20 


Poultry Science Association, North Carolina State College, Raleigh......... Aug. 7-10 


North Carolina Feed Manufacturers Association, Fort Sumter Hotel, 


Charleston, S. C. Aug. 10-11 
Wisconsin Nutrition School, University of Wisconsin, Madison .......... Aug. 13-14 
National Soybean Processors Association, University of Illinois, 

Urbana Aug. 13-15 


Chicago Feed Club, Olympia Fields, Chicago Sept. 18 
Arkansas Feed Conference, University of Arkansas, Fayetteville ........... Sept. 20-21 
Pennsylvania Millers & Feed Dealers Association, 

Abraham Lincoln Hotel, Reading Sept. 23-25 
Purdue Broiler Day, Purdue University, Lafayette, Ind. Sept. 27 
Texas Nutrition Conference, Texas A €& M College, College Station ......... Oct. 4-5 


California Animal Industry Conference, Memorial Auditorium, Fresno..Oct. 15-16 


Association of American Feed Control Officials, Shoreham Hotel 


Washington, D. C. Oct. 16-18 
Florida Nutrition Conference, University of Florida, Gainesville ................ Nov. 8-9 
Missouri Feed Conference, University of Missouri, Columbia ............... Nov. 12-13 
Midwest Production School, Muehlebach Hotel, Kansas City 00222... Dec. 3-5 
North Carolina Nutrition Conference, North Carolina State College, 

Raleigh Dec. 6-7 

1957 
Kansas Feed Conference, Kansas State College, Manhattan 200000020. Jan. 7-8 
Utah Feed Manvfacturers & Dealers Association, 

Brigham Young University, Provo Feb. 14-15 
Midwest Feed Manufacturers Association, Broadmoor Hotel, 

Colorado Springs, Colo. Feb. 17-19 
Distillers Feed Conference, Sheraton Gibson Hotel, Cincinnati .................March 13 


Kentucky Feed & Grain Association, Seelbach Hotel, Louisville ..........Aug. 20-21 
P| Grain & Feed Dealers National Association, Morrison Hotel, Chicago.....Sept. 9-11 . 
| 


Experimental feeding of dairy cows 
for high-level milk production and 
body maintenance is beginning to in- 
dicate what well-fed animals will eat 
in the years to come. 

Today, USDA dairy scientists are 
certain that high-energy feeds will top 
future menus that a dairyman selects 
for his herd. There will be adequate 
protein — but not an oversupply. 
Cows may also have greater access to 
such additives as urea, molasses, and 
tallow, as well as vitamins for relieving 
certain metabolic disorders. 

High-energy feeds will come from 
the same sources as they do now. But 
federal Dairy Nutritionist L. A. Moore 
foresees an increased proportion of 
such feed coming from grass-legume 
pasture crops rather than from grain 
supplements as at present. 


Grassland farming is becoming in- 
creasingly important. Research has al- 


twine has 6 cylinders in e@ 


Tel. WAbash 2-2065 


Milk Making Tomorrow 


“Today's Research Paves Dairymen s Way 


ready shown the high energy derived 
from grass-legume crops cut and 
stored as hay or silage at the optimum 
stage to provide the most in feed value. 
Test after test demonstrates that such 
crops provide the best feed when har- 
vested well before maturity. In this 
condition, they supply a substantial 
art of the energy and protein-bearing 
feeds that cows need for high-level 
production. Grain is now the usual 
standby for this purpose. 

The swing to grass-legume hay and 
silage doesn’t mean that dairymen of 
the future will discontinue feeding 
grain concentrate. But it does mean 
they aren't likely to seek high-level- 
protein feed in grain alone if other 
sources are available. 


This timely report on probable dairy 
feeds of the future was prepared by scien- 
tists at Beltsville, Md. 


MORE PROFIT 


with 


J-MTC TWINE 
Here’s Why! 


REALLY SELLS FAST! J-MTC baler and binder twines are made from 
the finest Grade "A" Sisal fiber, grown under ideal conditions in 
Yucatan, Mexico. It's strong, uniform and the baler twine is 


BRINGS BUYERS BACK! Satisfied customers come back for more 
J-MTC twine. It's chemically treated with rot, mold, insect, and rodent 
repellants. Each cylinder wrapped in strong paper, tagged to indicate 
starting point, machine wound so it runs smooth and doesn't collapse. 


EASY TO STOCK! Here's a no-work item that sells itself. Baler twine 
is shipped in bundles of two cylinders totaling 40 Ibs. gross; binder 
50-Ib. gross wt. 

bundle. Combinations easily made. Bag 
4-ply waterproof paper and securely 


J-M TRADING CORP. 


W. Jackson, Chicago 4, Ill. 


Grass-legume pasture crops will be 
one source. Another source may be 
urea as a feed additive. Cows, because 
they are ruminants, convert urea to 
amino acids and protein. Urea, made 
synthetically, is most effective when 
added to home-grown grain rations. 
Such rations rarely contain more than 
10 per cent protein — which permits 
the utilization of added urea by 60 to 
80 per cent. In grain feeds (commer- 
cial) that have 14 to 18 per cent pro- 
tein, addition of urea is wasteful since 
utilization then seldom tops 40 per 
cent. 


Use of urea in dairy-cow diets of the 
future will depend then — as it does 
now — on the cost of this product in 
comparison with the cost of grain 
feeds. It will pay, for example, if the 
cost of a pound of urea, plus six pounds 
of carbohydrate concentrates, is less 
than the cost of seven pounds of pro- 
tein concentrates from various sources. 

Molasses has a definite place in feed 
rations for beef cattle, and its use in 
dairy rations can be expected to in- 
crease in the future..A byproduct of 
cane, beet, corn, and citrus sugar man- 
ufacture, “blackstrap” molasses serves 
the two-fold purpose of adding nutri- 
tion and palatability to feeds. It is fre- 
quently mixed with ground feeds and 
is even used as a pasture spray to in- 
crease the palatability, nutrition, and 
intake of low-quality pasture crops. 
Although its availability for feed use 
once depended largely on the demands 
of the alcohol industry, increasing syn- 
thetic manufacture of alcohol has left 
larger quantities of molasses for feed. 
Since 1943, the use of blackstrap mo- 
lasses in feed has mounted steadily. 

Replacement of soap by synthetic 
detergents has made available large 
quantities of inedible tallow. This 
product is being used successfully in 
cattle, sheep, and poultry rations. Its 
value as an ingredient of calf starter 
rations has been demonstrated by co- 
operative research by the Connecticut 
experiment station (Storrs) and ARS. 
A ration containing 10 per cent stabil- 
ized tallow, fed at the rate of four 
pounds a day per calf, resulted in an 
increase of five to six per cent in the 
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There are no posts or other obstructions in Butler build- 
ings . . . no interior brace rods . . . 
holes. This, plus the ability to put big doors anywhere, 
makes them ideal for grain storage, sales barns, etc. 


Warehouse operations, including bagged grain st 


quip . for year-‘round comfort. 


Butler steel grain storage buildings 
NEVER turn into “white elephants” 


Before you invest in new grain storage facilities, ask your 
Butler Builder to show you the Butler slide film, “A New 
Profit Dimension in Grain Storage.” 

The film explains, in detail, how you can make bigger 
grain storage profits than ever before — with Butler. 

Butler steel grain storage buildings are engineered to 
hold grain, not modified from some other use. The famous 
rigid frame and tough cover panels are designed to with- 
stand storage pressures without interior posts, brace rods 
to the floor, or other braces. 

Grade is easy to maintain because moisture and vermin 


Be sure to see the informative new Butler slide film. And for catalog 
giving full information on Butler steel grain storage buildings, mail 
coupon. 


Manufacturers of Oil Equipment 
Steel Buildings ¢ Farm Equipment ¢ Dry Cleaners Equipment 
Outdoor Advertising Equipment ¢ Special Products 


Factories at Kansas City, Mo. * Galesburg, III. © Richmond, Calif. 


Birmingham, Ala. * Houston, Texas * Burlington, Ont., Canada * Minneapolis, Minn. 
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are sealed out. Die-formed cover panels, moisture- 
proofed with weather-sealing compound, fit hand-in-glove. 
Each panel is double-bolted to every girt it rests on. One 
piece corners and roof ridge, crimping of corrugations at 
doors and base, mitering of sidewall panels where they 
join with roof panels—all these shut out weather, vermin. 

And it is these features that also make Butler buildings 
perfect for warehousing, sales barns, garages. Your Butler 
building never stands idle — never turns into a “white 
elephant.” Your investment in a Butler goes right on pay- 
ing dividends year after year — regardless of conditions. 


BUTLER MANUFACTURING COMPANY 

7392 East 13th Street, Kansas City 26, Missouri 

992A Sixth Avenue, s. E., Minneapolis 14, Minnesota 

1048 Avenue W, Ensley, Birmingham 8, Alabama 

Dept. 92A, Richmond, California 

0 | want to see film. Send name of my Butler Builder. 

(0 Please send catalog on Butler steel grain storage 
buildings. 

Name 

Address 

Zone. 


Weather-tightness and fire safety provide protection for 
no brace-rod chuck are a natural for Butler buildings. Straight sidewalls men and machinery when Butler steel grain storage 


and post-free, clear-span interiors afford ildings are used as garages. Buildings easily insulated 
storage space, unrestricted t of i 
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calves’ rate of gain. Tallow cost will 
determine its future use as a feed in- 
gredient. 


Nutritionists see little chance of ma- 
terial change in the various ‘minerals 
used in feeds. It is assumed that com- 
mercial feed manufacturers add the 
more common elements such as cal- 
cium and phosphorus, as well as so- 
dium, chlorine, and iodine in the form 
of salt. These feeds likely contain 
trace minerals such as iron, copper, 
manganese, and cobalt. All these, it 
may be expected, will be a part of 
mixed feeds of the future. 

Work at the Ohio experiment sta- 
tion over a period of about 10 years 
has already shown that milk fever can 
be prevented in cows by feeding five 


COBALT CARBONATE 
COBALT SULFATE 
COBALT SULFATE 
MONOHYDRATE 
COPPER CARBONATE 
COPPER HYDRATE 
COPPER SULFATE 


CHICAGO CINCINNATI 


LOS ANGELES NEW YORK 


TRACE MINERALS 


for feed concentrates 


Uniformity and good quality are characteristics 
of all Harshaw Trace Mineral Compounds. These de- 
pendable necessities enable you to maintain the correct 
percentages of essential elements in your concentrates 
and furnish a complete mineral supplement to the feed 
industry. Let Harshaw supply your requirements from 
convenient stock locations. 


SEND FOR YOUR COPY OF 
“Functions and Requirements of Cobalt Livestock Rations” 


tHe HARSHAW CHEMICAL co. 


1945 East 97th Street, Cleveland 6, Ohio 


CLEVELAND 
PHILADELPHIA 


to 30 million units of vitamin D daily 
for three to seven days before the 
birth of a calf and one day after birth. 
Milk fever-prevention rations, for use 
at such times, are offered by some 
feed companies. Greater use of vita- 
min D for this purpose in the future 
seems almost certain to develop. 


Warren of Murphy Speaks 
To Badger Sales Heads 


Thirty midwestern sales managers from 
in and out of the feed industry heard Leo J. 
Warren of Murphy Products Co., Burling- 
ton, Wis., as opening speaker at a sales 
supervision institute, held recently for the 
first time at the University of Wisconsin. 
Mr. Warren is vice president and general 
sales manager for Murphy. 


IRON OXIDE 
IRON SULFATE 
MAGNESIUM SULFATE 
MANGANESE CARBONATE 
MANGANESE SULFATE 
ZINC CARBONATE 

ZINC SULFATE 


DETROIT HOUSTON 


PITTSBURGH 


LEO WARREN 


Mr. Warren headed his talk “What Does 
Sales Supervision Cost?” The institute is 
sponsored by the university's school of 
commerce in cooperation with the Wiscon- 
sin Manufacturers association and two state 
sales executives clubs. This was the first 
session. 


Tell Breed of Gilt May 
Set Maturation Date 


Sexual maturaticn dates of gilts can vary 
as much as 74 days between breeds. In 
four-year trials with 500 gilts at the Univer- 
sity of Wisconsin, inbred gilts took longer 
to reach the first heat than linecross gilts. 
Purebreds matured later than crossbreds. 


W. C. Foote, D. P. Waldorf, A. B. Chap- 
man, H« L. Self, R. H. Grummer, and L. E. 
Casida, livestock research workers, recorded 
average maturing dates of 184 days for 
some groups of gilts and as high as 258 days 
for others. 

They also found that Poland China gilts 
took 200 days to mature, while the average 
time of first heat was 242 days for Durocs 
and 267 days for Yorkshires. 


Bandseeding No Help to 
Better Legume Stands 


Bandseeding legume seed apparently has 
no edge over the conventional method of 
broadcasting when the soil is fertile. In 
University of Wisconsin field tests, both 
seeding methods produced about the same 
number of alfalfa plants per acre. 

Agronomists M. J. Wright and J. M. 
Sund explained that the band seeding meth- 
od involves planting the legume seed in « 
narrow band in the soil directly above * 
band of fertilizer and oats with a specia 
attachment on the grain drill. 

It was agreed that bandseeding may prov: 
more effective than broadcasting when th- 
soil is less fertile and sandy than that use: 
in the university trials. 
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New 


. 
Bemis Multiwalls 
the shipping sack with BALANCED STRENGTH 


New Bemis Strength-End Multiwalls, strength- 
ened top and bottom where most sewn bag 
breakage is experienced, will cut packing trou- 
bles and costs for you. 


You'll save money one of these two ways with 
Bemis Strength-End Multiwalls: You may 
switch from a more expensive type of shipping 
container. Or, if you are already using multi- 
walls, you might use bags with fewer plies, be- 
cause of the greater end strength, where it is 
needed. Bemis Strength-End Multiwalls may, 
at lower cost, do your job as well or better. 


SUCCESSFULLY TES 


Bemis Strength-End Multiwalls have been suc- 
cessfully tested in all sections of the country 
and under all climatic conditions. They have 


proved themselves for packing cement, fertili- 
zer, chemicals, flour, salt. 


Here’s how it’s reinforced 


The reinforcement in Bemis Strength-End 
Multiwalls is a strip of sturdy kraft, several 
inches wide, running horizontally around the 
bag at the ends... anchored to the other walls 
so it works in conjunction with them... and 
adding greatly to the strength both at the sew- 
ing line and at the gusset corners. It’s just plain, 
common-sense, balanced strength construction. 


*TRADE- MARK 


Get the complete story about Bemis Strength-End Multiwalls from your Bemis Man. 


General Offices —St. Louis 2, Mo. 
Sales Offices in Principal Cities 
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Kracked Korn 


WHISTLE STOP 
Passerby: “This is a quaint little village 
you have here. Truly one-half the world is 
ignorant of how the other half lives.” 
Local Yokel: “Not in this burg, mister! 
Not in this burg!” 


She defines husbands as the first guaran- 
teed annual wage. 


$ FASTEST SCREEN CHANGE OF ALL: Screens 
are changed at record-breaking speed while 
mill is running. With cover closed at all 
times, there’s no exposure to whirling ham- 
mers. Screens slide in and out without 
jamming or sticking. 


& UNEQUALED RUGGEDNESS AND STAMINA: 
Built to handle heavy work schedules, 
Schutte Mills feature special heavy steel 
construction welded at every stress point. 


Just looking at the brassiere ads will show 
you that honesty no longer is the bust 
policy. 

* 
PUCKER UP 

Mother: “Don’t you realize that kissing 
is a good way to catch germs?” 

Daughter: “It’s not only good, it’s per- 


HAMMER 
MILL 


$ HIGHLY SERVICEABLE SIMPLICITY: Down- 
time is cut to a bare minimum. All parts 
are quickly accessible without disturbing 
feed arrangements. 


& SCHUTTE PAT. ADJUSTABLE HAMMERS: 
10 quickly-positioned cutting surfaces assure 
long cutting life and low hammer cost. 


All of the facts are yours for the asking. 
Write for free literature today. 


« SCHUTTE PULVERIZER CO., INC. 


Manufacturer of Famous Schutte Hammer Mills and Replacement Parts 
Buffalo 15, N. Y. 


27 Clyde Ave. ° 


A woman remans young as long as she 
takes more intere.t in the fit of her sweater 
than in the fit of her shoes. 

Doc Anklam: It is better to have loved a 
short girl than never to have loved a tall. 
* 

STEP BACK 

Smart Sam (getting on bus): “Well, 
Noah, is the ark full?” 

Driver: “No, come aboard; we need an- 
other jackass!” 

Credit is given to Duncan Hines for this 
after-dinner comment: “If the soup had 
been as warm as the wine; if the wine had 
been as old as the turkey; and if the turkey 
had had a breast like the waitress, it would 
have been a swell dinner.” 

SALES STAMINA 

A big feed merchant died and was re- 
fused entrance through the Pearly Gates. 
He had just become settled when he was 
slapped on the back and into his ear came 
the voice of a salesman who had pestered 
him on earth. 

“T'm just keeping the appointment,” said 
the salesman. 

“What appointment?” 

“Well, every time I tried to talk to you 
on earth, you said you would see me here 
first.” 

* * 

“I think it’s the fleece of a hydraulic 
ram,” said the freshman in an engineering 
class, when asked to describe steel wool. 

The only things that keep some men 

from becoming bare-faced liars are their 


mustaches. 


* * 


OUCH 

The descending elevator was crowded 
and a well-stacked blonde gal was pushed 
tightly against the husband of a fortyish 
woman standing nearby. The closeness of 
the blonde caused the man to blush happily. 

When the elevator stopped, the blonde 
turned in anger, slapped the man, and stat- 
ed, “That'll teach you to pinch!” 

No longer aglow and quite perplexed, the 
man waited until the blonde had left and 
then stammered to his wife, “But, I didn’t 
pinch her.” 


“T know that,” his wife replied. “I did.” 


# 


This is the time of year that brings back 

the jun’or in many a senior. 

Our favorite letter to the lovelorn editor 
reads as follows: “I am a mother of four 
children. My hubby would like to have 
another child, but I read that every fifth 
child born in the United States is Chinese. 
Shall I take a chance?” 


* 
UH HUH 
“They are very exclusive up at that nud- 
ist camp I visited last week. Even the per: 
son who opened the door was a member. 
“Was it the butler or the maid?” 
“I don’t know, he or she didn’t have on 


any clothes.” 


Then there was the blonde who bought 
a baseball, a bat, and a fielder’s mitt be- 
cause the boss told her they would get along 
great if she would only play ball with him. 
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Purina Dealer EARNS business” 


\ — says Mr. Dallas Raab 


“My Purina Dealer, Crosley Farm Store, Eldora, lowa, gives me the type of service 
any farmer would appreciate. Wherever I've got a problem, or there's a chance of 
increasing my poultry or livestock profits, you can bet your 
boots my Purina Dealer is in there helping me all the way!” 


V4 hether it’s weighing my livestock to give me the Beecher Crosley ... Purina Dealer 
cost and rate of gain, feed deliveries, or showing me ‘ ‘ 
‘ x “The Purina Franchise Is 
ways in management or feeding to increase my poultry 
and livestock profits, Mr. Crosley and his staff, of the Something P’'m Mighty Proud Of” 


rosley Farm Store, are always willing to help out.” “When you can do something for your cus- 
Vs y ‘ y 8 P tomers that helps them, and you make a good 


That’s what Mr. Dallas Raab says about his Purina profit for yourself at the same time... that’s 
: something to be proud of! And through Purina’s 

Dealer. Farming 240 acres near Eldora, Iowa... Santing, 
including 300 hogs, 75 feeder cattle, and 400 hens... able to =< _ aatiente my ee 
P now I’m helping them make a profit because 

that kind of Purina service is appreciated. As Mr. Raab feeding, 
puts ies “Putting service, advice, and finance all to- and sanitation. Purina’s knowledge of the feed 

z business helps me make a profit, too. 

gether, Crosley Farm Store has earned my business... Saath of 
and they deserve it!” who will help their dealers with a confidential 


money management plan. Their staff of people 
trained in Money Management, Organized Out- 

side Selling, and other aids to make my business 
Real Service profitable is something I certainly appreciate. 
to the Farmer 


*‘All these things, plus the fact that Purina’s 
products are of the topmost quality, make me 
real proud to be the Purina Dealer in my market.” 


You can get details on the Purina Franchise by 
writing: 

RALSTON PURINA COMPANY, 

1601 Checkerboard Square, St. Lovis 2, Mo. 
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SPENCER KELLOGG 
MEAL SALES OFFICES 
ARE LOCATED AT: 


Buffalo CL 5850 
Chicago FR 2-3437 
Decatur 5365 
Des Moines 4-7291 
Long Beach HE 2-4954 
Minneapolis FE 5-4221 
Philadelphia PE 5-8787 


approaches 


to the FINEST 


Robert Terrill, Production Superintendent who is in charge of the 
Central Control ud Plant Laboratories, is here showing to Don Coon 
some of the meal samples that have been examined in his laboratory. This 
picture was made in the Quality Control Laboratory located in the new 
Spencer Kellogg Research Center. The work of this scientific headquarters 
assures strict adherence to the best standards as it oversees the work of 
the individual plant laboratories. These are located in all Spencer Kellogg 
production centers...nine large mills in different crop areas, serving the 
entire country. 

Don Coon, who is Field Sales Manager of the Oilseed Meals Division, 
also makes an important contribution to quality. As he travels on behalf 
of the sales development of Spencer Kellogg Special Products, he obtains, 
at first hand, information on the customer’s exact wants. 

Out of such collaborations as this between commercial and scientific 
specialists come valuable modifications of process techniques to make 
better meals and meal specialties that fit precisely the customer’s needs. 

Spencer Kellogg always offers you complete assurance of quality and 
uniformity and a commercial service that gives satisfaction in every way. 


SPENCER KELLOGG AND SONS, INC. 
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FIELD FEATURE 


The heart of the livestock marketing 
industry in northwestern Illinois is 
the site of a progress-minded feed 
company, Stock Yards Feed Store of 
Galesburg. The firm is headed by 
President Leonard Woods and is lo- 
cated at the Chicago, Burlington & 
Quincy stock yards in the city of 
40,000. 

Stock Yards Feed Store has been in 
business since 1935 but entered the 
mixing phase of feed retailing only 
this year. The firm completed a new 
30 by 40-foot mill structure in January 
and formally dedicated it at an open 
house ceremony Feb. 1. 

Stock Yards’ feed operation is 
housed in two Butler-made steel build- 
ings, the first of which was erected in 
1948. This structure measures 50 by 
100 feet and adjoins the new mill 
building, also a Butler steel edifice. 
The metal building concern has a man- 
ufacturing plant at Galesburg only a 


PHOTOS BY THE FEED BAG 


Why Company 


ade Decision 


Build Mill 


By BRUCE W. SMITH 


mile from the Stock Yards mill. 


“The reason we decided to invest 
$50,000 in a feed mill was that custom- 
ers who bought concentrates from us 
then had to take them to another feed 
plant to have them mixed or else had 
to mix them at home,” President 
Woods explained. “We. have been in 
the order buying business for more 
than 25 years and many of our live- 
stock suppliers long have bought con- 
centrates here. We decided a year ago 
to offer them a really complete serv- 
ice.” 
Stock Yards Feed Store utilized the 
engineering services of Prater Pulver- 
izer Co., Chicago, in planning and 
outfitting its new mill. Prater Engi- 
neer Howard Baumann of Normal, IIl., 
supervised the entire project. 


Here is the equipment in Stock 
Yards Feed Store’s new plant: 
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LEONARD WOODS 


Seventeen million a year. 


Two three-ton Blue Streak Twin 
Spiral mixers 
Size 6 Blue Streak hammer mill with 
Pratermatic screen changer 
Separate motor-driven fan for mill 
Zip corn sheller 
Huss & Schlieper cup elevator, 32- 
foot length 
Prater screw conveyor, 15-foot 
length 
Two Prater drag feeders, 12 and 24 
feet long 
Truck hoist 
Once the design and plans had been 
approved, Don Abel of Milwaukee and 
his Abel Co. millwrights took over 
the project. In addition to the work- 
ing machinery, the Stock Yards plant 
includes two inside steel storage tanks, 
each capable of holding 1,000 bushels 
of corn; a 20-ton truck scale; and large- 
capacity truck dumps. 
“Our new mill has attracted custom- 


THIS IS THE WAREHOUSE AND MILL OF STOCKYARDS FEED STORE AT GALESBURG, ILL. 
What reasoning prompted spending $50,000 on the new plant? 


69 


i 
wey 
q 


ers who never bought feed here be- 
fore,” according to Lloyd McQueen, 
co-manager of the feed phase of Leon- 
ard Woods’ expanding business. “We 
really would have been satisfied to 
have had only the mixing business of 
the customers for concentrates whom 
we already had.” 

Some of the latter had been buying 
concentrates from Leonard Woods 
since he first began handling the prod- 
ucts in 1935. Mr. Woods had started 
in business as a livestock order buyer 
in 1929. Backloads for livestock haul- 
ers originally prompted him to get in- 
to the feed business. He entered it at 
first on the scale of a sideline, storing 
feed in wheel-less boxcars at his track- 
side location. 

Headquarters of Stock Yards Feed 
Store and its parent organization, 
Galesburg Order Buyers, Inc., is 
housed in a railroad-owned building 
which once served as an overnight ho- 
tel in the days before Pullmans were 
in wide use. Next door to the feed 
store offices, a small restaurant still 
operates as a carryover of the days 
gone by. 

Besides the operation at Galesburg, 
Stock Yards Feed Store also has a re- 
tail outlet at tiny Aledo, Ill. The par- 
ent Galesburg Order Buyers, Inc., has 
20 hog-buying locations in western 
Illinois and eastern Iowa and also is 
in the coal business at Galesburg. 

Combined, Leonard Woods’ varied 
operations cover a 150-mile radius and 
produce an annual gross of 17 million 
dollars. This, of course, is principally 
revenue from livestock handling; how- 
ever, the feed department gross is in- 
creasing steadily. 

“We use radio advertising and sub- 
stantial newspaper advertising to pub- 
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_and market prices make up the non- 


licize all phases of our business,” Mr. 
Woods explained. “Galesburg’s daily 
newspaper, the Register-Mail, figures 
importantly in our advertising. We 
utilize its display advertising columns 
to good advantage. 


beef feed. Our total concentrate busi- 
ness last year came to 3,500 tons and 
the volume is up even higher this 
year. 

“In beef feeds, 75 per.cent of our 
output contains stilbestrol, a tribute to 
the remarkable growth in popularity 
of this growth stimulant in less than 
18 months,” he added. 

Seventy-five per cent of the feed 

_sold by Stock Yards Feed Store is de- 
livered to the customers’ farms. Rob- 
ert Hook is in charge of deliveries 
and he occasionally is aided by Will- 
iam Mavis, Charles Steck, and Sam 
Blair, other members of the Galesburg 
staff. Feed deliveries are made on re- 
quest and usually are for substantial 
quantities. 

The Aledo outlet, located in a cross- 
roads town 40 miles northwest of 
Galesburg, is manned by Bob Scovil 
and an assistant. It was opened six 
years ago. 

The pride of the Stock Yards Feed 
Store operation, however, is the mod- 
ern mill at Galesburg. Many time-sav- 
ing features have been incorporated 
into the layout by Mr. Baumann and 
the machinery manufacturer's engi- 
neering staff. Typical is the fact that 
storage bins and drag feeders can be 
unbolted for service and need not be 
rewelded for re-assembly. 

Electrical controls are housed in a 
separate, closed room. Altogether, 
there are 23 separate controls in the 
basement-level electrical center. 


The’ combined Galesburg organiza- 
tion headed by Leonard Woods has 
45 employes. Key men besides the 
president include Secretary-Treasurer 
Shea and the feed department co-man- 
agers. The late John Gillespie, who 
died in 1954, is credited by Mr. 
Woods with having done a great deal 
of the work in developing feed volume 
for Stock Yatds Feed Store. 


Credit is granted, under the careful 
surveilance of Mr. Shea. Straight cash 
selling is almost a novelty at Stock 
Yards, but the firm almost never has 
any credit losses because its customers 
also deal in livestock with the com- 
pany. 

Rollin Foshay, with the firm since it 
started in 1929, is typical of Mr. 
Woods’ loyal group of employes. With 
his employer, Leonard Woods, he is 
devoted to the goal of better service 
to swine and cattle raisers throughout 

“Two-thirds of our feed business is eastern Iowa and western Illinois from 
in hog rations,” Co-Manager Mc- Stock Yards Feed Store at Galesburg, 
Queen reported. “The remainder is 


CONCENTRATES aren't 
hauled elsewhere for mixing 
anymore, thanks to the new~ 


$50,000 mill. 


“In radio, we originate two 15-min- 
ute programs a day, both of which 
emanate right here in my office at the 
stock yards.” 

Leonard Woods and Secretary- 
Treasurer George Shea take turns at 
the microphone. Records, farm news, 


commercial part of the broadcasts. On 
the commercial side, the livestock buy- 
ing, feed, and coal departments all 
come in for attention. 

“Radio advertising and newspaper 
space both do a fine job in helping us 
publicize our business,” Mr. Woods 
stated. 

“Thanks to our modern new mill, 
we can now advertise steadily for new 


Clair McKnight Lloyd McQueen 


THEY MANAGE THE MILL. 


customers,” he added. “Earlier, we 
were limited in the appeal we could 
make for feed customers because we 
could not offer custom grinding and 
mixing. Now we are able to offer a 
well-rounded feed service.” 

Stock Yards Feed Store does a con- 
siderable volume in direct contract sell- 
ing of feed. Clair McKnight, co-man- 
ager, spends all his time calling on 
customers and prospects. In addition, 
three other staff members spend part 
of their time in outside selling. 

The trading area served by Stock 
Yards Feed Stores at Galesburg and 
Aledo has a radius of 30 miles. Swift's 
concentrates are the No. 1 volume 
products, with Faultless and Rath’s al- 
so popular. Molasses feeds are ware- 
housed at the Galesburg mill. 
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your best 


advertising agents 


Amour company 
: : 


When you get right down to it— what 
makes a turkey raiser select one brand 
of feed over another? 

It’s RESULTS—rapid growth into 
healthy, meaty, marketable birds! 
And to make every turkey a forceful 
“advertising agent’”’ for your feeds— 
use Armour Meat and Bone Scraps, 
and Armour Standard Steamed Bone 
Meal. These fine feed ingredients will 
help you build feeds that will build 
your business. 

Armour Meat and Bone Scraps con- 
tain at least 8% natural fat. This 
helps increase the stability of vita- 


min A, increases feed efficiency and 
palatability, and helps control dusti- 
ness. Also provides important Ribo- 
flavin and B-12 in natural form, plus 
essential minerals in readily available 
nontoxic form. 


Armour Standard Steamed Bone Meal 
is an outstanding source of phosphorus 
in turkey poult rations. This fact has 
been emphatically confirmed by a re- 
cent report from the South Dakota 
Agricultural Experiment Station 
where, in comparative tests, steamed 
bone meal topped 16 other feed supple- 
ments in this special characteristic. 


ARMOUR AND COMPANY 


Tallow and Feed Department ¢ General Offices « Chicago 9, Illinois 
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FIELD FEATURE 


The cream of the retail farm trade 
in Lawton, Okla., comes to Alvie Dorn 
at his Mount Scott Produce, both lit- 
erally and figuratively. Mr. Dorn has 
combined operation of a cream station 
with a brisk retail feed business to dol- 
lar volume advantage of both. 


“The cream station is a good tie-in 
for my feed trade,” said Mr. Dorn. “I 
deal with dairymen in the territory 
and many of them buy feed while I 
make the tests. I take samples of their 
cream and test it for butterfat. This 
helps my volume at least 30 per cent.” 


The cream station is approximately 
12 by 40 feet and is to the left of the 
feed store. Kept spotlessly clean, not 
only to meet health requirements but 


COMBINING a cream pur- 
chase station with a retail 
feed outlet has brought 
Grade A business to Mount 
Scott Produce, pictured here, 
which is located at Lawton, 
Okla. The produce-buying op- 
eration has attracted many 
farmers to the store and Alvie 
Dorn has converted prospects 
into customers with sound 
sales logic. 
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REPORTED FROM LAWTON, OKLA. 


Separating Cream 
Customer Crop 


By FRIEDA & SAMUEL HYATT 


to meet Mr. Dorn’s own idea of what 
it takes to operate with a minimum of 
steps and time, the station also houses 
the tiny office used by this dealer. An 
open doorway leads into the feed store 
and customers are handled smoothly 
between the two phases of the busi- 
ness. 

The firm does not have a railroad 
loading and unloading facility and 
there is no loading platform. To offset 
this handicap the store enjoys an ex- 
cellent downtown location, being only 
one block from the main traffic artery. 
This results in good floor traffic and 
Mr. Dorn makes use of this factor. He 
caters to the downtown shopper. This 
is reflected in the large array of items 
in front of the store. 

The first step, on opening the store 
is to place a large selection of plants, 
bulbs, feed products, and garden sup- 
plies in front of the building on both 
sides of the entrance. These are re- 
moved just before the store is closed 
in the evening. Sales are aided a great 
deal with this careful promotion of a 
“sidewalk showcase.” 

Mr. Dorn makes a rigid policy to 


ALVIE DORN 
Cash register butterfat. 


courteously load any purchase for a 
customer and to do it quickly. This in- 
cludes placing the purchases in the cus- 
tomer’s car, whether he is parked next 
to the building or across the alley or 
the street in a parking lot. There is no 
hesitation and this creates good will 
and makes up for the lack of a plat- 
form. 

To cash in further on his downtown 
location, Mr. Dorn utilizes the services 
of Mrs. Stella Lee to handle floor sales. 
This efficient saleswoman appeals to 
the many women customers. 

In this connection, Mr. Dorn ob- 
served, “People are showing more in- 
terest in gardening each year. This is 
our most profitable department. We 
get considerable business from nearby 
Fort Sill, from garden club members, 
and flower show lovers. Women like 
to come in and secure help in beauti- 
fying their lawns and flower beds. 
Mrs. Lee and I make every effort to 
give them the information that will do 
the job.” 

Mount Scott Produce is housed in a 
narrow bulding and there is, at the 
same time, not much depth available 
for floor space in regards to sales. A 
great part of the rear of the building 
is used for warehouse purposes. To 
counteract this difficulty, all items are 
displayed compactly and neatly. Not 
an inch of space is wasted, either on 
the counters, in the shelves, or on the 
floor. The overall effect is that the 
entire stock and interior of the store 
are pleasing to the eyes of the custom- 
ers, especially the women. 

Items are arranged in the order of 
their relationship to each other. Their 
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functional use governs their position 
on the shelves and their order on the 
floor. This makes for suggestive selling 
and adds sales, stated Mr. Dorn. At 
the same time, it’s easier to ‘keep the 
stock orderly and clean. Women, es- 
pecially, appreciate this appearance. 
Evergreen feeds are received from 
Ada, Okla., a distance of 120 miles 
east of Lawton, Okla. The Hammond 
brand of feeds is also sold by Mount 
Scott Produce and is secured from 
Oklahoma City, 112 miles northeast of 
Lawton. Morton's salt, insecticides, 
Lederle veterinary supplies, seeds, and 


fertilizer are popular with the trade. 

The firm does business in a wood 
building 40 feet wide and 100 feet 
long. The concern was established in 
its present location in 1946 by Mr. 
Dorn and gross sales in 1955 were in 
excess of $35,000. Largest seller in 
feed is poultry feed and averages 25 
tons a month. Dairy feed comes next 
in sales. Bulbs are becoming increas- 
ingly popular with women customers 
and increase directly in proportion to 
the development of large attractive 
residential section in fast-growing law- 
ton. 


An “Undercover Look” at 


CAPACITY 


Ol OR GAS 
BURNER 


YES... 
YOU 
CAN 


LEASE IT 


with an 
Option to Buy! 


WRITE 
OR PHONE COLLECT 


FEderal 6-9671 


HIGH VELOCITY 
DRYING FAN 


AUTOMATIC 
TEMPERATURE CONTROL 


We took the cover off the BIG, NEW ARID-AIRE . ; s 


...so that you can see the reason for its big 
hourly capacity. When we-say big capacity, 
we mean that it handles 300 bu. per hr. of 
shelled corn and soybeans and 500 bu. per 
hr. of all types of small grain. Since Arid- 
Aire is delivered to you completely assem- 
bled, you can start making big profits almost 
immediately. Arid-Aire is “‘packed”’ with ex- 
clusive features! Our picture bulletin gives 
you all the details. Write or phone us collect. 


ARID-AIRE DRYERS 


Manufactured by DAYCOM, Inc. 


813 Third Ave. N. E., Minneapolis 13, Minnesota 


GRAIN ON 
DRYING APRON 


GRAIN ON 
COOLING APRON 


Store hours for the firm are 8:30 
a.m. to 6 p.m., Monday through Satur- 
day. Thirty-day terms are offered and 
approximately 10 per cent of the gross 
volume comes under the heading of 
credit transactions. Mr. Dorn employs 
two boys after school hours to assist 
him in the store and finds them to be 
sincere and energetic in their work. 


‘Advertising in the classified section 
of the telephone directory is profitable 
for Mount Scott Produce and direct 
mail is another medium used regularly 
to advantage for this firm’s sales. 

In keeping with growing interest in 
gardening Mr. Dorn indulges in the 
hobby of gardening. He remarked, “I 
make use of my garden as a demon- 
stration plot. Customers often come 
out to see the results of chemicals and 
seeds I have used or to show them to 
their friends. For this reason I don’t 
stick to any one vegetable or flower. 
I raise a little bit of everything and in 
the same proportion interest is shown 
on the part of various types of garden- 
ers. That is one of the things I like 
about gardening and one of my main 
talking points to the trade. You can go 
into a small way or just as strong as 
you want to. And the rewards are 
along the same lines.” 


Sales volume has increased each 
year for this popular store. Mr. Dorn 
feels that encouraging women to start 
out in a small way to beautify their 
yards and to begin a garden gives them 
experience without a large investment 
and they have an opportunity to de- 
velop confidence before they can en- 
counter any noticeable setbacks. This 
is in line with his effort to help a cus- 
tomer and not high-pressure her. 

As gardeners and “amateurs” in 
poultry raising achieve some success in 
their projects they naturally turn to 
Mount Scott Produce in Lawton, 
Okla., for their increased seed and 
feed needs — the place where they 
started. This dealer thus builds up his 
business. An he always has his cream 
station for “fattening” up profits all 
through the year. 


@ CLARENCE RATHBURN, Scottville 
Mich., has installed a new Blue Streak 
mixer. 
ADM NAMES MAIRS 

George G. Mairs has been appointed as 
sistant manager for the Commander-Larabe’ 
milling division of Archer-Daniels-Midlan: 
Co., Minneapolis, Vice President Ellis D 
English has announced. Mr. Mairs joined 
ADM in 1936 after graduation from Yal: 
University. 
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Eli Fisher, 
Eureka Milling Co. 
Plant in Illinois 


le Roanoke, Illinois, the Eureka 
Milling Co. wanted to improve 
their processing set-up. They called 
in Fords Automation Engineers 
who developed the layout shown 
at the right. Instead of a Crusher 
Feeder they installed a Fords Mill 
with electrically operated “Push 
Button Feed Control”. Since the 
installation, Eli Fisher, Mgr., says 
their capacity has been doubled. 
Processing time has been cut in 
half and they are able to handle 
bigger volume in much less time. 


Mr. Fisher also reports a more Uni- 
form grind with the big FORDS 
mill and a fast smooth job of mix- 
ing on the pari of the new FORDS 
vertical mixers. He likes the way 
they easily discharge wet corn and 
bulky feeds. 


The Ford Forced Feed Molasses 
Blender in his installation is 
equipped with a “Proportional” 
pump. This pump makes it pos- 


PROVIDES 
For Custom Millers 


Upper right photo shows 
Fords Hammermill. 


Picture at right shows 
Fords Vertical Mixers. 


sible for them to use all pre- 
heated molasses without draw- 
ing chilled molasses into the 
mixer. Also, they need no return 
line and, by utilizing an existing 
leg, they can bulk load custom- 
ers trucks from either mixer. 


Let a FORDS representative show you Actual Mill Livoti 
of FORDS AUTOMATION ENGINEERING and how he can save you 
hundreds of dollars on your installation. 


Find out what can be done to your 
mill to make it more automatic. 
Myers-Sherman Engineers have had 
lots of experience. Know many 
short cuts. Are trained to give you 
the most economical layout that will 
do the job. 


MY ERS- SHERMAN COMPANY 


SEND 
COUPON 


Streator, Illinois 
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Automation Engineering Dept. 


Vertical Mixers 
Molasses Blenders 


Myers-Sherman Co., Streator, Illinois 


Please send us, without obligation, literature describing the following 
equipment: 

| (C Remote Feed Control Mills ( Drag Conveyors 

(] Have your field man get in 


touch with us about your 


: 
(] Corn Shellers Automation. 
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Prove Pelleted Hay Best 


For Illini Steer Calves 


Pelleted hay produced 1.1 pounds more 
daily gain in steer calves than the same hay 
fed long or chopped at the University of 
Illinois Dixon Springs experiment station. 
Calves on pellets gained 206 pounds in a 
119-day feeding trial or 1.7 pounds daily. 

George Cmarik, extension cattle special- 
ist for the station, said that calves on long 
hay, meanwhile, gained 75 pounds and 
those fed chopped hay gained 74 pounds 
per head for an average daily gain of 0.6 
pound. When fed the same forage as silage 
plus some chopped hay, calves gained only 
5'% pounds during the trials. 

The calves ate an average of 15.7 pounds 


Alfalfa 


Producing Quality 
Alfalfa in 


Now, CONSOLIDATED BLENDERS can fill your 
order—any size!—and positively promise delivery on any 
date you set. And not with just normal, run-o’-the-mill Dehydrated a ~ 
Alfalfa, but with the new MERRY MIXER! ~ 


ow REPRESENTED 

NORTHWEST INDIAN 
ILLINOIS 

WISCONSIN 


de BETTER DISPERSION 


Composed of the right size GREENULES, so perfect in 
color, dispersion and handling qualities! And 
produced in the world’s first plant designed 
specifically for inert-gas storage and processing of 
Dehydrated Alfalfa—where quality is a controlled 


factor all the way. 


“EONSOL E 
BLENDERS, ! 


of the pellets daily, which Mr. Cmarik not- 
ed, is 3.5 pounds more feed than normal. 
This amount of pellets contained 14.3 
pounds of dry matter. 

Consuming only 826 pounds of dry mat- 
ter per 100 pounds of gain, steers on pellets 
gained 175 per cent more on 50 per cent 
more total feed than the other steers. Steers 
on long and chopped hay ate 9.5 and 9.3 
pounds of dry matter a day, respectively, 
in 11 pounds of total feed, about 1.5 
pounds below recommended daily amounts. 
Steers on silage and hay ate 6.1 pounds of 
dry matter in 17.6 pounds of daily feed. 

Cost-wise, steers on pellets gained at a 
cost of 9.1 cents per pound. On loose hay 
it cost 17.2 cents to produce a pound of 
gain. Hay cost was figured at $20 a ton. 


—FREER FLOWING 


Emerald Brand 


Purina Earnings Increase 


For Six-Month Period 


Although its net sales dropped slightly 
during the six months ended March 31, its 
net earnings increased by $379,330 from the 
same period a year earlier, Ralston Purina 
Co., St. Louis, has reported. Net earnings 
for the 1955-56 period totaled $7,396,838. 

This is equal to $5.88 per common share 
on 1;257,641 shares outstanding. The 1954- 
55 six-month period brought net earnings 
of $7,017,508, equal to $5.50 per common 
share on 1,244,749 shares. 

Net sales in the 1955-56 half year were 
nearly 184 million dollars, compared with 
some 195 million dollars a year earlier. 
President Donald Danforth attributed the 
sales decline to increased efficiency and 
lower prices. 


Okay $49 Million in Feed 
Grains to Go Abroad 


Purchase authorizations issued to foreign 
countries for feed grains under public law 
480 totaled 49 million dollars on April 30, 
the government has reported. This total in- 
cludes 24 million dollars for corn; 13 mil- 
lion barley; four million oats; two million 
grain sorghums; two million grain sorghums 
and barley; four million corn, grain sor- 
ghums, and barley. 

Public. law 480 provides for sale of agri- 
cultural commodities to friendly foreign 
countries for their currencies to help reduce 
surplus stocks and meet convertibility and 
dollar shortage problems. 


Allied Mills Establishes 
Feed Tech Scholarship 


A $1,600 four-year scholarship has been 
established by Allied Mills, Inc., Ciricago, 
for a student enrolling in the feed tech- 
nology curriculum this fall at Kansas State 
College. The scholarship was disclosed by 
Dr. John A. Shellenberger, head of the de- 
partment of flour and feed milling indus- 
tries. / 

The Allied Mills scholarship will be 
awarded at the rate of $400 a year to the 
Feed Tech student selected by the general 
scholarship committee of the college. 

Dr. Shellenberger said that 20 such 
scholarships have been made available by 
feed and flour industry members for stu- 
dents wishing to enter Feed Tech. 


Cotter Heads Pricing in 
Pillsbury Feed Division 


J. Robert Cotter has been named to suc 
ceed John Wulf as pricing department ma‘ 
ager at Clinton, Iowa, for the feed division 
of Pillsbury Mills, Inc., Minneapolis, Feed 
Administrator D. W. Hunter has an- 
nounced. Mr. Wulf recently was named 
feed division controller. 

Mr. Cotter, an alumnus of the Universi'y 
of Iowa, joined Pillsbury in 1952. He since 
has served as credit and office manager «+ 
Clinton, manager of feeder contracts, a:.d 
manager of dealer credits in certain ares. 
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A timely message about feed additives 
f rom e harles Bowman, President, Bowman Feed Products, Ince. 


NOW—wore than ever— 


You can be sure of VIANOL‘gpn) 


“Recent laboratory findings established that 
Vianol antioxidant can be consumed by ani- 
mals—and humans as well— without unde- 
sirable side effects. You can be sure when you 
add Vianol to your poultry feeds you are 
getting top protection against undetected 
oxidation, which is a chief cause of vitamin 
depletion and rancidity. 


*‘Vianol antioxidant continues to give the 
same outstanding performance in protecting 
against encephalomalacia and _ stabilizing 
essential Vitamins A, D, E—the all-important 


(2,6-di-tert-butyl-4-methylphenol) BHT 


nutrients often lost in processing and storage. 
While supplementing and stabilizing Vitamin 
E and protecting against encephalomalacia 
(crazy chick disease), Vianol helps maintain 
pigmentation, flavor, and aroma for long 
periods.”’ 

Use the antioxidant that is accepted for 
use in feed-stuffs . . . assures you of improved 
poultry nutrition without undesirable side 
effects. Complete information on this modern 
antioxidant is available from your Bowman 
Feed Products Representative. Trademark 


A SHELL 
CHEMICAL 
PRODUCT 


Distributed by BOWMAN FeeD Propucts, INc., 130 Central Ave., Holland, Mich. 
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Monthly inventories stop dollar 
leaks and catch order loopholes for 
Consumers Cooperative Exchange, 
Merrill, Wis. Manager Paul Duginski 
strongly believes in these 12-times-a- 
year checks and knows it pays in ex- 
tra earnings for the firm. 

“We wouldn’t operate without these 
monthly inventories,” Mr. Duginski 
stated. “These checks keep us posted 
on just where our business stands at 
all times. We take inventories regu- 
larly at our two branches as well as at 
our main plant. Many of the dollar 
leaks often found at branch plants do 
not last long at ours.” 

Consumers Cooperative has a 
branch at Gleason, Wis., and a second 
outlet in Merrill, population 9,000, 
located in the north central area of 
the Badger state. Here is where the 


PHOTOS BY THE FEED BAG 


Monthly Inventories 
Plug Loopholes 


Badger Mill 


By THEODORE P. THERY 


main plant is located. 

Monthly inventories reveal the same 
information as do yearly financial and 
operating statements. Major headings 
under Consumers Cooperative’s 
monthly reports are current assets, 
other assets, fixed assets, current li- 
abilities, net worth, total liabilities and 
net worth, sales, cost of sales, and ex- 
penses. 

Responsible for keeping Consumers 
Cooperative a profit-making organiza- 
tion are these officers and directors: 
President Hugh Rankin, Vice Presi- 
dent Harley Robinson, Secretary- 
Treasurer Rasmus Sorenson, Manager 
Paul Duginski, Marcus Krubsack, and 
Elmer Natzke. 

Although Consumers Cooperative 


MODERN MILL OF CONSUMERS COOPERATIVE EXCHANGE 


Firm at Merrill, Wis., sold on inventory plan. 


was organized as such in 1937, it ac- 
tually dates back to the early 1920's. 
The early organization later was re- 
ferred to by many as the “League of 
Nations.” 

This name was dubbed because the 
first articles of the cooperative were 
signed by five men, each of a different 
nationality. These organizers were 
Rasmus Sorenson, Danish; Axel Swan- 
son, Swedish; Pete Govig, Norwegian; 
Claude- Vignali, Italian; and Hugh 
Rankin, Scottish. 

In the 1920's the Farmers’ Union 
and American Society of Equity 
merged. Many members are said to 
have dropped from the rolls to join 
the local chapter of the Co-Op League 
of America. These members agitated 
for a cooperative feed store at Merrill. 
This store was organized in 1931 by 
the “League of Nations” and support- 
ed by Pure Milk Products Cooperative 
and Cooperative Oil Co. 

First-year sales in 1938 totaled $31,- 
021, with a margin of $260 or 0.8 per 
cent. Sales last year were $595,587, 
with a margin of $29,249 or 4.9 per 
cent. 

Last year’s sales breakdown included 
$453,673 for retail feeds and $10,323 
wholesale. Seed sales brought $52,857 
retail and $758 wholesale. 

Consumers Cooperative has five 
buildings at its main plant. The 300 
by 44-foot mill is constructed of re- 
inforced concrete. The central opera- 
tion also uses three warehouses, all of 
corrugated steel construction. They 
measure 100 by 28 feet, 80 by 30 feet, 
and 60 by 28 feet. 

The firm’s other retail outlet at 
Merrill is 90 by 28 feet and is made 
of concrete block. The Gleason plant 
is 58 by 60 feet and built of wood. 


Two employes are required at each 
of the branch locations and 12 at the 
main unit during normal work periods. 
Twelve men are used in the warehous- 
es, two of whom also serve as truck 
drivers. 

Miss Beverly Frederich has served 
with Consumers Cooperative for 14 
years as bookkeeper. 


The firm uses two Chevrolet trucks, 
two-ton each, to make its deliveries. 
The main plant services farmer feeders 
in an area of 10-mile radius; however, 
the Gleason outlet extends Consumers 
trade district to 20 miles. 


Mr. Duginski’s office is located at 
the rear of the modern salesroom. 
Customers find doing business over 
the Consumers’ sales counter an at- 
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“We stepped feed sales 
switching brands!” 


MR. AND MRS. B. TALLEY — Covington, La. 
— switched to Ful-O-Pep about four years 
ago. Today, they say with pride, “our 
business grew with Ful-O-Pep Feeds!” 


The Ful-O-Pep man 
helped spark our sales 


“The Ful-O-Pep District Representative planned an 
aggressive advertising and sales promotional cam- 
paign, just for us. He even suggested that we buy a 
new grinding and mixing unit to help promote the 
sale of Ful-O-Pep concentrates in our area. 

And the beauty of it is, his ideas have stepped up 
our feed sales and profits, too. Yes, we’re happy we 
switched to Ful-O-Pep.” 


THE QUAKER OATS COMPANY 


TALLEY BROTHERS — Covington, La. “Soon after we switched 

--. Makers of dependable feeds for over 70 years | to Ful-O-Pep, we had to increase our sales staff to nine em- 
ployees and move into a larger building, so that we could de- 
velop and take care of our increased trade.” 
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tractive and receptive experience. 


A concrete loading dock runs the 
entire length of the main plant where 
sliding doors provide several openings 
for comfortable and efficient loading. 
A railroad siding at the rear of the 
plant can spot five cars. Consumers 
Cooperative Exchange is served by the 
Chicago, Milwaukee, St. Paul & Paci- 
fic railroad. 


Farmers in this northern area of 
Wisconsin primarily are dairymen. 
Dairy feeds, therefore, account for 
two-thirds of total feed sales at Con- 
sumers Cooperative. Poultry and hogs 
consume the balance. 


Feeds are supplied by Allied Mills, 


INVENTORY each month 
keeps Consumers Coopera- 
tive Exchange at Merrill, Wis., 
operating in the black. David 
Gleason, an employe, is 
shown at top looking down 
into elevator to check grain 
levels. Next, he is checking 
warehouse contents. Bottom, 
he looks over report with 
Manager Paul Duginski. Bev- 
erly Frederich, the bookkeep- 
er, compiles reports. 


Inc., Chicago, although the firm makes 
its own feeds under its “Co-Op” 
brand. Fertilizer and seeds also have 
Co-Op labels. 

Wayne concentrates, American Cy- 
anamid supplements, and Salsbury 
products are blended to make Co-Op 
brand feeds. 

Consumers Cooperative does a top- 
flight grinding business, which is 
watched closely by the monthly inven- 
tories. Six-month figures showed a 
grinding gross of $11,331, at a charge 
of 10 cents per hundred pounds for 
regular grind-and 15 cents for fine 
grist. Power for the six months cost 
$3,642. 

Top-flight equipment kept in excel- 
lent condition reflects the orderliness 
and organized work schedule of Con- 
sumers Cooperative. Here’s a partial 
list of equipment at the main plant in 
Merrill: 

Jacobson grinder, 75-horsepower 

Strong-Scott attrition mill, 80-horse- 

power 

Two Strong-Scott mixers, two-ton 

Two Blue Streak mixers, two-ton 

Wenger molasses mixer, Series 600 

Prater corn cutter 


Fairbanks-Morse truck scale, 15-ton 

Four platform scales 

Ferrell cleaner, Model 29 

Slurry seed treater 

Gustafson seed treater 

Strong-Scott conveyors are used 
throughout the plant. 

Two elevators 80 feet long hold 
16,000 bushels of grain. The plant it- 
self is 84 feet high measured from 
basement level. Grain levels in the el- 
evators are determined by opening a 
trap in the head house and checking 
against level marks placed at uniform 
intervals. 

Consumers Cooperative Exchange 
last year spent $1,359 for advertising. 
Manager Duginski places his greatest 
faith in radio and television promotion 
and makes good use of Station WSAU 
in nearby Wausau, Wis. Spot an- 
nouncements on television in conjunc- 
tion with news programs and on radio 
with a “disc jockey” show form the 
backbone of the firm’s promotion. 


Paul Duginski is well acquainted 
with feeding problems encountered by 
farmers. He owns and operates a 160- 
acre farm near Merrill. Manager Du- 
ginski was a member ‘of the county 
board when he joined Consumers Co- 
operative 14 years ago. He currently is 
a director of the Central Retail Feed 
association. 


Under the expert managership of 
Paul Duginski, who knows “where 
his business stands at all times,” and 
his capable staff, Consumers Coopera- 
tive Exchange is certain to continue to 
grow and prosper at Merrill, in north 
central Wisconsin. 


Grant Patent on Feeding 
Stilbestrol to Cattle 


The federal government has issued a 
patent on the use of stilbestrol in beef cattle 
rations to the Iowa State College Research 
foundation, the agency has revealed. The 
patent had been pending for some two years. 

Eli Lilly & Co., Indianapolis, was licensed 
by the Ames foundation to produce a stil- 
bestrol premix. The Iowa organization was 
set up in 1938 for the purpose of receiving 
patents and other legal properties developed 
by staff members while employed by Iowa 
State College. 

@ BAD AXE GRAIN CO., Applegate, 
Mich., has purchased a new Wenger molas- 
ses unit. 
@ MILLER ELEVATOR, Fairview, Mich., 
is operating a new Bryant hammer mill. 
@ FARMERS COOPERATIVE, Hinton, 
Okla., has purchased a new two-ton Blue 
Streak mixer. 
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eS L> Look How Much More You Get In 


MADE BY THE 


Year-round 


Guaranteed Satisfaction 
plus 


HIGHER UNIDENTIFIED FACTOR POTENCY 
INCREASED PALATABILITY 
TROUBLE-FREE HANDLING 
STABILITY FOR STORAGE 
SLUDGE-FREE MATERIAL 
UNIFORMITY 

PATENTED PROCESS 


CONDENSED 


LASSEN PROCESS 
VAN CAMP. LABORATORIES 
Division of Van ‘ar 


KKK KK KX 


PRODUCED BY 
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Pottery Is Big Business 


The Unexpected Often Scores 


Offer a customer something he does 
not expect to find in a feed store, 
change the idea at least every three 
months, and you will have them com- 
ing back every month in the year to 
do business with you. 

That, in short, is the recipe for suc- 
cess which Mr. and Mrs. Curtis Keith, 
owners of Central Feed Store, Groves, 
Tex., have followed since they bought 
the store five years ago. This formula 
has enabled them to enjoy a constantly 
increasing feed business despite stiff 
competition from a number of stores 
in the vicinity. 

Groves has a population of 3,000 
and is located in the Beaumont area of 
eastern Texas. 

“We first hit on the idea when we 
discovered a four-legged chick in with 
a shipment of baby chicks we re- 
ceived,” Mrs. Keith pointed out. “We 


By THERON GARVIN 


say a few words to the parrot. We 
found that so many farmers were stop- 
ping at the store for a bag of feed and 
would be rushing to get back home. 
After we got the parrot, we found 
they always took a few minutes to stop 
by and talk to polly. They usually get 
a lot of laughs out of it and so many 
times they would stay longer and see 
several more items to purchase be- 
fore leaving.” 


During the holiday season the store 
sets up an electric train and lets it run 
continually. Several miniature bags of 
feed were made and placed in one of 
the open cars. This train always caught 
almost everyone's eye and serves as a 
reminder for customers not to forget 
their feed. 

During the spring months, the Cen- 


free sced we offer a free prize to the 
best flower display brought to the 
store that was raised from the free 
seed,” said Mrs. Keith. “We try and 
select a two-week period when the 
flowers are in bloom and let the cus- 
tomers bring them in. We offer a 
kitchen wall clock as a prize. We get 
to display the flowers in the store and 
this helps bring in many customers to 
see them. We usually give everyone 
who enters the contest a prize to show 
our appreciation.” 

Central Feed Store has installed a 
gift wrapping table and they offer to 
gift wrap any item in the store free of 
charge. Many farmers come in and se- 
lect an item and have it delivered 
with his feed. 

“Our gift wrapping service has real- 
ly created lot of interest and has 
boosted sales throughout the store,” 


raised this small chick into a full-grown 
rooster and have kept him on display 
for two years. These extra legs are al- 
most as large as the regular legs and 
don’t interfere with him in any way. 
We have lots of customers who bring 
their friends to see him and we usually 
wind up with more customers.” 

The store purchased a talking par- 
rot a year ago and built him a cage 
in the center of the store so customers 
could stop and talk with him while 
shopping at the store. The cage is lo- 
cated next to the remedies department 
and they find this has helped boost 
sales in this department by reminding 
customers of these items. 

“We are well pleased with the at- 
tention the parrot receives from cus- 
tomers,” said Mrs. Keith. “We find 
there are very few customers who stop 
in the store who don’t go over and 
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HAVING confidence that the 
unexpected in a retail feed 
and farm supply center often 
sells well, the Curtis Keiths 
of Groves in eastern Texas 
added pottery and giftware 
to their inventory. Volume in 
the specialties has been ex- 
tremely satisfactory and the 
new merchandise has proved 
to have magnetic properties 
so far as farm women are 
concerned. An expansion of 
the gift department is likely. 


tral store offers customers a few pack- 
ets of seed with its compliments. The 
Keiths have two boxes, one with gar- 
den seeds and the other with flower 
seeds. These seeds are free and usually 
a customer will take one pack at a 
time. This helps bring him back again 
so he can select another”package. 

“To help increase interest in the 


explained Mrs. Keith. “Most farmers 
like to buy their wives gifts for the 
home and they like to buy them where 
they do their regular trading. Our free 
gift wrapping service has solved this 
problem for them and we find that 
now more than 50 per cent of our cus- 
tomers make their gift purchases from 
us.” 

Central makes deliveries only in the 
evenings. However, if a customer calls 
in the early morning for a rush order 
it is made as soon as possible. 

“Two years ago we were operating 
three delivery trucks and doing a good 
business on each route,” said Mrs 
Keith. “Today we are doing morc 
business and only have the one truck 
operating. 

“Cutting down on our deliveries 
has helped us cut our operating cost 

(Continued on page 86! 
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UNIDENTIFIED FACTOR 


POULTRY 


® Gives a competitive edge to 
local brand feeds 


p= Premix is today’s most complete one-bag forti- 
fication for poultry rations. It’s high in fat, trace min- 
erals, vitamins and unidentified growth factors—gives your 
feeds the advantage of higher energy and improved calorie- 
protein ratios without the usual fat-handling problems. 

These and other benefits of Peebles’ Premix work to 
widen your profit possibilities. 

With Peebles’ Premix you can offer your customers a 
ration containing whey, fish products and distillers solu- 
bles — the combination of unidentified growth factors 
shown in university tests to be the most potent in pro- 
moting rapid, healthy development and efficient utilization 
of feed. 


Peebles’ Premix makes mixing easier, too. 
It’s high in energy but common fat-handling problems are 
eliminated. That’s because all ingredients in Peebles’ forti- 
fication are liquid-blended and spray-dried by an exclu- 
sive process into one smooth-textured mix. Even micro in- 
gredients are included — carefully measured, so the most 
critical part of formulating is done for you. 

Extra ingredient inveniories and mechanical mixing 
problems are gone, too. Everything you need is in the 
one Peebles’ Premix bag — ready to add to your own or 
home-grown bulk ingredients to make high-quality feed 
at low cost. 

And Peebles’ Poultry Premix makes feeds that can per- 
form with the best of them .. . are bright to the eye and 
palatable to birds . . . and brings customers back for more. 


Write Appleton offices for complete information. 


NESTERN CONDENSING COMPANY 
Appleton, Wisconsin * San Francisco, California 


Producer of Whey Products 


Another first from Peebles’ Wau | 
: 
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Baciferm Seminars Draw 


| Hundreds of Feed Men 


A series of seminars on the use of Bacitra- 
cin in high-level antibiotic feeding was re- 
cently concluded in the East by Commercial 
Solvents Corp. of New York City and the 


Amburgo Co. of Philadelphia. Sessions were 
held at Seaford, Del.; Lakewood, N. J.; 
Reading, Pa.; and Willimantic, Conn. 
Guest speakers included Drs. Edwin P. 
Singsen, P. H. Seitz, Erwin Moulthrop, and 
Erwin Jungherr. Solvents’ Dr. R. C. Kluss- 
endorf addressed each meeting on the im- 


A PHONE CALL TO 


WORLDWIDE RESOURCES 
FOR FEED INGREDIENTS 


FISH MEAL * ANIMAL FEED SUGAR 
BEET PULP * BONEMEAL VEGETABLE PROTEINS 
BRAN & POLLARDS * ANIMAL PROTEINS 
BREWERS GRAINS 
DICALCIUM PHOSPHATE 


SS 


1400 SOUT SOUTH PENN SQUARE, 2, PA., U. 
TELETYPE PH109 PHONE LOcust 4-5600 


SEOUL 


wbd-60! 


BANGKOK... HAVANA... MADRID. MANILA.. TOKYO... WASHINGTON, D.C. 


Are You a Warehouse Feed Distributor? | 
Is there a Hi-N Distributor in your trade area? 


If not, you perhaps can qualify for National Alfalfa’s full line | 
of products. | 


Regain your Alfalfa tonnage through selling National’s new 


| 

| 

| and widely advertised Hi-N, Pellets, dust free Granules, Oil Treated | 
| Meal and Leaf Granules. 

| 

| 

| 

| 


Mixed or straight cars to suit your needs. Write us today for | 
distributor details and product samples. 


NATIONAL ALFALFA 


Dehydrating & Milling Company 
345 Board of Trade Building 
Kansas City 5, Missouri 


DR. R. C. KLUSSENDORF 


portance of using an antibiotic with “selec- 
tive-activity” to fulfill the requirements. 
Baciferm, Dr. Klussendorf explained, will 
control dangerous bacterial growth but will 
not interfere with beneficial intestinal bac- 
teria such as the types which produce B- 
vitamins. 

Sales Manager I. Roy Cohen discussed 
the economics of high-level antibiotic ra- 
tions and their functions in profitable poul- 
try production. His audience included both 
feed men and large-scale poultry producers. 
Mr. Cohen also noted that Bacitracin sup- 
plements are as effective as other type anti- 
biotic supplements and cost less. 

In a summarizing statement, Veterinarian 
Klussendorf pointed out his belief that: 

“Baciferm provides an intestinal environ- 
ment favoring the growth of beneficial bac- 
teria which produce vitamins and growth 
factors-utilized by poultry and swine.” 


Find Mucosal Cattle Ill 
In 20 States, Canada 


Mucosal disease in eattle, first recognized 
in Iowa three years ago, has spread to 20 
states and Canada. Dr. Paul D. Beamer of 
the University of Illinois said research in 
15 states is being conducted on the ill. 
Illinois has experienced 30 outbreaks. 

These outbreaks are in widely separated 
areas. In Illinois, the disease has attacked 
both sexes. Most common in feed lot cattle, 
mucosal disease mostly strikes cattle six 
months to two years old. 

Although cause of the disease is not 
known, a virus is suspected. Symptoms are 
loss of appetite, sudden fever, discharges 
from the nose and eyes, sores about the 
nose and mouth, profuse diarrhea, and pos 
sibly lameness. Symptoms last seven to 1! 
days usually followed by death. 

@ R. V. HEDRICK CO., Buckner, Mo., 
has purchased a 35-foot Blue Streak screv 
conveyor. 


@ ULSIH FEED, IMPLEMENT ©& 
Hatchery Co., Selinsgrove, Pa., has ac 
quired a new Bryant No. 10 sheller. 
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Merck Ad Chief Receives’ 


First Commemorative 


Recipient of the first copy of a new two- 
cent government postal card is H. George 
Wolfe, advertising manager for the chemi- 
cal division of Merck & Co., Inc., Rahway, 
N. J. Mr. Wolfe was presented with the 
postal card on behalf of the United Postal 


Stationery society, of which he is vice 
president. 

The postal card was presented to Mr. 
Wolfe, shown at right, by Robert E. Fellers 
at the fifth international philatelic exhibi- 
tion, held recently in New York City. Mr. 
Fellers is director of philately for the Post 
Office department. 

This new postal card is the first to be 
printed in two colors and the first to carry 
a triangular stamp design. It also marks the 
first occasion on which the United States 
has issued a commemorative card. 


Stilbestrol Is Small Aid 
To Lamb Creep Rations 


Lambs on a good creep ration gained 
only slightly better when stilbestrol was fed 
or implanted in a test conducted recently 
at the University of Illinois Dixon Springs 
experiment station. Four lots of 30 lambs 
cach were used in the experiment, J. M. 
Lewis, assistant superintendent, reported. 

Lambs fed only a basic creep ration aver- 
aged 49.8 pounds at 64 days, an average 
Jaily gain of 0.55 pound. It took 115.5 
pounds of creep ration per 100 pounds of 
gain. Lambs implanted with  stilbestrol 
weighed 50.5 pounds at the end of the test 
‘’ an average daily gain of .56 pound. It 
‘ook 114.3 pounds of feed per 100 pounds 

ain for the implanted lambs. 

Lambs fed one-half mg. stilbestrol aver- 
ged 51 pounds at 64 days with an average 
‘aily gain of 0.57 pound. It required 120.7 
sounds of feed per 100 pounds of gain. 
\Vhen the dosage was increased to one mg., 
xe lambs averaged 50.4 pounds at an aver- 

ge daily gain of 0.56 pound. Consumption 


ite was 133.9 pounds of feed per 100 
ounds gain. 
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Sewn to stand repeated handling, Corn Products bags (above) at Owens Milling Co., Jersey City, N. J., a distributor, 


Corn Products Refining Co. uses bags sewn 
with “Super Cordura’ rayon for extra strength, low cost 


REG. U. S. PAT, OFF, 


From the first loading at Argo, Illinois, 
to the ultimate user, Corn Products 
Refining Company feed bags are han- 
dled many times, meet many tests of 


' strength. Bags with bottom and side 


seams of “Super Cordura’’ withstand 
this rugged handling so well that Corn 
Products Refining Company has now 
changed to “Super Cordura’’ for their 
closing seam. It gives more strength 
... yet costs less than conventional 
thread—actually yielding 20% more 


Advantages of 
“SUPER CORDURA”’ thread 
for bag sewing 

@ Lower cost 

@ Greater strength 

@ improved sewability 

@ Reduced thread inventory 
@ Uniform properties 


yardage per pound. 

In addition, Corn Products Refining 
Co. gets extra sewing efficiency with 
“Super Cordura.’’ It has been treated 
with a special lubricant to insure good 
sewability. Its extra strength reduces 
breaks during sewing. 

Consider the advantages of bagssewn 
with Du Pont “Super Cordura’ the 
next time you place an order . . . and 
use “Super Cordura’”’ in your own clos- 
ing operations. 


E. |. du Pont de Nemours & Co. (Inc.) 
Textile Fibers Dept., Wilmington 98, Del. 


per Cordura” is Du Pont’s registered trade- 
mark for its high tenacity rayon yarn. 


REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 


DU ront Ouper Cor dur | 4 


HIGH TENACITY RAYON 
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— Pottery 

(Continued from page 82) 
The big reason we have been able to 
cut out delivery service, we feel, is 
that we have so many things in the 
store to attract customers that they 
rather come to the store and look 
around and take their feed orders back 
with them when they leave.” 

The Lone Star line of feed is fea- 
tured at Central Feed Store. The Red 
Chain line is also handled. A full line 
of poultry and livestock remedies is 
handled, with the Dr. LeGear line 
featured. 


The most complete line of 
DOG FOOD ingredients 


from Me), 


The Central store is a family affair. 
Mr. and Mrs. Keith work full time at 
the store, with Mr. Keith often going 
out to visit farmers and ranchers to 
see that their service is what it should 
be. Mrs. Keith is trying to build up 
the gift end of the business so the 
customer always will bring his wife 
with him when he stops by to make 
his feed purchase. 

Charlie Keith, a nephew, is em- 


BEAN MEAL. 


ient specialties 


mine a else can you secure 
such a major part of your d 
food ingredients. By 
your ingredient purchases in 
cars, mixed cars or LCL you are 
assured of freshness, and better 
inventory control with lower in- 
ventory investment. BOXER in- 
gredients are manufactured by 
us specially for dogs — they are 
“prime” products, and not "by- 

ucts." Write for current 
prices and literature. 


RALPH WELLS & CO. 


MONMOUTH, ILLINOIS 
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MRS. CURTIS KEITH SELLS A GIFT FOR THE MISSUS 


Farm men buy gifts more readily in a farm-store atmosphere. 


SYMBOL 


For nearly four decades we have 
built a reputation for dependable 


Why not contact us about your molasses 
requirements? We welcome the 


ployed full time, with his wife coming 
in during the late evenings and Satur- 
days to help out. Mr. and Mrs. Keith’s 
two sons also help out after school. 

The Keiths’ main hobby is hunting 
and fishing and they make at least one 
deer hunting trip each season together. 
Hunting and fishing information is 
passed along to customers as another 
good will builder. 

Neatness is considered very impor- 


service to the feed industry ... 


@ reputation based on prompt shipments of 
top quality molasses at lowest prices. 


opportunity to serve you. 
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tant by the Central owners. They 
find that the farmer likes to shop at a 
store where the displays are well-kept 
and attractive. The store is kept well 
lighted to make the displays as out- 
standing as possible. 

Parking is no problem at the Central 
store. A large parking area in front 
of the store will accommodate 12 cars 
or trucks, while a large parking area 
is available in the back for 10 addi- 
tional cars and trucks. 

“By having plenty of parking space, 
we have made many new friends and 
better still, many new customers. They 
realize that they don’t have to worry 
about parking facilities at our store,” 
Mrs. Keith asserted. 

Large glass windows are used all 
across the wide store front to display 
merchandise. As customers drive up 
in front to display merchandise. As 
customers drive up in front of the 
store, their eyes usually catch the 
stock on display and often reminds 
them of something they need. 

“We are real pleased with the suc- 
cess of our different selling ideas,” 
concluded Mrs. Keith. “They have cut 
our delivery cost by encouraging cus- 
tomers to come to the store, and they 
have increased our sales by making 
customers remain longer, thereby oft- 
en finding several additional items to 
purchase that they had planned to 
buy elsewhere.” 

Texans are shrewd, careful shoppers 
and they have indicated conclusively 
their approval of the business practices 
of the Keiths’ Central Feed Store at 
Groves. 
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“That's what comes from letting 
them politicians talk on TV!" 
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Here’s why ... Because your customers know they need 
Morton T-M Salt. In practically every farm publication 
they read in 1956 they will see eye-catching, memorable 
sales messages like these .. . 


Morton = 


—— BY MARVIN TOWNSEND 
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Thus, when anyone comes into your place of business, 
all you have to do is say: —‘‘Do you need Morton Trace- 
Mineralized Salt today?’ Chances are they will need 
some. Can you think of any easier way to sell and make 
a more consistent profit? 


What do we do for you? The Morton Salt Company 
backs the name “‘Morton” and a fine product with the 
most powerful advertising ever! 


In 1956, in practically every issue of the best-read farm 
publications in your trading area—State Farm Papers; 
Regional Publications (Capper’s, Successful, Progressive, 
Southern Planter); Special Livestock Magazines (Breed- 
ers Gazette, Western Livestock Journal, Hoard’s Dairy- 
man)—you will find advertisements urging your custom- 
ers to buy Morton T-M Salt. That means they are pre- 
sold on Morton T-M Salt... ready to buy at the drop 
of a hint. 

Stock up on Morton Trace-Mineralized Salt. Be ready 
to meet the demand of your customers. When a man 
wants salt for his livestock, he wants Morton T-M Salt. 


* Your customers want it * Their livestock need it 
* Your feeds will do a better job *& You'll make more profit 


Sell it by the bag—or block 


ACE MINERALIZED Salt | 


MORTON SALT COMPANY CHICAGO 3, ILLINOIS 
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| 3 Dean and Alan Dungan, partners in Farmers 
Certified Mills Company, Lawler, lowa wrote that 
their Bryant Double-Duty Hammermill gives: 


“greater capacity - trouble free grinding 
low cost maintenance - power savings.’’ 


They also said, “These facts are why we bought 
another Bryant Double-Duty for a new mill we just 
completed.” 


INSTANT SCREEN CHANGE 


is just one of the facts the brothers Dungan of 
Lawler, Iowa liked about their Bryant Double-Duty. 


The Bryant Simplex Screen Changer lets you 
change to any one of three screens from the work 
floor without stopping the mill. There is never any 
feed leakage—the screen enters from top of the mill, 
slides freely into grinding position and is locked 
securely by the exclusive Bryant screen lock. You 
| can insert an extra screen manually in less than 
30 seconds without loosening bolts or using any tools. 


IF YOU WANT THE SAME COMPETITIVE AD- Diagram above shows operation 
VANTAGES DEAN AND ALAN DUNGAN HAVE, of the Bryant Simplex Screen Changer 
WRITE US FOR THE COMPLETE BRYANT DOUBLE- 


DUTY STORY. 
WAMMERMILL 
BRYANT ENGINEERING CO. 
1514 Tenth Ave., Port Huron, Mich. 


Quality — our most important product for 45 years. 
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How Feed Performance Is 
Affected by Hi-Pro-Con 


How soybean oil meal affects feed per- 
formance is told in a new 38-page brochure 
now available from A. E. Staley Mfg. Co., 
Decatur, Ill. The publication summarizes 
seven years of research on this subject con- 
ducted at agricultural colleges and elsewhere. 

Staley’s product, Hi-Pro-Con, is defined 
as 50 per cent protein dehulled solvent ex- 
tracted soybean oil meal. Use of Hi-Pro- 
Con in rations for broilers, turkeys, pigs, 
layers, dairy cattle, and dogs is discussed in 
the brochure. 

Amino acid content and variations of nu- 
tritive value in soybean oil meals are other 
ssubjects covered. For a copy of Staley’s 
new brochure, circle Reader Service No. 6. 


Vermiculite Litter Also 


Is Soil Conditioner 


Availability of a new folder called “Ver- 
miculite in Agriculture’ has been an- 
nounced by the Vermiculite Institute, Chica- 
go. The agency said its product, when used 
as poultry litter, keeps feet of poultry dry, 
causes droppings to disintegrate and sift to 
the bottom, and is sterile and odorless. 

Vermiculite is said to be a lightweight, 
granular mineral with high absorption and. 
insulating properties. After use as litter, the 
product can be used further as a soil con- 
ditioner. To obtain a copy of the Vermi- 
culite folder, circle Reader Service No. 9. 


Extra Power Is Added to 


Eriez Drum Separators 


Improvements made on its line of mag- 
netic drum separators have been revealed in 
a new brochure published by Eriez Mfg. 
Co., Erie, Pa. The new units are said to 
have 220 per cent greater magnetic power 
than earlier models. 


Circle the numbers 
‘ which apply to the 
offers that interest * 
* you. Then tear out e 
the card and mail it. 
* Many other Reader 


Service offers appear 
on other pages — 
don’t miss them! 
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Dry material is fed onto a revolving, 
cylindrical shell within which is located a 
stationary bank of Alnico V permanent, 
non-electric magnetic castings. Tramp iron 
is held to the shell as cleaned matter passes 
through the drum, Eriez explained. 

Illustrations, specification charts, and con- 
struction diagrams are presented in the 
literature. For a copy of Eriez’ new bro- 
chure on its improved drum separators, cir- 
cle Reader Service No. 8. 


Specialty Feeds, Seeds 
Weighed by Trescomatic 


Development of a new weighing and fill- 
ing unit for specialty feeds and seeds has 
been announced by Trescott Co., Inc., Fair- 
port, N. Y. Called Trescomatic Model B, 
the vibratory type weigher features a sensi- 
tive scale that is electronically controlled. 

The weigher and filler unit may be fed 
either from an overhead hopper or from an 
adjustable elevator that is offered as a mat- 
ing unit. For full facts on the Trescomatic 
Model B, circle Reader Service No. 9. 


Pennington Mfg. Offers 
Corn Crib Franchises 


Franchise information on new prefabricat- 
ed, one-piece mesh corn cribs for use by 
farmers now is available from Pennington 
Mfg. Co., Addison, Ill. The new cylin- 
drical units, called Penny’s Pride, are said to 
be strong and easily erected because of one- 
piece construction. 

The cribs feature six-foot high, 30-inch 
wide doors and anchors for each post. Side- 
walls are formed by one continuous roll of 
wire. For franchise information and litera- 
ture describing the new corn cribs, circle 
Reader Service No. 4. 


Ear Corn Conveyor Added 
To Kelly Duplex Line 


Addition of a new ear corn conveyor to 
its line of mill and conveyor equipment has 
been announced by Duplex Mill & Mfg. 
Co., Springfield, Ohio. The new unit serves 
as a feeder, grain dump drag, or as an 
elevator. 


Duplex said its new unit provides high 
capacity at low horsepower and is available 
in any length with screw diameters of 12, 
14, or 16 inches. Variable speed control, 
inspection door, and enclosed gear reducer 
and enclosed roller chain drive are among 
the features reported for the new conveyor. 

Literature describing the ear corn con- 
veyor and showing the unit in use will be 
sent to feed men who circle Reader Service 
No. 11. 


Tear Out Along Line—Drop in the Mail 


Send us information or offer identified by circled numbers 


| 

| 

| 

! 

| 

| 

13 14 15 16 17 18 19 20 21 22 23 24 
25 26 27 28 29 30 31 32 33 34 35 36 
37 38 39 40 41 42 43 44 45 46 47 «48 
; and also details on_ 

Name 

Firm_ 

Address. 

| 


_, State. 


Reader Service of Che feed Bag 


Tice Pages 
vice Pages | 
: a 


Other Reader Service ltems Appear Throughout This Issue 


New Packer-Ette Handles 
Increased Production 


A new automatic bag packer, designed to 
handle increases in small and medium size 
production lines has been developed by 
Bemis Bro. Bag Co., St. Louis. Called the 
Packer-Ette, the new unit shown here fills 
a need for low-cost increased packing ca- 
pacity, Bemis said. 

The firm explained that often new feed 
processing equipment will up production 
substantially. The bag filler is said to handle 
this stepped-up output with no additional 
manpower needed. 

Packer-Ette capacities range from 25 to 
150-pound sizes. The 600-pound unit is less 
than 98 inches high. For full facts on Bemis’ 
new bag packer, circle Reader Service No. 3. 


Describe Bauer Attrition 
Mills in New Bulletin 


Bauer double-disc attrition mills are de- 
scribed fully in a new four-page bulletin 
now available from Bauer Bros. Co., Spring- 
field, Ohio. Its grinding machinery unit, the 
firm explained, contains two discs revolving 
in opposite directions, each powered by a 
built-in motor or a V-belt drive. 

Plates come in a variety of patterns to 
serve all grinding needs, Bauer said. To 
obtain a copy of the new Bauer bulletin, 
circle Reader Service No. 10. 


Trace Mineral Formulas 


Evaluated by Morton 


An evaluation of trace mineral com- 
pounds for formula feed mixing has been 
presented by Morton Salt Co., Chicago, in 
a new 12-page booklet. The publication 
contains new research findings on iodine, 
manganese, cobalt, copper, iron, and zinc. 

Nutritional availability, stability, and com- 
patibility with feed ingredients for each of 
these six recognized trace element sources 


Circle What You Want 


were determined. How the findings apply to 
Morton trace mineralized mixing salt for- 
mulas is told. 

The evaluation was made by the Armour 
Research Foundation and other agencies 
under sponsorship of Morton. A copy of 
Morton’s new booklet evaluating trace min- 
eral compounds may be obtained by circling 
Reader Service No. 7. 


Feed Service Morea Ups 


Ruminant’s Digestion 


Marketing of a new liquid feed supple- 
ment for sheep, beef, and dairy cattle has 
been announced by President Philip C. An- 
derson of Feed Service Corp., Crete, Neb. 
Called Morea, the new product is available 
in both complete supplement and concen- 
trate forms, the latter to be mixed with 
molasses. 

Morea is claimed to speed up rumen di- 
gestive processes, enabling cattle and sheep 
to consume large amounts of feed for fast 
gains. Complete facts on Feed Service's new 
liquid feed supplement may be obtained by 
circling Reader Service No. 1. 
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All About Baciferm Told 
In New Booklet by CSC 


Publication of a new 24-page booklet on 
its Baciferm antibiotic feed supplement has 
been announced by Commercial Solvents 
Corp., New York City. Baciferm, CSC ex- 
plained, is a natural feed supplement made 
by pure culture fermentation of selected 
nutrients. 

The attractive literature further defines 
the product as containing vitamins, amino 
acids, and unidentified growth factors. Data 
on use, economy, and effectiveness of Baci- 
ferm are presented in the booklet. 

The supplement is designed for control- 
ling scours and digestive disorders in pigs 
and secondary infections of poultry when 
used at high levels. At low levels, CSC said, 
Baciferm stimulates rate of growth and im- 
proves feed utilization of poultry and swine. 

Tables, sample tags, and illustrations sup- 
port the text of the literature. To obtain a 
copy of the new Baciferm booklet, circle 
Reader Service No. 2. 


Lederle Duovax Controls 


Outbreak of Erysipelas 


Severe outbreaks of erysipelas in turkeys 
can be controlled by using its Duovax bac- 
terin as sole immunizing agent, Lederle 
Laboratories, Pearl River, N. Y., has re- 
ported. Lederle is a division of American 
Cyanamid Co., New York City. 

In a trial conducted at the western Wash- 
ington experiment station, Lederle said, 
6,000 five-month-old turkeys were vaccinat- 
ed with Duovax alone, although a bacterin 
usually is used with an antibiotic. The birds 
previously had been suffering heavy losses 
from the ill. 

An 80 per cent reduction in death losses 
is said to have occurred within 48 hours. 
A more complete report on experiments 
with Duovax for immunizing turkeys and 
swine against erysipelas and full product 
information may be obtained by circling 
Reader Service No. 15. 
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Retailing Management 


Increase Your Profit 


Retail feed distribution is a highly diver- 
sified business. It appears to have become 
diversified as much by accident as by plan. 
One gets the general impression from re- 
viewing its history that feed merchandising 
just grew like Topsy. The business is season- 
al in nature and this probably accounts for 
taking on other lines of merchandise—some- 
times as many as 10 other categories of 
consumer and capital goods. This business 
in other respects bears the marks of hetero- 
geneity. There is little uniformity of design, 
or pattern. 

It has none of the earmarks of central 
planning and it would be stretching the 
imagination to say it was systemized. There 
is a great diversity in the personnel among 
those managing the firms engaged in this 
business from the standpoint of experience, 
education, and training. Many of the con- 
cerns are housed in buildings that are both 
unattractive and ill-designed for efficient 
operation. On the other hand, some firms 
have excellent facilities and the appearance 
of their buildings is a credit to the industry. 

In apposition to these notions we have 
been impressed by a couple things which 
the feed merchandisers have in common. 
The most of them appear to be characteris- 
tically short of operating capital. This state 
of affairs does not permit them to carry a 
full line of all classes of goods or to keep all 
items in stock on hand in order to maximize 
sales. The other characteristic held in com- 
mon, 1s the absence of a brisk turnover in 
sales. We have found the average turnover 
to be only 11 times per year. From the top 
performers, we learn that it is possible to 
whoop this figure up to 26 to 30 times per 
year. This difference could result in much 
greater profits, and lower prices to the pa- 
trons of such firms that could attain this 
high level of performance. 


Extent of Integration 

With few exceptions, integration of the 
firms handling feeds is non-existent. It is 
still primarily an entrepreneural single-unit 
type of business, but there is no assurance 
it may remain as such. There is nothing 
peculiar about the feed business that would 
preclude both vertical and horizontal inte- 
gration. The cooperatives are, in fact, point- 
ing the way and there are possibilities for 
inducing greater efficiencies in buying sup- 
plies, equipment, keeping records, and ren- 
dering service to the customers by integrat- 
ed firms, 
_ At the present time, only 17 per cent of 
tie dealers reported having more than one 
establishment engaged in the feed business. 
Chree to four per cent of the firms reported 
having from four to 12. establishments. 
Three per cent operate three units of busi- 
ness and 11 per cent have two units under 
common management at present. 

Longevity of Feed Firms 

Some firms in our survey have been in 
operation since 1870. About four per cent 
0: the present units were organized before 
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By DR. HENRY H. BAKKEN 


University of Wisconsin 


1900, and 14 per cent got into the business 
after World War I. The greatest increase, 
38 per cent of the retail feed dealers in 
business today, came into existence since 
World War II. The average age of all firms 
in business today, if this means anything, 
is 22 years. We have no specific informa- 
tion at the present time on the mortality 
rate of this type of business. 


Volume & Kind of Business 

The total volume of business transacted 
by the feed firms operating in Wisconsin 
ranged from $20,000 to $1,600,000. One- 
fourth of the firms fell into the grouping 
doing less than $100,000. Thirty-one per 
cent sold from $100,000 to less than $200,- 
000. Seventeen per cent operated in the 
$200,000 to $300,000 bracket and the re- 
mainder (27 per cent) reported sales in ex- 
cess of $300,000 up to as much as $1,600,- 
000. Less than one per cent made the mil- 
lion-dollar club. The average volume for all 
dealers on all merchandise sold was $250,- 
000. 

The average feed dealer does business 
with 350 customers, but the range is ex- 
tremely great, varying from 15 to 8,300. 
About two-thirds of the dealers have from 
100 to 400 regular patrons. 

The more customers a dealer has, the 
larger his volume of business. Those deal- 
ers with around 100 regular customers had 
an average of $40,000 gross in feeds and 
those with 500 to 600 customers reported 
sales appoximating $160,000. 

Competition in the Feed Business 

Around 14 per cent of the feed dealers 
have little or no competition in their trade 
areas. Twenty-two per cent of the dealers 
have one competitor; 18 per cent, two com- 
petitors; and 14 per cent have three com- 
petitors. From here on out, the competition 
gets rough. Six per cent of the dealers had 
from 15 to 30 competitors. 

The average warehouse facilities exclusive 
of silos measured in the number of square 
feet of floor space for feed dealers was ap- 
proximately 9,000 or in other terms a two- 
story structure measuring 64 by 70 feet. 
About 40 per cent of the dealers have only 
one warehouse, while 23 per cent own two 


Practical Ideas 


... on how feed retailers can increase 
their profit margins while serving their 
customers better were presented at 
the Central Retail Feed association 
convention at Milwaukee June 5. 

Economist Bakken’s facts are large- 
ly based on a comprehensive survey 
he conducted among feed retailers in 
recent months. 


DR. HENRY H. BAKKEN 


and another 18 per cent had three ware- 
houses. Less than one-half per cent main- 
tained more than six warehouse-type build- 
ings. About two-thirds of the dealers do 
have in addition to their warehouse some 
storage facilities in the form of an elevator 
or silo, but only about 20 per cent of the 
dealers had more than one such unit. About 
90 per cent of the space in the elevators 
or silos was used to store corn or oats. 


Fixed Assets 

It apparently does not take a fortune to 
go into the feed business from the stand- 
point of fixed assets (i.e. physical facilities 
and equipment). The range of investment 
in land, buildings, machinery, equipment, 
and office facilities varies from less than 
$5,000 to $350,000. The average is nearly 
$43,0000 and over 75 per cent of the deal- 
es valued their fixed assets under $55,000. 
About 50 per cent valued their fixed assets 
at less than $25,000. These estimates are 
based on the dealers’ depreciated value. No 
very accurate estimate was obtained on re- 
placement costs. 


Feed Milling Charges 

A very large percentage of dealers are 
equipped to grind, mix, crack, shell, clean, 
treat, chop, hull, and do other sérvices in 
preparing grain, grain products, and other 
ingredients for effective use in livestock 
feeding. The rendering of these services is 
a must and if they are not offered, the deal- 
er must have a very attractive alternative 
advantage to entice and hold his customers. 
We found that many firms use these serv- 
ices as an inducement to bring customers in. 
Many of them claim they are offering these 
services at or below cost either to meet com- 
petition or to keep their customers happy. 

Charges for Delivery 

There are three methods of making 
charges for delivery services. These are the 
1) flat charge, 2) mileage traveled, and 
3) the tonnage basis. The range in the ton- 
nage fee varied from 50 cents to $2.50. 
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Average Charges for Services Rendered 


Services Charges Units 
Coarse gy $ .093 Cwt. 
Medium grinding .... 
Mixing 045 
Mixing molasses .04 Cwt. 
Shelling corn Cwt. 
Hulling oats ....... Cwt. 
Chopping hay Bale 
Delivering feed Ton 
Cleaning seed ....... Cwt. 
Treatih Cwt. 


*A few dealers had facilities for extra fine 
grinding and charged 15 cents per hun- 
dredweight for the service. 


The average for all dealers using this meth- 
od was $1.29 per ton. About 60 per cent of 
dealers charged $1 per ton. 
Credit 

This is a credit economy! The use of 
credit in the feed business is as essential as 
it is in most other types of business. In 
1954, the retail feed dealers sold 39 per 
cent of their volume on credit. The extent 
to which credit is given depends on a num- 
ber of factors. The stability of income in a 
community. The ratio of farm owners to 
tenants, extent of competition, type of 
farming, and the services provided by local 
banks and other credit institutions. Around 
nine per cent of the dealers report that 
more than 70 per cent of their business was 
on charge accounts, while 26 per cent 


claimed that they did less than 20 per cent 
of their business on credit. The average 
length of time in which credit was extended 
was 48 days. Most of the dealers declared 
that they are on a 30-day credit basis and 
that they charge six per cent interest on all 
accounts beyond this period. Approximately 
one-fourth of the dealers extend credit on 
open accounts for 60 days and one-tenth of 
them give credit for 90 days. 

Few of the dealers have had the courage 
to go on a strict cash basis. Many of them 
have talked about or have threatened to 
demand “cash on the barrelhead” but as 
near as we can determine this is an ideal 
they have dreamed about or hope for but 
they have never realized the ideal. 

Contracts 

The contractual relationship between the 
feed dealers and farm customers is primarily 
a parol or implied one. Only five per cent 
reported using written agreements in their 
transactions with farmers and we assume 
these are used in instances where the credit 
standing of the producer is not well estab- 
lished for one reason or another or where 
the individual is not a regular patron. 

It appears that the feed merchants make 
the greatest use of contracts in their deal- 
ings with their suppliers. We assume, in this 
instance, that the initiative arises more from 
the wholesale suppliers than on the part of 
the retail dealers. These contracts usually 
set forth terms of payment, warranty, li- 
ability, and regularity of deliveries or as- 
surance of supplies. 

Advertising 


Most feed dealers do a limited amount . 


60 Second Electroni 


“MOISTURE TESTER 


Easier to Opera 
* More Accurate 


Backed by 
20 YEARS 

Of Research 
and over 20,000 


Wherever moisture is a dollar-important factor, 
either in buying and selling or in processing 
and storing commodities, the Steinlite 400G 
has the reputation of being the most popular 
and practical Moisture Tester available. Write 
today for full information. Find out how the 
New 400G’s faster, more accurate and simpler 
operation can save you time and money. 


‘World's Leading Supplier of Grain Testing Equipment for Over 40 Years" 


EQUIPMENT COMPANY 
: Dept. FB-6 618 W. Jackson Bivd., Chicago 6, Ill. 


(SEED TRADE REPORTING BUREAU} 


of advertising, but such advertising is spread 
over other items of merchandise as well as 
commercial feeds. Our study shows that 86 
per cent of the dealers do some advertising 
and the great majority of these spend a 
portion of their advertising budget in buy- 
ing space in the local newspapers. 

The radio medium was second choice and 
38 per cent reported paying for time on the 
air. A third of the dealers use newsletters 
and mail circulars as a means of letting their 
customers know what they have to sell and 
any advantages of buying from their firms. 
A breakdown of the amount spent on each 
line of merchandise handled was not avail- 
able. 

Advertising expenditures vary indirectly 
with the volume of total sales. Four per 
cent of those who advertise reported spend- 
ing less than $100 annually. Their sales 
were less than $100,000 (average $96,875). 
Those who spend $500 to $600 sold over 
$200,000 (average $221,430) and those 
who spent $1,000 to $1,500 had a sales 
volume exceeding $350,000 (average $370,- 
000). Finally, those who spent more than 
$2,500 had a sales volume of about $750,- 
000. 

Now, it must be recognized that there are 
several factors governing the size of a 
business such as capital investment, size of 
area served, number of points of services, 
diverse lines of merchandise handled, age of 
the firm, type of management, and form of 
organization. The fact remains, however, 
that there appears to be a direct correlation 
between the amount spent for advertising 
and the volume of business. From our limit- 
ed analysis in this survey it looks like each 
one-half cent or less spent for advertising 
brings in an additional dollar of business. 
If your gross margin is 15 per cent on each 
dollar of sales it would seem to be good 
business to do more advertising. 

In other words, its seems apparent that 
most retail feed dealers have fallen far short 
of the saturation point in their expendi- 
tures upon advertising and the old slogan, 
“It pays to advertise,” is especially practical, 
expedient, and appropriate to this business. 

Conclusions 

The predominance of small firms and 
their economic status indicates vulnerability 
to any integrated oganization that might 
choose to invade their trade areas. The 
answer to this potential competition is a 
closing of ranks and coordinated effort on 
the part of existing’ firms. Your association 
may take a leading part in directing this 
effort. 

We believe one of the urgent needs of 
the industry is a uniform accounting system, 
a more complete system of keeping records, 
and a periodic audit so the management of 
these establishments can know more about 
their business and what action to take to 
avert losses or enhance gains. 

It is our conviction from this study that 
most dealers could use contracts to a fuller 
extent in their operations with assurance of 
shoring up their business and putting it on 
a sounder footing. These contracts would 
give them added stability both in sales and 
in securing supplies at favorable prices when 
needed. 

When retail feed dealers extend credit 
to their customers they should recognize 
they are performing the functions of a 
banker. In this capacity, I am satisfied, they 
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MODELS WITH CAPACITIES FOR EVERY NEED 


Wenger produces four models of Molasses Feed Available with inclined auger feeders, which 
Mixers for the Custom Miller. 500 Series (ca- feed directly from vertical batch mixers, or with 
pacities to 3 tons), and 600, 700 and W-4-70 _hoppered bin model feeders or with dual feeders 
Series Mixers (each with capacities to 7 tons (both hopper bin and inclined auger feeders). 
per hour.) All available in either right or left hand models. 


“Found the Best Molasses 
Mixer at Wenger in 1940” 


“I drove East in 1940 to look for the best Molasses Mixer 
on the market. Found it at Wenger’s, Sabetha, Kansas. It 
has been in constant daily use ever since. Is still doing a 
fine job, would use no other.” (The Swansons use a 
Wenger 600 Series Molasses Mixer.) 


Chas. F. Swanson of Swanson & Son, Yuba City, Calif. 


“Wenger 700 Series 7 Years 
Old—100% Satisfactory” 


“The 700 Series Wenger Molasses Mixer which we purchased seven 
years ago has been 100% satisfactory. We blend molasses, using our 
700 Series, in all the poultry, swine and cattle feed we manufacture 
in an average of 100 tons each week. We contribute much of our 
increase in business to our extensive use of blackstrap molasses.” 


Ted Knickelbein, Vice Pres. Bortz Farm Store, LaPorte, Indiana 


“Has Been a Wonderful 


Business Builder” 


“Our W-4-70 (Wenger) Molasses Feed Mixer equipped with an 
inclined auger feeder has been in operation in our plant for nearly 
two years. We are mighty pleased with it, and can say that it has 
been a wonderful business builder for us. This mixer is mounted 
over the edge of our driveway, and we can spout directly from it 
into trucks or back inside the mill to a packer. No molasses balls 
our feeds. We can highly recommend Wenger Molasses Feed 
ixers.” 


Alvin Lord, Atchison Co. Farmers Co-op, Lancaster, [Kansas 


Write for Catalog | lete In 


fenger mts. 


 SABETHA, KANSAS PHONE 111 


fo Aolasse 


Palleting ond Cooling Equipment 
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are out of their element, especially with 
their limited resources in operating capital. 
The retail feed mechants are absorbing un- 
necessary losses through accounts receivable 
and the delinquent accounts run up the 
costs of doing business. Moreover, it is 
often questionable whether this service pro- 
motes good relations with customers or con- 
firms their loyalty as patrons. 

From the records, it appears that most 
of the dealers could do considerably more 
advertising and realize handsome returns on 
their investment in printer’s ink or voices 
over the air. The amount now being spent 
is an amazingly small percentage of total 
sales and the correlation between sales and 
the amount spent on advertising is impres- 
sive. 


Stabilized ANIMAL FATS Give: 


Twice As Much Energy Per 
Pound Than Any Other 


Don’t Forget . . . In 


POULTRY Feedstuff 

DOG and 

HOG FEEDS Better Teste 
Less Dust 


30 N. LA SALLE ST. 


BOTH BRING MORE, 
BIG PROFITS! 


NATIONAL RENDERERS ASSOCIATION 


Closer Cooperation With 
AFMA Subject of Meet 


The Secretaries Circle, an organization 
of state association executives, held a lunch- 
eon meeting May 25 at the Morrison hotel, 
Chicago, during the 48th annual convention 
of the American Feed Manufacturers asso- 
ciation. One of the purposes of the affair 
was to consider means of closer coopera- 
tion with AFMA. 


At the present time the secretaries are 
affiliated with the Grain & Feed Dealers 
National association. Four officers of the 
National were present plus three from the 
AFMA. These included Executive Vice 
President Ray B. Bowden, Executive Man- 
ager, Alvin E. Oliver, Secretary John Bow- 


50% MEAT and BONE MEAL Gives: 


32 Times The Calcium 
6 Times The Phosphorus 
2 Times The Riboflavin and 
Niacin 
... Found In Substitute 
Vegetable Products 


Get Full Facts 
and 


SCIENTIFIC PROOF 
TODAY! 


Orgonited in 1933 


Phone FR 2-3289 CHICAGO 2, ILL. 


MORE FOR YOUR MONEY 


MIXED CARS AT CAR PRICES 
PULVERIZED OATS OR BARLEY 
CRIMPED OATS OR BARLEY 
ROLLED OATS OR BARLEY 
FEEDING OATMEAL 
CUSTOM PELLETING—CUBING 


Teletype 8831 


FLAMBEAU MILLING CO. 


PHILLIPS, WISCONSIN 


Tel. LQ 2325 
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den, and Feed Advisor Ed Cherbonnier of 
the National. Oscar Straube, new chairman 
of the board of AFMA, President W. E. 
Glennon, and Secretary-Treasurer William 
Diamond also attended. 

At the meeting it was pointed out by 
several association secretaries that AFMA 
often can help on local problems concern- 
ing feed. The feeling was prevalent that 
the two national associations — AFMA re- 
presenting all feed manufacturers and the 
National representing the grain trade and 
retail feed men — could dovetail their work 
with the local associations to present a solid 
front. 


D. A. (Dick) Meinershagen, Higgins- 
ville, Mo., secretary of the Missouri asso- 
ciation, presided at the meeting as presi- 
dent of the Circle. He appointed a com- 
mittee to consider the matter of closer co- 
operation and bring back recommendations 
at the Circle meeting in Chicago Sept. 8-9. 

Those on the committee included Will- 
iam Flemming, Northwest Retail Feed as- 
sociation, chairman; Dean Clark, Illinois 
Feed association; Eldon H. Roesler, Central 
Retail Feed association; and Mr. Cher- 
bonnier. — E. H. R 


Hess & Clark Screens a 


New Nitrofurans Movie 

A windup event at the American Feed 
Manufacturers’ meeting was the screening 
of a new half-hour film on nitrofurans by 
Hess & Clark, Inc., Ashland, Ohio, which 
produces feed industry products incorporat 
ing nitrofurans. 

The Vick Chemical affiliate played host 
to feed manufacturers, university and ex- 
periment station personnel, control officials, 
and the press at a Morrison hotel luncheon 
May 25. President Frank Getman, General 
Manager Russ Eshelman, and key Hess & 
Clark personnel were on hand to greet and 
visit-with guests. 

The history of the nitrofurans goes back 
only some 18 years. Made from agricultural 
byproducts, the active disease-fighters were 
discovered by scientists of Norwich Chemi- 
cal Co., Norwich, N.Y. (Another Norwich 
product, Pepto-Bismol, got a heavy workout 
at the AFMA meeting.) 

Organic chemists then synthesized the 
furans and immediately after World War II, 
Hess & Clark researchers began working 
with the products. Nitrofuran products were 
marketed by Hess & Clark for poultrymen 
in 1949, 

Feed industry members interested in see- 
ing or showing the nitrofuran film should 
write Dr. Aaron Andrews, Hess’ €& Clark, 
Inc., Ashland, Ohio. 


Purina Names Stevenson 
Director of Feed Sales 


Appointment of L. C. Stevenson, vice 
president in charge of feed sales, as sales 
director has been announced by President 
Donald Danforth of Ralston Purina Co., 
St. Louis. This is a newly-created post. 

Meanwhile, J. E. Streetman has been 
named general sales manager for feed. He 
has been serving as southern region sales 
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manager. H. B. Morris succeeds Mr. Street- 
man. Mr. Morris is replaced as sales man- 
ager for the central division by W. T. Lane. 

D. C. Purcell is Mr. Lane’s successor as 
national promotion manager for poultry 
meat feeds. Mr. Purcell, who was sales man- 
ager for the Pacific region, has been re- 
placed by Meade Summers. 

The shore division in the eastern region, 
which Mr. Summers had served as sales 
manager, has been split in two. New sales 
managers for the divided areas will be C. M. 
Dryden and C. J. Reylek. All changes are 
effective July 1. 


McCarthy in Flour Mills 


Vice President Post 


George P. McCarthy has joined Flour 
Mills of America, Inc., Kansas City, as vice 
president, Board Chairman Henry H. Cate 
has announced. Mr. McCarthy was execu- 
tive vice president of Universal Mills, Fort 
Worth, Tex., when he joined the Missouri 
firm. 

Mr. McCarthy will remain in Fort Worth 
to head Flour Mills’ formula feeds division 
and all company operations in the Lone 
Star state. He joined Universal in 1943 as 
research director and was appointed vice 
president and elected to the board in 1950. 

The new Flour Mills vice president is 
well-known for his work with the nutrition 
council of the American Feed Manufactur- 
ers association and other feed and poultry 
groups. Flour Mills plans to expand its 
feed operations. 
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ROLLED OATS 


\ / (STEAM PROCESSED) 


\ For every feeding purpose requiring good, clean rolled 
y oats at a lower price. Send for samples and prices. 
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\/ Our Teletype Number Is MP 477 

Star Brand Pulverized 
“Mixed Feed Oats, \\ hammermills equip- 
Pulverized Oats ped with Pacal Hard- 
| ole Oat Groats Faced Hammers—the 
Oat Feed (when available) hammers that grind 3 
lenwood F Oat Meal team Rolled Whole Barley . . 
te Oats . 
4 Glenwood Pearled Barl 


\) 
FRUEN’S ACE BRAND \\ 


FRUEN No company 


MINNEAPOLIS, MINNESOTA 


ADM Leases Gainer Mills 
On a Long-Term Basis 


Production facilities of Gainer Mills, Inc., 
Springfield, Ill., have been leased on a long- 
term basis by Archer-Daniels-Midland Co., 
Minneapolis, Vice President Ellis English 
has announced. Mr. English, who heads 
ADM'’s feed and flour divisions, said the 
entire Gainer sales and production forces 
have been retained. 

A divisional sales office will be main- 
tained at Springfield, ADM said, with Rob- 
ert F. Pevahouse as manager. Mr. Peva- 
house previously managed Gainer feed 
sales. Both ADM dealers in the area and 
former Gainer feed handlers will be served 
from Springfield. 


Outlook Is Brighter for 
Southwest Cattle Men 


Colorado and southwestern beef men can 
look forward to a general increase in prices 
received for their cattle this summer. Heavy 
sales by stockmen should recede this month, 
after which fed cattle marketings should be 
somewhat smaller and prices stronger. 

Avery Bice, extension farm economist 
for Colorado A & M College who predicted 
the above, also expects prices for fed cattle 
to move upward fairly steadily from now 
until early fall. He predicted the largest 
price increases for choice and prime cattle 
weighing less than 1,200 pounds. 


The late fall market, Mr. Bice said, de- 
pends on the extent of deferred feeding, 
grass conditions, and amount of short-feed- 
ing activity. Length of the grazing season 
will play a large part in setting the fall 
market conditions. 


Why Cows Need Grain to 
Maintain Milk Output 


Dairy cows should receive ample grain 
during the spring months to keep produc- 
ing milk at high levels. John Dietrich, an 
extension dairyman for the University of 
Maryland, said high-producing cows can- 
not eat enough forage to maintain their 
bodies and produce at their maximum. 

He noted that many dairymen tend to 
reduce or cut out grain feeding in the 
spring when good pastures are plentiful and 
milk prices are low. Leaving grain out of 
ration can cut production by one-third, 
Mr. Dietrich said. 


Booklet Explains Use of 
G & G Commercial Films 


Advantages of commercial motion pictures 
are pointed out in a new 16-page, four-color 
booklet published by G & G Film Corp., 
Champaign, Ill. Called “Ideas in Motion,” 
the publication stresses selling and educa- 
tion possibilities of films. 

Ten uses of movies are explained in the 
booklet. To obtain a copy of G & G's new 
booklet, circle Reader Service No. 20. 
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MODERN WAY 


v. | or write Hammer Department 


PAPER-CALMENSON & COMPANY 


County Road B and Walnut St., Adjoining Hwy. 36, St. Paul 8, Minnesota 
Duluth, Minnesota « Billings, Montana 


EARLY METHODS 
for grinding grain were 
slow, arduous jobs, often 
powered by human energy. 
-4= An ingenious device was 
this foot-driven pestle 
PASS which pounded whole 
WW, grains to bits in a stone 
mortar. The end result was 
crude and uneven with hull 
and chaff mashed in with 
the meal. 
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Weather Forecast | 


June 16-22. Warm air, with much water 
vapor. in it increases its flow from the east- 
ern Gulf of Mexico region, pushing rains 
and storms northward along the Atlantic 
coast. Variable but mainly warmer winds 
blow from Old Mexico across Texas, Ari- 
zona, and parts of California, bringing show- 
ers but no soaking rains to parts of the 
Great Lakes area. There will be rains and 
showers in the northern Mountain states. 
The Pacific slope continues dry. 

June 23-30. Cooler weather presses south 


from Manitoba across the upper Mississippi 
valley, bringing rain to the upper Great 
Lakes region and south generally to Alaba- 
ma, Mississippi, and Louisiana. There will 
be more rain in the middle Atlantic coast 
area, with a tendency for the weather to 
turn warmer and drier over New England. 
Much of the Great Plains region continues 
dry, but inclined to grow warmer. Cooler 
dry air presses south from western Canada. 
It will grow warmer and showery in places 
on the Pacific slope, but this area in general 


NATURAL COMPONENTS are 
CHEAPER than SUBSTITUTES 


(1) Chosen because the amino acid com- 
position of alfalfa protein more closely 
resembles meat protein than it does 
oilseed protein 

(2) After deducting the value of the 
oil and carotene 

(3) Replacement value will depend on 
individual formulation, but is of real 
dollar significance 1,320 Ibs is one 
ton less 680 Ibs Protein Carrier 


merican 
ehydrators 


ssociation 


PASTURE IN THE BAG 


DWIGHT BLOG KANSAS CITY MO 


] 
CALCULATED VALUES OF 
DEHYDRATED ALFALFA MEAL COMPONENTS ) 
COMPONENT— AMT PER TON UNIT VALUE BASIS Value per Ton ' 
Protein 340 $1.70 /Unie Meat Protela (1) $28.90 ) 
Betaine 4000 Gm 14.0¢ /Gm Commercial 5.60 
Choline 1000 Gm 0.15¢ /Gm 25% Feed Mix —'1.50 
Xenthophy!l 190 Gm 30¢/Gm (2) Commercial 57.76 ? 
Alphe Tocopherol 300,000 1U 10.5¢ /1000 10 Comm. Acetate 31.50 
Corotene 200,000,000 1 | Come 20.00 
Vitamin K 70 Gm 6.0¢ /Gm Comm Product 4.20 
Niocin 36 Gm 0.8¢ /Gm Comm Product 29 
Pantothenic Acid | 32 Gm 6.0¢ /Gm Comm. Feed Supp. 1.92 
Riboflavin 14 Gm 6.0¢/Gm Comm. Product 
Folic Acid 8 Gm $1.00/Gm Comm. Product 8.00 Y 
Replacement Value | 1320 Ibs. (3) (3) ? 
TOTAL $169.5) 


American Dehydrators Association 


Board of Trade Bldg., Dept. 19 


MEMBERS THROUGHOUT THE NATION TO SERVE YOU 


NOTE: Not all of the items listed 
are necessarily in dehydrated alfalfa 
at the level desired, however, the cal- 
culations are based on what the cost 
would be to the user of dehydrated 
alfalfa if he went out to buy them. 


Kansas City 5, Missouri 


continues dry. 

July 1-7. Cool and somewhat rainy weath- 
er spreads over the lower Ohio valley, the 
Mississippi valley, and parts of the Great 
Plains. It will be cool and dry over the up- 
per Ohio valley, warmer and rainy on the 
middle and southern Atlantic seaboard, and 
mainly cool over New England, with rains 
down east. A large warm air mass is mov- 
ing in over the southern California coast, 
but it remains cool over the Pacific North- 
west, and cool and dry over most of the 
plateau area. 

July 8-15. It grows warmer over most of 
the plateau section, with somewhat scattered 
rains and showers, but cool air still prevails 
on the northern Pacific slope. Large 
amounts of warm air from the middle parts 
of the Gulf of Mexico flow over Texas and 
up the Mississippi valley. However, the 
amounts of rain in this warm air will be 
smaller than normal. It continues variable 
toward the Atlantic seaboard, mostly rainy 
along the coast, and dry over over most of 
the Appalachian area. 


New Dical Facilities of 
IM&C Operating Early 

New facilities at the Bonnie plant of In- 
ternational Minerals & Chemical Corp., Chi- 
cago, now are in initial operation, Vice 
President Howard F. Roderick of the firm's 
phosphate chemicals division has announced. 
Mr. Roderick said the new facilities are six 
months ahead of schedule. 

The firm expects to go into full-scale op- 
eration at the plant near Bartow, Fla., early 
next month. When in full operation, the 
plant will produce double its present output 
of dicalcium phosphate. 

Mr. Roderick said that shortages of dical- 
cium phosphate and increasing demands for 
the product caused International to com- 
plete the new facilities early. The phosphate 
chemicals division also has two other plants 
producing dicalcium phosphate. 
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“Only then why aren't all of 
hogs beautiful?" 
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— Washington Millwheel 


(Continued from page 21) 


recommend it. The 17 reclamation states 
want it. Five other states have said they 
favor it. Southern states are expected to 
support it on the grounds that states’ rights 
are involved. Most of the remaining states 
are believed to be largely indifferent, since 
they have no direct stake in the controversy. 


RED CHINA TRADE DILEMMA _. 
The United States is in the unhappy 
position of watching its allies make prep- 
arations to expand trade with Red China 
and not knowing just what to do about it. 
The administration has shown no sign that 


it is willing to go along with a major relaxa-, 


tion in the ban on the shipment of stra- 
tegic items to the Communist Chinese. Its 
NATO partners and Japan, however, are 
showing very clear signs that they intend 
to do more business behind the Bamboo 
Curtain. 

The NATO countries, Japan, and the 
United States are members of a rather 
loosely-knit organization, which has set up 
restrictions on trade with the China main- 
land. If the other countries decided to seek 
new Chinese markets without regard to 
American objections, the organization could 
fall apart. Or, if the other countries sought 
to make official “exceptions” to the stra- 
tegic materials ban, then the decision would 
be back in Uncle Sam’s lap. 

The President could exercise the au- 
thority granted him by congress to stop all 
foreign aid to those countries shipping stra- 
tegic goods to Communist China. Among 
many government officials, however, there 
is a fear that such action would do more 
harm than good. It could weaken the 
NATO alliance, they argue, which would 
mean less defensive military strength in 
Europe. That would be a steep price to pay, 
they point out. 

Some officials are inclined to think that 
the Red China market has been vastly over- 
rated, that the Chinese haven’t the where- 
withal to make them the lucrative trade 
outlet they have been represented as being. 


ANIMAL DISEASE AND $$$3% 

The Department of Agriculture is plan- 
ning to build a new laboratory in which 
research on 25 different animal diseases can 
be carried on simultaneously. It is aiming 
at cutting down the estimated two billion 
dollars that animal diseases take out of the 
farmers’ pockets each year. 

At least 10 per cent of all farm animals 
can be expected to die each year from dis- 
ease or parasites, according to USDA spe- 
cialists. “Even greater economic losses re- 
sult from disease and parasites that do not 
necessarily kill but debilitate the animals and 
reduce production of meat, milk, and other 
‘ivestock products,” one reported. 

Modern means of transportation, which 
makes possible the shipment of livestock 
and meat to markets and stores, is not an 
unmixed blessing. 

In the mid-1800’s, tick fever broke out 
in cattle in North Carolina, and the disease 
crossed the state at the rate of four miles 
2 year. Many years ago it took more than a 
lecade for hog cholera to spread widely 
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from the point of outbreak. But in 1952, a 
vesicular exanthema outbreak among hogs 
in California spread to 20 states within three 
months. 


HEADACHES FOR ASC 

The soil bank program passed by con- 
gress is going to put a heavy workload on 
several thousand farmers who are serving 
as members of county agricultural stabiliza- 
tion and conservation committees. These 
men may have a great deal to do with 
how successful the new program is, and the 
Department of Agriculture is well aware of 
that fact. Top USDA officials are warning 
subordinates that all provisions of the pro- 
gram must be stated in the clearest possible 
language, and that every effort must be 


made to make sure the county committee- 
men understand them and can explain them. 

The reason for this emphasis is that it 
will be the county committees that farmers 
contact to learn how they can participate in 
the soil bank, either in the acreage reserve, 
in the conservation reserve, or in both. The 
county committees will arrange agreements 
with farmers, and then will check to see 
that the farmers do what they agreed to do. 

If farmers cannot get straight answers 
from the county committees, or if the pro- 
gram is made to sound too complicated, it 
is feared that participation will not be up 
to expectations. A farmer, noted one USDA 
official, “‘is not the most patient man in 
the world.” 


BUILD 


Helping Feed Manufacturers 


SALES 


Werthan Better Built Bags can help YOU improve 
the appearance of your feed package. 


You will like our fast service 
for your requirements 


of 

MULTIWALL @ BURLAP @ COTTON 
and DRESS PRINT BAGS 

Complete Stocks of Sewing Thread 


Midwest Sales Office at 


141 W. JACKSON BLVD., CHICAGO, ILL. 
PHONE HARRISON 7-4960 


1400 8th Avenue, North 


WERTHAN BAG CORPORATION 


e NASHVILLE 1, TENN. 
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Quartet Upped by ADM 


In Executive Lineup 


Four changes in the executive lineup of 
Archer-Daniels-Midland Co., Minneapolis, 
have been announced by President Thomas 
L. Daniels. Vice President Erwin A. Olson 
has been named administrative vice presi- 
dent, a newly-created post. 

Mr. Olson has been succeeded as man- 
ager of W. J. Small Co., Kansas City, a divi- 
sion of ADM, by Richard G. Brierley, a 
newly-elected vice president. Mr. Brierley 
previously was in charge of production and 
procurement for Small under the title of 
assistant vice president. 


Meanwhile, John Daniels has filled Mr. 


E. A. Olson R. G. Brierley 

Brierley’s former post at Kansas City. Pre- 
viously assistant vice president and sales 
manager for linseed oil sales, Mr. Daniels 
joined ADM in 1946. He since has served 
as a flax buyer, assistant sales manager for 


SINCE 1906 


FARMERS FRIEND 


TRADE-MARK REG. U.S. PAT. OFF. 


all-purpose 


MINERAL FEED 


an economical source of high grade and well-balanced 


TRACE MINERALS 


Contains important mineral elements blended with eee MANGANESE, 


ZINC, BORON, IRON, 


COPPER, STABILIZED IODIN 


and other trace 


minerals in carefully calculated proportions to supply necessary mineral nutrition. 
Also Contains 
@ LIQUID BLACKSTRAP MOLASSES © IRRADIATED YEAST 


(Source of Vitamin D,.) 


We Sell Thru Dealers and Jobbers Warehouses from Coast to Coast 
By the TON, TRUCKLOAD, or CARLOAD 
Write Today Regarding Our Dealer or Jobbing Proposition 


FARMERS FRIEND MINERAL CO. 


NAPOLEON, OHIO 


... all you need.. 


All the help you need for a complete feed manufacturing and selling 
program ... that’s what the Ultra-Life Program provides you! Tested and 
proven vitamin and trace-mineral fortification’ products that fully reflect latest 
nutritional developments; specialized formula service; laboratory and biologi- 
cal testing facilities; tag registrations and printing; advertising aids; your 
own firm name 16-page poultry and livestock journal, and many other sales 


and merchandising helps. 


Write today for full details . . . see for yourself how the Ultra-Life Program 
works for you to help you maintain a strong competitive position. 


LABORATORIES, INC. 
Main Office and Plant — East St. Louis, Illinois 


One of the Country's Oldest and Largest Manufacturers of 


Vitamin and Trace-Mineral Products. > 


98 


linseed oil, and sales manager since 1953. 
Successor to John Daniels is Daniel A. 
Copenhaver, who also will continue as head 
of the firm’s marine oil sales. Mr. Copen- 
haver has been with ADM since 1953. 


Announce Michigan State 


Elevator Career Day 


Helping to meet the demand for key 
elevator employes is the goal of the fifth 
annual elevator career day slated for June 
21 at Michigan State University. Program 
Chairman Guy Rench of Saginaw has 
planned the event to teach prospective el- 
evator employes more about the industry. 

Detailed discussions will be presented 
on Michigan State’s 18-month elevator 
course. Speakers will be E. G. Cherbonnier, 
feed advisor for the Grain & Feed Dealers 
National association; Charles Force, Little 
Bros., Kalamazoo; Ray Bohnsack, Farm Bu- 
reau Services, Lansing; and Thomas Kenn- 
edy, Michigan Elevator Exchange, Lansing. 

Don Shepard will represent the short 
course department at Michigan State. Sub- 
jects to be covered include elevator course 
content, placement training, course finan- 
cing, and housing. Elevator course facilities 
will be toured. 

Sponsors of the one-day event are Michi- 
gan State’s short course department, the 
Michigan Feed & Grain association, the 
Michigan Association of Farmer Coopera- 
tives, and the Michigan Bean Shippers as- 
sociation. 


IMé&C Declares 40-Cent 
Dividend for Quarter 


A regular quarterly dividend of $1 per 
share on its four per ‘cent cumulative pre- 
ferred stock has been declared by Inter- 
national Minerals & Chemical Corp., Chi- 
cago. The firm also has declared a quarterly 
dividend of 40 cents a share on its common 
stock. 

Both dividends are payable June 30 to 
stockholders of record on June 15. 


Gallimycin Treats Pair 


Of Ills in Poultry 


Marketing of a new water-soluble medi- 
cinal for combatting chronic respiratory dis- 
ease and blue comb ill of poultry has been 
announced by Abbott Laboratories, North 
Chicago, Ill. The new product, called Galli- 
mycin, is said to have proved itself in exten- 
sive laboratory and field studies with 330, 
000 birds. 

Gallimycin, to be administered in drink- 
ing water or feed, also improves feed con- 
version and maintains weight gains of af- 
fected birds, Abbott said. The product is 
sold in half-pound, one-pound, and five: 
pound contaniers. For full facts on Galli’ 
mycin, circle Reader Service No. 19. 

CLOSE SOY PLANT 

Closing of its soybean processing plant 
at Clinton, Iowa, for an undetermined peri’ 
od has been announced by Pillsbury Mills, 
Inc., Minneapolis. The firm said the shut: 
down was brought on by unfavorable mar 
ket conditions. 
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Pfizer Beef Project ’57 
Aimed at Four States 


Feed merchants are being invited to join 
in a new comprehensive beef feeding pro- 
«ram, to be launched this August by Chas. 
Pfizer & Co., Inc., Brooklyn. The program, 
called Beef Project °57, will operate in 57 
‘ounties in states. 

Objectives of the program are to provide 
‘ced suppliers and feeders with information 
bout new feeding techniques and to use 
the test area for field studies. The area con- 
cerned comprises counties in northwestern 
‘owa, northeastern Nebraska, southeastern 
South Dakota, and southwestern Minnesota. 

A series of feeder meetings is planned in 
which government nutritionists, county 
gents, vocational agricultural teachers, feed 
manufacturers, and others have been invited 
to participate. Pfizer also is sponsoring a 
livestock judging contest in each of the 57 
counties with a top prize of $1,000 offered. 

A folio giving full facts on Pfizer’s Beef 
Project "57 will be sent to feed men who 
circle Reader Service No. 18. 


Nopco Meeting Honors 
Salesman Lloyd Stewart 


A spring sales meeting was held recently 
at Richmond, Calif., for western agricultur- 
al sales representatives of Nopco Chemical 
Co., Harrison, N. J. Sales Staffer Lloyd 
Stewart was honored at the meet for com- 
pleting 25 years of service with Nopco. 

Vice President Perc S. Brown, Pacific 
division head, presented Mr. Stewart with a 
gold watch and membership in the firm's 
25-Year club. Progress reports were given 
at the meeting on new Nopco feed supple- 
ments, including Nopcay vitamin A. 


Hog Slaughtering Method 
Stops ‘Cherry Bruise’ 


New hog slaughtering techniques can 
prevent hams from being damaged by 
“cherry bruise,” caused by shackling hogs 
at meat packing plants. More than eight 
million hams are damaged yearly by “cherry 
bruise,” a small red surface spot caused by 
blood and synovial fluid. 

Drs. Ralph L. Kitchell and Woodrow J. 
Aunan of the University of Minnesota, who 
discovered shackling to cause the spot, said 
suspending the hog by a hind leg during 
slaughter ruptures the hip-joint capsule 
which releases the synovial fluid or joint 
lubricant. 

They noted that several eastern and mid- 
western packers now are contemplating 
\sing the new techniques of bleeding hogs, 
vnesthetized with carbon dioxide, on a pat- 
«ted sloping carrier. 


Antibiotic Effectiveness 


“old in New CSC Folder 


A new attractive folder on measuring 
: e effectiveness of antibiotics now is avail- 
- le to feed men from Commercial Solvents 
‘orp., New York City. The activity of 
\citracin, penicillin, and tetracycline feed 
tibiotics on six bacterial groups is com- 
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pared by means of an antibiotic “spectrum” 
or graph. 

These groups are broken down into 19 
species. No antibiotic, the folder states, is 
effective against all species of bacteria, or 
against all the strains of any one species. 
The spectrum points this out and shows 
degree of effectiveness. 

Effectiveness, CSC said, is determined by 
an antibiotic’s ability to control dangerous 
bacteria while at the same time helping the 
many beneficial bacteria and not injuring 
the animal tissue itself. To obtain a copy of 
CSC's new folder, circle Reader Service 
No. 17. 

@ NAPPANEE MILING CO., Nappanee, 
Ind., has purchased a series 700 Wenger 
molasses mixer. 


Have New Trademark for 
Hudson - Hammond Sacks 


A circular design is employed in a newly- 
developed trademark for the combined 
Hudson-Hammond line of multiwall ship- 
ping sacks made by Hudson Pulp & Paper 
Corp., New York City, and Hammond Bag 
& Paper Co., acquired last summer by 
Hudson. 

Both Hudson’s ship and Hammond's 
“Betterbags” label are incorporated into the 
new trademark. Following the lower arc of 
the circle are listings of Hudson's multiwall 
plant locations. 

@ PAULDING COUNTY FARM BU- 
reau, Paulding, Ohio, has acquired a size 
18 Bryant crusher-feeder. 


RYDE’S 


25% PROTEIN 


READY TO EAT 


Packed 
in 
5, 25 & 
50-Ib. 
Bags 


Direct Mail Dealer Helps 


Ryde’s Flaked Dog Food provides needed nourishment 
in balanced diet form. Supplies vitamins and minerals 
essential to growth and good health — has “Appetite- 
Appeal” for all pets. Ready-cooked, Ryde’s Flaked Dog 
Food is convenient to feed. Thoroughly and uniformly 
mixed and formulated to the same high standards of 
Ryde’s other specialty feeds. 


RYDE & COMPANY 


DOG 
FOOD 


5425 W. Roosevelt Rd. 


F-50 Chicago 50, Illinois 


FIGURE 9218 
Bag Truck (Minneapolis), 
steel-framed construc- 


FIGURE A-1310 
Feed Truck, the original 
grain truck.” 


d n e 
Length of handle 48/ 


PE SOO 
Lift Jack Platform Trucks, perfect 
answer to low cost temporary stor- 
One jack handle for several 


age. 
platforms. 5 platform sizes, all 
wi or steel-framed construction, 
24” x 36! to 30" x 60” 


FAIRBANKS 
TRUCKS 


make light work of handling 


FEED BAGS 


Trucks are as tools, job fitted. The proper 
tools, the right Fairbanks Truck for your 
feed bag handling and Fairbanks’ smoother 
operation and rugged construction take the 
load off your mind. Fairbanks Trucks save 
time and energy, give longer, more depend- 
able service. 

YOURS ON REQUEST: Truck catalog, 32 
pages, complete with specifications and il- 
lustrations. Just write “Truck” on your 
letterhead or postcard and mail for your 
free copy today. 


™ FAIRBANKS 


393 Lafayette Street, New York 3, N. Y. 
Branches: Boston 10 * New York 3 
Pittsburgh 22 * Rome, Georgia 


Valves * Trucks * Casters * Wheels « Dart & ““PIC’’ Unions 


| 
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\ 
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7 
tion. Extra long nose Solid oak handles. aa 
iron. Load securely in weight for size and 
cradled, easily broken, capacity. Extra hae 
nose iron. Length o 
handle 
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Approve Plan to Combine 
Union Bag, Camp Mfg. 


Al plan for combining Union Bag & Pa- 
per Corp., New York City, and,Camp Mfg. 
Co., Inc., Franklin, Va., has been approved 
in principle by directors of both firms. The 
combined firm would be known as Union 
Bag-Camp Paper Corp. 

The plan proposed calls for either a 
merger of the two companies or acquisition 
by Union in exchange for Union stock and 
the assumption by Union of all Camp li- 
abilities. 

Under either proposal, Camp sharehold- 
ers would receive 1.75 shares of the capital 


ELIMINATE 
GUESSWORK 


in MOLASSES 
MIXING with a 


MIXER! 


World's Most TROUBLE-FREE Molasses Mixer. 
Materials are mixed, blended and cross-blended 
constantly — away from the ends, towards the 
center for the most uniform mix possible. 
Handles toughest mixes. ‘2 to |'2 ton capacity. 


NOW . . . CONSTANT 


BATCH AFTER BATCH when y 


MIX with a MARION MIXER! 


WRITE FOR 


stock of Union for each share of Camp 
stock held. Union Bag shareholders would 
retain their present stock. 

Union Bag Chairman Alexander Calder 
will be chairman of the combined company. 
Camp Board Chairman James L. Camp Jr. 
will serve as vice board chairman. President 
Alexander Calder Jr. of Union Bag will be 
president and Camp President Hugh D. 
Camp executive vice president in charge of 
the Camp division. 

@ HART BROS., St. Louis, Mich., has 
purchased a new Wenger molasses mixer. 


@ RAY’S ELEVATOR, Allerton, Wis., 
has purchased a new 105-horsepower Bry- 
ant hammer mill. 


EXCLUSIVE mizing action ASSURES UNIFORMITY! 


MIXES WET MATERIALS 
@ MOLASSES FEEDS 
© FISH SOLUBLES 
e OILS 
@ HAY AND MOLASSES 
MIXES DRY MATERIALS 
@ DRY FEEDS 
@ FERTILIZERS 
@ TRACE MINERALS 
@ ALFALFA BLENDING 


AND NAMES OF USERS TODAY! RAPIDS MACHINERY COMPANY 


885-1 Ith Street 


Marion, lowa 


PILOT BRA’ 


|OYSTER SHELL” 


That’s the report we get from PILOT BRAND dealers everywhere—~% 
many of whom have sold PILOT BRAND exclusively for a quarter 
century or more. Easy, profitable, year ‘round sales plus quick turn- 


overs is the answer. 


Yes, it pays big dividends to stock and push reliable, popular PILOT 
BRAND—the eggshell material that definitely helps your customers get 
maximum egg production and stronger shells at a very low cost. 


Concentrate on PILOT BRAND. It’s a sure-fire profit-maker andg 


usiness-builder. 


PILOT 


OYSTER SHE! 


Quaker Grows 222-Pound 
Pig in Four Months 


A prize porker weighing 222 pounds ac 
four months has been grown at the Ful-O- 
Pep research farm of Quaker Oats Co., Chi- 
cago. Dr. R. O. Nesheim said producing 
pigs that weigh from 200 to 225 pounds 
at 52 months is considered excellent. 

Five of 32 pigs marketed from a test 
group at the farm weighed 200 pounds or 
more at four months, Quaker reported. The 
group averaged 208.5 pounds at an average 
age of 133 days. The record-breaking pig 
gained an average of 1.77 pounds daily 
from birth to market and 2.36 pounds per 
day from eight weeks to market. 

Quaker fed its pig starter from seven 
days until the pigs were six weeks old when 
they were changed to its pig grower until 
weaned at eight weeks. From weaning to 
market, the pigs were fed a complete ration. 


Schrickel New President 
For Sioux City Club 


Donald J. Schrickel was elected president 
of the Sioux City (Iowa) Grain, Feed & 
Seed club at a monthly meeting held early 
last month. Mr. Schrickel, who is a man- 
ager for Quaker Oats Co., Chicago, suc- 
ceeds E. J. Guinane, secretary and chief in- 
spector of the grain exchange. 

Named vice presidents were Dwayne A. 

Maher of Bartlett & Co. and Robert Doher- 
ty, McMaster Grain Co. Robert L. Keyes of 
J & O Grain Co. was elected treasurer and 
Donald P. Suttie, president of Corn Belt 
Co., Inc., was named secretary. 
* The club voted to make a $250 scholar- 
ship available to a student who wishes to 
study elevator management and feed manu- 
facturing at Iowa State College. The schol- 
arship will be made available for the next 
school term. 


Nopco Veteran Employes 
Receive Service Awards 


Fifty-two veteran employes were honored 
recently by Nopco Chemical Co., Harrison, 
N. J., at a party giver’ in their honor. Presi- 
dent Ralph Wechsler presented awards to 
39 employes who have completed 15 years 
of service and to 13 who have served Nopco 
for 25 years. 

Employes with 15 years or more service 
comprise 26.3 of the total Nopco person’ 
nel, of whom 67 have been with the firm 
for more than 25 years. The 15 new mem- 
bers of the Nopco 15-year club were the 
largest group to be inducted into that or- 
ganization at any one time. 

@ CARROLL ELEVATOR CO., Carroil, 
Ohio, has purchased a new Wenger molas 
ses unit. 
HEADS VET SALES 

Naming of Warren L. Martin as manager 
of the new veterinary sales division of 
Eaton Laboratories, Norwich, N. Y., has 
been announced by Dr. L. E. Daily, vice 
president. Mr. Martin received veterinaty 
training with both the navy and privaie 
industry. 
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Cyanamid Has Promotion 


Kit to Aid Feed Men 


Promotion aids for feed manufacturers 
and merchants now are available from 
American Cyanamid Co., New York City, 
in the form of a “do-it-yourself” advertising 
kit. 

The kit is said to offer free advertising 
mats and to contain instructions and prac- 
tical suggestions in the use of newspaper, 
radio, direct mail, and display advertising. 
Advertising Manager Stephen B. Bromley 
of Cyanamid’s animal feed department said 
the kit will serve as a time-saver for feed 
men. 

To obtain copies of Cyanamid’s new ad- 
vertising kit, circle Reader Service No. 16. 


S-S NAMES BLACK 
Appointment of Donald M. Black as 
sales engineer in the grain equipment divi- 
sion of Strong-Scott Mfg. Co., Minneapolis, 
has been announced by President Lucian S. 
Strong. Mr. Black has been in grain han- 
dling equipment sales work since 1951. 


To a Honegger Red Hue 


Honeggers’ & Co., Inc., Fairbury, IIl., 
has purchased Green Gable Builders, Inc., 
Onawa, Iowa. William Fuhr, secretary-treas- 
urer and general counsel for the Big H feed 


firm, looks on as Executive Vice President 
E. F. Dickey, center, concludes the pur- 
chase agreement with President J. H. Malo- 
ney of Green Gable. 

The Iowa firm manufactures prefabricat- 
ed farm buildings, which will be sold 
through Honeggers” current farm buildings 
merchandising program as well as regular 
Green Gable channels. 

Honeggers’ has mills at Mansfield, Ohio, 
and Indianola, Iowa, in addition to its main 
plant at Fairbury. The Honegger organiza- 
tion is building a modern mill at Boone, 
Iowa, to be completed this summer. 


@ MARQUETTE COUNTY COOPERA- 
TIVE, Oxford, Wis., has purchased a new 
140-horsepower Bryant hammer mill. 
CHASE NAMES RALPH 
New sales manager for the St. Louis 
branch of Chase Bag Co., Chicago, is Lee 
S. Ralph, W. N. Brock, vice president and 
general sales manager, has announced. Mr. 
Ralph previously was located at Chase's 
New York City sales office. 


177 MILK STREET 


New England By - Products Corp. 


BOSTON 9, MASS. 


Phone: HUbbard 2-1682 


® Gorton’s Al-Fish Blend Jr. 
® Gorton’s Mar-Vi-Tic Blend 
@ Condensed Fish Solubles 

® Southern Sunshine Poultry Litter 
® Richpelt Ocean-Fresh Fish 


| H. MARK McNEAL CO. C. C. WELCH 
1207 Liberty Life Bldg. 
Charlotte 2, N. C. 

Phone: Franklin 7-1522 


Columbus, Ohio 


CHARLES COOPER 
P.O. Box 135 
Doylestown, Penna. 
Phone: Doylestown 4568 


Box 505 
Clinton, N. J. 


® Gorton’s Layer Blend 
® Gorton’s Turkey Blend 
® Dried Potato Pulp 
® Dried Citrus Pulp 


® Flavor Corporation of America 


DISTRIBUTED BY 


435 Brevoort Road 


Phone: Amherst 8-1077 Phone: Binghamton 2-7152 
L. J. BARRETT CO. 


Phone: Clinton 451 


Mr. J. Kenneth Blackstone 
RD #1, Caribou, Maine 
Phone: Caribou 2-0032 


Fish Meal 

® Vitamin Oils 

® Dried Beet Pulp 
Feather Meal 

© Dried Condensed Fish Solubles 


L. E. “ROBBIE” ROBERTSON 
P.O. Box 691 : 
Binghamton, N. Y. 


HAWKINS MILLION § HEN, Inc. 
Harrisonburg, Virginia 
Phone: Harrisonburg 4-3051 
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with DEMON 
Steamed Rolled Oats 


Demon’s 10 minute 
live steaming 
keeps the groat 
whole. All flakes... 
no meal. Your 
feeds look better 
to the customer... 
sell better. 


NOW AVAILABLE 
New 50 Ib. Papers For 
Over-the-Counter Sales 


WRITE TODAY 
FOR PRICES 


DES MOINES OAT PRODUCTS CO. 


A Division of the Blatchford Calf Meal Co 


LABORATORY 
SERVICES 


PRACTICAL 
CHICK FEEDING STUDIES IN 
BATTERIES OR ON LITTER 


DETERMINATIONS OF: 
@VITAMIN @ANTIBIOTICS 
@ARSENICALS 


A.O.A.C. vitamin D3 chick assays 
U.S.P. vitamin D rat assays — 
results in 8 days 
U.S.P.or A.O.A.C. vitamin A assays 
Other vitamin assays 


Amino acid assays 
Biological protein evaluations 
Proximate analyses and mineral 
determinations 
Insecticide Testing and Screening 


Other biological, chemical and 
microbiological services 
PROJECT RESEARCH AND CONSULTATION 
Write for price schedule 


WISCONSIN ALUMNI 
RESEARCH FOUNDATION 


P.O. Box 2059-M 
MADISON 1, WISCONSIN 
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We just manufacture 
modern—high quality— 


Bucket Elevators ... 


Write for Literature & Prices. 


UNIVERSAL HOIST & MFG. CO. 


P.O. Box 103 Cedar Falls, lowa 


MINERAL(Z. 


PHOSPHORUS CONCENTRATE 
with TRACE MINERALS 


EVERY MINERAL NEEDED, except salt 
and limestone, to make your feeds 
superior in mineral nutrition. Five 
purified, high analysis phosphates, "so 
soluble they melt on your tongue," 
blended with eight vital trace minerals. 
Ready to use. No pre-mix needed. 


The IDEAL 
BLEND of 
TRACE 
MINERALS 


For phosphorus-rich feeds. The right 
portions of the eight vital Trace Min- 
erals . . . Stabilized lodine, Manganese 
Sulphate, Copper, Cobalt, Nickel, Iron, 
Zinc and Boron. 


The Herman Nagel Co. 


53 W. Jackson Blvd., Chicago 4, Illinois 
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Happy Birthday 


Pacemaker for the July Happy Birthday 

contingent is James G. Bryant, who will ob- 

serve his natal anniversary July 25. Jim is 
president of Bryant Engineering Co., Port 

Huron, Mich., a family-founded firm which 

dates back to 1911 when it was launched by 

James Bryant Sr. 

Jim. Bryant started working at the com- 
pany in 1932 following graduation from the 
University of Michigan, where he earned 
an engineering degree. He took over full 
direction of the concern in 1951. Mill 
equipment is virtually in Mr. Bryant's blood, 
for both his late father and grandfather 
were active in the field. Jim’s grandfather 
built water-powered mills in Pennsylvania 
and Ohio in the 19th century. 

When not busy at his office and plant, 
Jim Bryant enjoys traveling with Wink, his 
wife, and his daughter Mary. In addition, 
he likes bird hunting and golf. Mr. Bryant 
is an active church member, Rotarian, and 
chamber of commerce booster. 

Here is the entire July Happy Birthday 
lineup: 

JULY 2—C. C. Johnson, Larvacide Prod- 
ucts, Inc., New York City; Sheldon Lat- 
tin, Lattin Co., Inc., Buffalo; David G. 
Tilford, Walter Marto Advertising, Pasa- 
dena, Calif. 

JULY 3—S. A. Meier, S. A. Meier Co., 
Milwaukee. 

JULY 4—Ralph S. Ibberson, T. E. Ibber- 
son Co., Minneapolis; Fred H. Moore, 
Hilltop Laboratories, Minneapolis; Burt 
F. Newell, Greutker, Inc., Buffalo; Phil 
W.. Tobias Jr., Simmonds & Simmonds, 
Inc., Chicago, Ill. 

JULY 6—W. Wendell Draves, R. R. How- 
ell Co., Minneapolis. 

JULY 7—E. S. Crog, Twin City Seed Co., 
Minneapolis; Clarence D. Moll, Paetow 
Co., Milwaukee. 

JULY 8 — Dr. Tevis Goldhaft, Vineland 
Poultry Laboratories, Vineland, N. J. 
JULY 9 —. Kenneth E. Battaglia, Atkins, 

Kroll & Co., San Francisco; Fred H. 

Hessel, Cooperative GLF Mills, Inc., 

Buffalo; W. J. LaCourt, Lomira Elevator 

Co., Lomira, Wis. 

JULY 10—J. W. Engler, W. M. Bell Co., 
Milwaukee; H. C. Fisher, Northrup King 
& Co., Minneapolis; Charles D. Jones, 
Arcady Farms Milling Co., Chicago; 
Karl L. Juve, National Food Co., Fond du 
Lac, Wis.; Victor A. Oberting, Interstate 
Commodities, Albany, N. Y.; S. N. Os- 
good, Fruen Milling Co., Minneapolis; 
John M. Strate, Walsh Grain Co., Minne- 
apolis. 

JULY 11—Noel S. Bennett Jr., Barber & 
Bennett, Inc., Albany, N. Y.; J. P. Fal- 
coner, Chase Bag Co., Dallas. 

JULY 12—Donald R. Jones, Wenger Mix- 
er Mfg. Co., Sabetha, Kan.; A. J. Me- 
Loughlin, Penobscot Poultry Co., Inc., 
Belfast, Maine. 

JULY 13—O. M. Kjellander, Warner Bro- 
kerage Co., Minneapolis; R. A. Roose- 
velt, Eriez Mfg. Co., Erie, Pa. 

JULY 14—G. D. Davis, Nopco Chemical 


JAMES G. BRYANT 


Co., Harrison, N. J.; S. G. Fisher, Na- 
tional Molasses Co., Oreland, Pa. 

JULY 15—Roland L. Reinders, Old Elm 
Mills, Watertown, Wis. 

JULY 17—-E. T. Cashman, E. T. Cashman 
Co., Mankato, Minn.; J. E. Davis, North- 
ern Supply Co., Amery, Wis. 

JULY 18—Joe Free, Badger By-Products 
Co., Milwaukee; Joe W. Hicks, Joe W. 
Hicks Organization, Chicago; Earl E. 
Ibberson, T. E. Ibberson Co., Minne- 
apolis. 

JULY 19—E. H. Gentsch, Borden Co., 
New York City; J. D. Sykes, Ralston Pur- 
ina’Co., St. Louis. 

JULY 20—-Roland M. Bethke, Ralston Pur- 
ina Co., St. Louis; Frank W. Liethen,. 
Liethen Grain Co., Appleton, Wis. 

JULY 21—Emory L. Cocke, Cocke & Co., 
Atlanta; E. H. Kellogg, Kellogg Co., 
Ocala, Fla.; Ralph B. Latchaw, Nutrena 
Mills, Inc., Minneapolis; A. C. Schofield, 
Woodward & Dickerson, Inc., Philadel- 
phia. 

JULY 22—L. H. Ness, Cramer-Krasselt Co., 
Milwaukee. 

JULY 23—J. F. Wischhusen, Inorganic Bio- 
elements, Inc., Cleveland. 

JULY 24—Ralph Everett, Empire Sales 
Training, Inc., Buffalo; Levan B. Flory, 
Traders Flour & Feed Co., East Strouds- 
burg, Pa.; Marshall Pickett, Scriveners 
Group, Inc., Toledo; Max R. Springer. 
Day Co., Minneapolis. 

JULY 25—James Bryant, Bryant Engineer- 
ing Co., Port Huron, Mich.; B. J. Krieg, 
Deutsch & Sickert Co., Milwaukee; Wal- 
ter J. Krings, Merchants Exchange, St. 
Louis; Earl R. Reeves, Ray Ewing Co., 
Pasadena, Calif.; A. C. Weberg, Ralston 
Purina Co., Minneapolis. 

JULY 26 — Rudy Eschenheimer, Rudy 
Eschenheimer Co., Chillicothe, Mo.; Fred 
K. Sale, Indiana Grain & Feed Dealers 


Association, Indianapolis. 
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Two Arcady Groups Hold 
Yearly Dinner Meetings 


Twenty members of the 20-25 club of 
Arcady Farms Milling Co., Chicago, held 
their annual meeting recently at the Drake 
hotel in the Windy city. The firm’s Presi- 
dent’s club held its yearly dinner meeting 
a day earlier at the same hotel. 

Attending the 20-25 club meeting were 
the following who have served Arcady for 
20 years or more: President F. W. Adams, 


H. E. Thompson, Miss T. Mashoff, J. W. 


Young, F. A. Fahrbach, P. Kruse, Miss - 


M. L. Schuettler, E. A. Porter, $. S. Nord- 
vall, L. J. Danielson, Mr. and Mrs. S. J. 
Meyers, T. L. Mitchell, L. C. Radtke, A. 
Goeringer, C. Allen, E. Lyttle, E. A. Roelle, 
QO. A. Boyst, G. E. LeFever, and R. R. Lee. 

Three salesmen were honored at the 
President’s club meeting for outstanding 
service during 1955. Arcady salesmen are 
nominated for club membership on the 
basis of their records. 


Honored were Claude Vine, Roger Calt- 
rider, and P. O. Simonson. Nineteen at- 
tended the President’s club meet. 


Report 36 Enrollment at 
Two Ultra-Life Schools 


Thirteen states and Canada were repre- 
sented at recent sessions of the livestock and 
poultry schools sponsored by Ultra-Life 
Laboratories, Inc., East St. Louis, Ill. The 
firm reported that 20 students completed its 
recent two-week livestock course and 16 its 
three-week poultry school. 

Ultra-Life’s livestock course stresses ap- 
plication of nutriticnal data in on-the-farm 
field work. The poultry school emphasizes 
nutrition, broiler and laying flock manage- 
ment, and the firm’s internal culling method. 

Instructors for the recent courses were 
Gordon Reiners, Robert Drum, and Glenn 
Andrews for the livestock school and P. C. 
(Cope) Blaeuer, Austin Windsor, and 
Charles Hunt for the poultry session. 

@ ALBANY FARMERS COOPERATIVE, 
Albany, Wis., has purchased a series 600 
Wenger molasses mixer. 


JULY 27—Roy H. Fishman, Commercial 
Solvents Corp., New York City; Oscar L. 
Haertel, Hiawatha Grain Co., Minne- 
apolis. 

JULY 28—Walter C. Berger, Commodity 
Credit Corp., Washington, D. C.; C. C. 
Welch, New England By-Products Corp., 
Boston; H. C. Whitten, Hallet & Carey 
Co., Minneapolis. 

‘ULY 29—Samuel M. Golden, Amburgo 
Co., Philadelphia, Pa.; Elmer F. Paetow, 
Paetow Co., Milwaukee; Ralph E. Smith, 
Ralston Purina Co., St. Louis. 

JULY 30—Eldred A. Cayce, Ralston Purina 
Co., St. Louis; Marcus Heffelfinger, Rus- 
sell-Miller Milling Co., Minneapolis. 

JULY 31—Harold L. Gray, Gray Agricul- 
tural Supply Co., Crawfordsville, Ind.; 
Conklin Mann Jr., Conklin Mann & Son, 
New York City; James W. Pehle, King 
Midas Flour Mills, Minneapolis; E. K. 
Steul, E. K. Steul Co., Madison, Wis. 
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THIS NATIONAL %0-Wilée 
TRADEMARK... 


...is your guarantee 
of product quality that 
assures repeat sales 


year after year! 


A product has to 
be good to bring 
back customers 


year after year. 


And National No- Milk 
has been doing just that since 1885. 
Dairymen expect results when they 
buy National No-Milk — and they get 
results! Some of our dealers have sold 
National No-Milk for well over 40 


years. Some from 30 to 40 years. And 


many from 10 to 30 years! If you are 
not now selling National No-Milk, it 
will pay you to get the full story of 
National’s profit-making dealer pro- 


gram. Write today! 
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Henderson Offers Three 
New Bulk Feed Bodies 


Three new models of bulk feed bodies 
now are being marketed by Henderson Mfg. 
Co., Cedar Rapids, Iowa. The manufacturer 
said the new units will be custom built and 
are available for all truck sizes up to 35-foot 
trailers. 

The new Chief body line features both 
enclosed and open-top self-unloading bulk 
units and a small unit for mounting on pick- 
up trucks. For full facts on all new Hender- 
son bulk feed bodies, circle Reader Service 
No. 13. 


Shelly 


Reminds 


PURE CRUSHED REEF 
OYSTER SHELL 


FERRIN RETIRES 

Prof. Evan F. Ferrin will retire June 30 
as head of the animal husbandry department 
at the University of Minnesota, a post he 
has held since 1949. Prof. Ferrin joined the 
Gopher state university in 1920, following 
service with Iowa State and Kansas State 
colleges. 


Bunn Joins Aeroglide to 
Improve Grain Drying 
Trained in the field of air-conditioning, 


Julian W. Bunn Jr. has joined Aeroglide 
Corp., Raleigh, N. C., to head the firm’s 


80 LBS. NET 


Shellbuilder 


HOUSTON, TEXAS 


Vitowin A-D Produoke 


O YOUR NEEDS 


Conditioning Co., a Raleigh firm. 


805 DUN BUILDING 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


FEED JOBBERS 


DISTRIBUTORS OF: 


BUFFALO 2, N. Y. Hubinger (Keokuk) TWX Bu 71 
Corn Gluten Feed 
CANE FEEDING Kellogg's Hominy Feed 20/FOS 
MOLASSES Consolidated Dried Whey _— International Minerals & 
Agents for tone Oil Chemical Corp. 
Pacific Molasses Co., Ltd. Tm 


Stonemo Granite Grit 
WRITE US FOR FURTHER INFORMATION 


Phone Clev. 2938 


Chas. Pfizer & Co., Inc. 
> 


JULIAN BUNN 


newly-formed development engineering sec- 
tion. Improving grain drying equipment 
will be the task of the development staff 
headed by Mr. Bunn. 

Mr. Bunn in 1941 earned his bachelor’s 
degree in mechanical engineering from 
North Carolina State College. Since then 
he has served in engineering capacities 
with General Electric and General Air 


He left General Air Conditioning to join 
Aeroglide, from which in 1953 he resigned 
to function as plant manager and produc- 
tion engineer for Aeronautical Electronics. 
Mr. Bunn’s return to Aeroglide as develop- 
ment head, the firm said, is believed to be 
the first formal long-range development ef- 
fort in the commercial grain drying field. 


New Plastic Egg Counter 


Makes Useful Premium 


A new nominally-priced plastic egg 
counter, designed for premium use by feed 
merchants, has been marketed by Josco of 
Mercer, Pa. The counter snaps on wires 
of cages and is available in two colors. 

“Score” is kept by writing with marking 
pencil on the counter. For prices and de- 
scriptive literature on the new Johnson 
plastic egg counter, circle Reader Service 
No. 14. 

JAZZ UPS PEAVY 

Appointment of James V. Peavy as vice 
president in charge of branches and auditing 
has been announced by President W. Cosby 
Hodges of Cosby-Hodges Milling Co., Bir- 
mingham, Ala. Mr. Peavy has been serving 
the Jazz feed firm as general branch man- 
ager. 

HUMANSON APPOINTED 

New sales staffer for Screw Conveyor 
Corp., Hammond, Ind., is Allen R. Hu- 
manson, Vice President Edward P. Escher 
has announced. Mr. Humanson, who has 
been assigned southern Illinois, Missouri, 
Kansas, and Iowa as his territory, previous 
ly was with Hot Spot Detector, Inc., Des 
Moines. 
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Wayne’s New Eastern Plant 


Shown here is the new feed manufactur- 
ing plant of Allied Mills, Inc., Chicago, 
completed recently at Everson, Pa. Produc- 
tion, Vice President L. T. Murphy said the 
plant can produce 500 tons of feed daily. 

Operated by Allied Mills, Inc., of Penn- 
sylvania, a wholly-owned subsidiary of the 


Lederle Has Vaccines for 
Newcastle, Bronchitis 


Introduction of new Aquavac drinking 
water vaccines for newcastle and infectious 
bronchitis has been announced by American 
Cyanamid Co., New York City. The prod- 
ucts are designed for administration to 
healthy birds of all ages. 

Revaccination is recommended for breed- 
ers and layers against the bronchitis ill and 
should be done every four to six months. 
For full facts on Cyanamid’s new vaccines, 
circle Reader Service No. 12. 

DECKARD IN TRAFFIC 

Appointment of Philip N. Deckard as 
general terminal and truck manager for 
Pacific Molasses Co., San Francisco, has 
been announced by President James M. Fer- 
guson. A graduate of Purdue University, 
Mr. Deckard has been in industrial traffic 
work for 11 years. 


Chicago firm, the new Everson plant will 
serve Wayne feed outlets in the Virginias 
and in Maryland and Pennsylvania. 

Feeds can be handled in bulk, both to 
and from the plant, in both trucks and 
railroad cars. The plant is served by the 
Pennsylvania and the Baltimore & Ohio 
railroads. David A. Mote of West Milton, 
Ohio, has been named plant manager. 

The plant is constructed of reinforced 
concrete and features panel board control 
of much of the feed manufacturing equip- 
ment. 


THE FACT 


STILL REMAINS 


that 
SUPERIOR 
“DP” - “OK” - "CC" - "Vv" 
ELEVATOR CUPS 
are 
MADE STRONGER 


will 
LAST LONGER 


have 
GREATER CAPACITY 


and will operate more 
efficiently at less cost 
than other elevator cups. 


WRITE TO: 


K. |. Willis C 
Moline, Illinois 


for names of distributors and capacity 
analysis form No. 20 


P. O. Box 9008, East Ridge Station 


HEYwoop & RABB, INC. 


JOBBERS BROKERS CARRIERS 


GRAIN & FEED INGREDIENTS 


Sewing the Entire Southeast 


CHATTANOOGA, TENNESSEE 
3923 Ringgold Road 


Phone 9-4347 TWX CT 7048 


BOB WHITE & CO. 
WeEbster 9-3155 
BOARD OF TRADE CHICAGO, ILL. 
For Feed Ingredients 


EXCLUSIVE DISTRIBUTORS FOR 
“MERRY MIXER" DEHYDRATED 
ALFALFA GREENULES AND 
'|PELLETS IN WISCONSIN AND 
ILLINOIS. ADVISE YOUR INTER- 
EST — WILL GIVE YOU LOCA- 
TION OF NEAREST LOCAL 
WAREHOUSE DISTRIBUTOR. 


& 


CLARENCE MOLL, Manager 
Feed Department 


G. W. KRUSE, Manager 
Feed & Grinding Barley Dept. 


Grain Exchange 


Feeds, Screentuge, 


BREWERY and Malt By-Products 


THE PAETOW COMPANY 


Milwaukee, Wisconsin 


Members: 
Central Retail Feed Assn. 
Grain & Feed Dealers Nat'l Assn. 
Milwaukee Grain Exchange 


BRoadway 1|-2600 
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Ready to Serve You on 
Feeds and Ingredients 


Truck Lots or 
L.C.L. Carloads 


GIANT BRAND Feeds 


HARTEAU 


Feed Company 


Cudahy, Wisconsin 
P.O. Box 96 HUmboldt 3-0160 


CONSULTANTS 
T0 THE 


FEED INDUSTRY 


C. W. Sievert and Associates 


Room 1339, 


Chicago |, Illinois 
Phone State 1-0008 


221 No. La Salle St. 


COTTONS * BURLAPS MULTIWALLS 
| PERCY KENT BAG COMPANY, INC. 


Konsos City Buffalo = New York 


Call Bob or Babe 


Stuart for: 
Wheat-Mixed Feeds 


Reliance 
FEED COMPANY 
MAin 2418 
216 Phoenix Bldg., Minneapolis, Minn. 


Pillsbury Appoints Three 


Executive Vice Chiefs 


Three executive vice presidents have been 
elected by Pillsbury Mills, Inc., Minneapolis. 
They are Dean’ McNeal, who will report to 
President Paul S. Gerot on feed division 
matters; B. J. Greer; and R. J. Keith. 

Mr. McNeal, 43, joined Pillsbury after 
World War II, setting up the firm’s busi- 
ness analysis department in 1947. He be- 
came vice president in 1950 in charge of 
procurement, grain and feed ingredients 
merchandising, and commercial feeds. 

Mr. Greer, 51, who has been with Pills- 
bury since 1926, will report on the baking 
and institution industry in the United States 
and on foreign business. Mr. Keith's duties 
concern consumer items sold through gro- 
ceries. 


Describe Mattox & Moore 


Injectables for Birds 


A new 24-page bookelt published by 
Mattox & Moore, Inc., Indianapolis, tells 
all about its paste injectables for use by 
poultrymen. Described are the firm’s Tend- 
A-Wate paste hormonizing compounds, its 
No-Brood injectable designed to correct 
broodiness, and its M & M 511, a combi- 
nation of two antibiotics to help combat bac- 
terial invaders. 

Also described is the firm’s Multi-Jector, 
a gun-type device for applying the paste in- 
jectables. Feed men interested in obtaining 
a copy of Mattox & Moore’s new booklet 
should circle Reader Service No. 21. 


Shea Continues Expansion 


Of Production Layouts 


Shea Chemical Corp’s five-million-dollar 
expansion program started last August now 
is 80 per cent complete, President Vincent 
H. Shea has announced. Some of the new 
facilities at its four plants under expansion 
are in operation, Shea said. The program is 


SNOW WHITE 
OYSTER SHELL 


Best For Your Chickens 
WHITER 
PURE RIG HTER 
WHITE SHELL | 
~CORPORATION 
SONVILLE, FLORIDA. 


SOFTER 


Distributed by 


Edward R. Bacon Grain Co. 


117 Milk Street, Boston 9, Mass. 


expected to be completed this fall on 
schedule. 

The program calls for plant enlargemen: 
at Shea’s Jeffersonville, Ind., headquarters 
a new phosphorus furnace at Columbia, 
Tenn.; a new plant at Dallas for using 
elemental phosphorus in producing sodium 
phosphates and phosphoric acids; and new 
facilities for research and pilot plant opera- 
tions at Adams, Mass. 


Mexico Holds Its First 
National Poultry Show 


Mexico’s first national poultry show was 
held recently in the National auditorium at 
Mexico City. The seven-day event was con- 
ducted in three divisions — a commercial 
exposition, a poultry congress, and tech- 
nical conferences, the Agricultural depart- 
ment reported. 

The congress resolved to urge govern’ 
ment support prices on eggs at a level equal 
to cost of production. A second resolution 
called for an increase in import duties on 
baby chicks and tightening of permit re- 
quirements, while a third created a National 
Poultry federation to promote the interest 
of the Mexican poultry industry. 


J. B. Fitch Retires From 


Minnesota University 


Prof. James B. Fitch will retire on June 
30 as head of the dairy department at the 
University of Minnesota. Prof. Fitch has 
headed that department at Minnesota since 
1935, when he left a similar post with 
Kansas State College. 

A native of Indiana, Prof. Fitch graduat- 
ed from Purdue University in 1910. He 
joined Kansas State in 1917. He pioneered 
research in feeding grass silage and sorghum 
crop silage. 

@ SHERWOOD FEED STORES, Sher- 
wood, Mich., has installed a new 105-horse- 
power Bryant hammer mill. 


COX IS NAMED 

Lindsay L. Cox has joined the southern 
sales staff of Screw Conveyor Corp., Ham- 
mond, Ind., Vice President E. P. Escher 
has announced. Mr. Cox, a veteran equip- 
ment salesman, will headquarter at the 
firm’s Winona, Miss., plant to serve Arkan- 
sas, Lcuisiana, Oklahoma, and Texas. 


Feed Mixers 
Products 


COLBY 


PULVERIZED 
Oats or Barley 


ROLLED OATS 


AND 
FEEDING OATMEAL 


COLBY MILLING, 
COLBY. Wisco 


PHONE 
260-186 
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Des Moines Outing Has 
Capacity Attendance 


The annual Des Moines Feed & Grain 
club field day, held May 21 at the Des 
Moines Golf & Country club, was another 
outstanding success. A total of 185 golfers 
competed for prizes with a total attendance 
©! about 600 persons for the day. 

Evidence of support by the industry was 
snown in the contributions made by 90 
firms to the prize fund. Another 29 Des 
Moines companies provided the money for 
the floor show. 


Carl Ander, president of the club, and 


Dean Foster, retiring secretary, directed ar- 
rengements. Tom G. Dyer was general 
chairman of the day. Jack Swanson handled 
arrangements; John McLaren, publicity; Don 
Frantz, hospitality; Gene Gourley, enter- 
tainment; William Yearsley, golf; William 
G. Mathiescheck Jr., prizes; C. D. Whitaker, 
tickets; and Marion Dierkhs, miscellaneous 
activities. 

New officers of the club are: Mr. Foster, 
VyLactos Laboratories, Inc., president, and 
Don Frantz, Don Frantz Sales Co., secre- 
tary and treasurer. — E. H. R. 


Dyer Dies, Was Retired 
Sales Head for Small 


Herbert A. Dyer, retired sales director of 
W. J. Small Co., Kansas City, died May 295. 
Mr. Dyer, who left Small in January, 1953, 
was 72. He was a native of Slater, Mo. 

Mr. Dyer joined the sales department of 
Small in 1936. He was named sales director 
in 1940. When Archer - Daniels - Midland 
Co., Minneapolis, acquired Small, Mr. Dyer 
was vice president. 

Joining Fowler Packing Co., Kansas City, 
in 1902, Mr. Dyer later held managerial 
posts with Fowler and Passaic (N. J.) Beef 
Co. and United Dressed Beef Co., Brook- 
lyn. He purchased Haywood Alfalfa Milling 
Co., Kansas City, in 1920. 


THE FEED BAG 


SKILLED 
HIRED 
HAND 
WANTED 


“Horses don't matter — can you 
tune up a Jaguar engine?" ~ 


DOUGHBOY AD MAN 
Dale Hostvet has been named to the 
newly-created post of advertising manager 
for Doughboy Industries, Inc., New Rich- 
mond, Wis. Mr. Hostvet has been with the 
century-old firm for four years. 


Predict Cow’s Production 
By Checking First Calf 


Future calving records of heifers can be 
predicted by close checks of first calves. 
Al Lane, extension livestock specialist for 
the University of Arizona, has reported that 
test heifers dropping light weight first calves 


will drep light calves in the future. 
Conversely, heifers in another test group 
dropped first calves that averaged 409 
pounds at weaning time. Their next four 
calves each averaged 443 pounds. Heifers 
failing to drop a calf her first year will con- 
tinue to be irregular at best, Mr. Lane said. 
The livestock specialist recommended a 
close check on first calves of replacement 
heifers. This will help a rancher to increase 
the beef-producing ability of a cow herd. 


CORRESPONDENT DIES 

The Pacific Northwest senior correspon- 

dent for The Feed Bag died unexpectedly 

April 30 at Portland, Ore. He was 38-year- 

old Arthur C. Wintle, whose wife survives. 


Ki The World’s Finest Grain Drier 


3 @ DRYING CAPACITY—up to 2,000 Bushels Per 
Hour in Self-Contained Units 


@ DRIES—Corn, Wheat, Oats, Soybeans, Rye, 
Barley, Milo, Rice, Buckwheat, etc. 


@ FIRED BY—Fvuel Oil, Natural or LP Gas 


AKeroglide Corporation 


GLENWOOD AVE RALEIGH N C — PHONE 2.642 


BY BOB RIEKER 


WHEAT MIXED 


for 


Minneapolis 


CAMEL 


Poultry -Dairy Cows - Pigs 
EXCELSIOR MILLING COMPANY 


Minnesota 


“All in 
one bag’- 
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American Dehydrators Association ....................... 96 
Archer-Damiels-Midland Co. 
Blatchford Calf Meal Co. .................. Inside Front Cover 
Bowman Feed Products, Inc. ............20cccceceeeeees 30, 77 
Coronet Phosphate Co. .............. 
E. I. du Pont de Nemours & Co., Inc. ..................... 85 
Hurlbut Calcium & Chemical Co. ...................-.00-- 
International Minerals & Chemical Corp. .................. 
Spencer Kellogg & Sons, Inc. ...............0-cecceeeees 68 
Land O'Lakes Creameries, Inc. 
Mallinckrodt Chemical Works .................. 
Maney Bros. Mill & Elevator Co. 109 


Mayville White Lime Works 
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..... Inside Back Cover 
National Alfalfa Dehydrating & Milling Co. ............. 27, 84 
National Cottonseed Products. Association ................ 
National Distillers Products Corp. 14 
National Renderers Association 94 
New: England By-Products Corp. ......................... 101 
Oyster Shell Products Corp. .................-000.000000.. 100 
C. W. movert & . 106 
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U. S. Industrial Chemicals Co. . 28 
Wallaces’ Farmer & Iowa Homestead ..................... 
Weager Miner Mig. Co. 93 
Western Condensing Co. ............... 83 
Weston Electrical Instrument Co. .....................005- 43 
White Laboratories, Inc. 8 
Wisconsin Alumni Research Foundation .................. 101 
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4 Advertisers in The Feed Ba g | 

Merck & Co., Inc. a 57 


Classified 


RATES: 10 cents word. Minimum 
charge $2.00. m wanted adver- 
tisements, not to exceed 25 words, 
$1.00, payable in advance. 


MACHINERY FOR SALE 


CORN CUTTER—grader—polisher—aspirator, 
3000 Ibs. per hr. A-1 condition, guarantee. Write 
LE-21, c/o The Feed Bag, Milwaukee 3, Wis. 


HAMMER MILL—Has 50 HP motor—used 
only short time. Like new. Bargain for cash. 
Write BA-120, c/o The Feed Bag, Milwaukee 3, 
Wisconsin. 


FEED MIXER—One ton capacity—floor level 
feed has motor—latest style machine—used short 
time. Write K-D-15, c/o The Feed Bag, Mil- 
waukee 3, Wisconsin. 


HELP WANTED 


SALES ENGINEER — Packaging equipment, 
nationally known manufacturer. Able to su 
and recommend equipment needs, various prod- 
ucts. Engineering grad. industrial or mechanical 
referred. Experience in cement, feed, allied 
Cieonion desirable. Will consider substitution 
experience for education; company car furnished; 
salary commensurate with qualifications. Send 
full resume to St. Regis Paper Co., 18 South 
Michigan Ave., Chicago 3, Illinois. 


ONE OF THE MIDWEST’S oldest and most 
progressive feed companies has a top sala 
position available for an experienced high quali- 
ty man. We visualize a man between 30 and 45 
years of age with agricultural industry experi- 
ence in selling, recruiting, and managing a sales 
force. We further visualize a man with a verified 
record of complete sales organizational know- 
how and the proven ability to lead and inspire 
men. This is an exceptional opportunity for the 
right man but please do not apply unless you 
fit the above description. We will investigate 


thoroughly but will not contact your present 
ae without your permission. Write JU-98, 
c/o The Feed Bag, Milwaukee 3, Wisconsin. 


FEED ADVERTISING MAN — Albers Mill- 
ing Company, Los Angeles, has an opening for 
a feed advertising man 25-35 for general ad- 
ministrative and planning work, and to write 
selling booklets for complete line of best quality 
feeds on the market. Residence Los Angeles 
after two months field training. Write giving 
details of experience and availability for inter- 
view in Midwest or Los Angeles anytime. Write 
D. H. Arvold, Carnation Company, 5045 Wilshire 
Boulevard, Los Angeles 36, California. 


FEED SALESMAN WANTED — Want to 
hire commercial feed salesman; in answering 
ive experience. Write JU-26, c/o The Feed Bag, 
ilwaukee 3, Wiscon: 


NATIONAL OR REGIONAL sales organiza- 
tion that calls on feed dealers or jobbers to take 
over the sales and promotion of new cold proc- 
essed whey pellet. This is a nationally accepted 
product in the poultry and turke 
Fast-Gro, Inc., Richland Center, 


USDA Farm Storage Loan 
Programs Are Extended 


A one-year extension has been applied to 
the federal farm storage facility and farm 
storage equipment loan programs under 
which farmers can borrow up to 80 per cent 
po! the cost of new storage units and equip- 
ment for grains and seeds. The programs 
have been extended through June 30, 1957. 


industries. 
isconsin. 


A Complete Assortment of 


QUALITY INGREDIENTS 
e 


MANEY BROTHERS 


MILL and ELEVATOR COMPANY 


_MINNEAPOLIS SINCE 1884 MINNESOTA 
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Farm owner-operators, share tenants, 
share landlords, or producer partnerships 
all are eligible to participate in the program. 
Loans are made either through the county 
office or through a local bank at four per 
cent interest per year. 

Loans, which can be repaid over a four- 
year period, may be obtained on storage for 
wheat, corn, oats, rye, barley, soybeans, 
grain sorghums, dry edible beans, rice, pea- 
nuts, cottonseed, flaxseed, and winter cover 
crop seeds. 


Honegger Service School 
Graduates 25 Dealers 


Twenty-five feed retailers and their key 
employes “graduated” from a May farm 
service school sponsored by Honeggers’ & 
Co., Inc., at Fairbury, Ill. The students re- 
presented Illinois, Iowa, Minnesota, Ohio, 
and Indiana. 

Discussion sessions, an intensive tour of 
Big H breeder hatchery and research farm 
operations, and sales presentations were in- 
cluded on the Fairbury curriculum. 


Red Norton Promoted by 


King Midas Feed Mills 


Elevation of H. F. Norton, widely known 
as Red, to production manager has been 
announced by King Midas Feed Mills of 
Minneapolis. Red has been advanced from 
mill superintendent, in which post he is 
succeeded by Clarence Dold. 

The new production manager has been 
with King Midas for 21 years and originally 
served at the firm’s flour mill at Hastings, 
Minn. He has been active in production of 
King Midas Tone feeds since 1936. 


Mr. Dold has had more than 31 years’ 
experience in milling and has been with 
King Midas for the past four years. Richard 
Johnson has been upped from warehouse 
chief to general foreman. King Midas pro- 
duces both Tone and Occident brand feeds. 


SINCE 1900 


MERCHANDISERS OF 


Millfeeds of all kind 
Brewers Dried Grains 
Maltsprouts 

Malt Cleanings 

Lins Oilmeal 

44% Soybean Oil Meal 
Reground Oat Feed 

Beet Pulp 
Hominy Feed and Alfalfa Meal 
Pilot Brand Oyster Shells 
Poultry Cod Liver Oil 


Deutsch & Sickert Co. 


741 N. Milwaukee St., Milwaukee, Wis. 


Name Benger Controller at 


International Salt Firm 


Appointment of William L. Benger as 
controller has been disclosed by the direc- 
torate of International Salt Co., Scranton, 
Pa. Mr. Benger’s post is new. He will con- 
tinue to serve also as assistant treasurer. 

The new controller is a Dartmouth Col- 
lege alumnus and joined the manufacturer 
of Blusalt in 1933. He has served as assistant 
treasurer for 14 years. 


Fortify Your Feeds With 


SS 


LIVE YEAST CULTURE 


SPECIALLY PREPARED FOR DRY MIX FEEDING 


appetite, digestion “| rumen aid) 
health, growth, production. Increases feed 
utilization — lowers feed cost. 
Live yeast values improve feeding ‘results 
in recent State conducted tests. 


Write DIAMOND V MILLS, Inc. 
CEDAR RAPIDS, IOWA 


SOYBEAN MEAL... MILLFEEDS 


LINSEED MEAL 
A. L. Stanchfield, Incorporated 


Wholesale Grain and Feed Merchants 
422 Flour Exchange Bldg. Minneapolis 


Feed Ingredients 
of All Kinds 


North East Feed Mill Company 
Minneapolis 13 Minnesota 


DEVOLKOD VITAMIN OILS 

(Fortified Cod Liver Oils) 

DEVOLKOD NON-DEST. COD LIVER OIL USP 
DEVOLD VITAMIN A & — OILS 
also 

PEDER DEVOLD WHEAT GERM OIL 


| PEDER DEVOLD OIL COMPANY 
45-FM Clinton Ave., Brooklyn 5. N. Y. 


Milwaukee's EXCLUSIVE Feed Broker 


BRoadway 2-4580 


FOR FAST COURTEOUS SERVICE 
— CALL—GABRIELSON 


GABRIELSON FEE D S—Ask For Fred Gabrielson 
522 Grain Exchange Bldg. © 


All Feeds And Ingredients 


Milwaukee 2, Wis. 
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Supplies: Vitamin B12 activity, live yeast Si 
a enzymes, B complex vitamins, plus . 
aed 
_|NEXPENSIVE VITAMINS A & D | 
| 


HOME OF. 
TRISCO FEEDS | 


Tri-State Milling Co. 
Rapid City, So. Dakota 


NO PLACE LIKE HOME 


If it was planned and built by Ibberson, that is. 
You'll be proud of your Ibberson engineered 


plant. Over 70 years of experience in planning 
and building Feed Plants, Seed Plants and Elevators 


is at your service. 


T. IBBERSON COMPANY 


| 
| Engineers and Contractors” Minneapolis, Minn. 


nememtber tea remember 


We Can Save You Money 
When Buying: 


BREWERS GRAINS 
CORN DISTILLERS GRAINS 
| #¢1 MALT SPROUTS 
SPROUTS 
MALT HULL FEED 


GRINDING BARLEY 
OAT PRODUCTS (ALL TYPES) 
CHOICE COUNTRY OATS 
WHEY POWDER 
BEET PULP 


LA BUDDE 


FEED & GRAIN CO. 
MILWAUKEE, WISCONSIN 


DID YOU SAY 


TOP QUALITY PELLETS 
IN ANY SIZE OR SHAPE ? 


YES-AND AT THE 
LOWEST COST 


PER TON witH A 
CPM "CENTURY" 


No doubt about it: the California “Century”— 

in 75 and 100 HP Models—has every feature 

you need to produce top quality pellets in any 

size and shape, and at lowest cost per ton. The 

standard in pellet mills everywhere. Get full 

facts today on both models. Write, or call your 
= nearest CPM representative. 


CALIFORNIA PELLET MILL COMPANY 


SAN FRANCISCO + CRAWFORDSVILLE * NO. KANSAS CITY 
Sales & Service Representatives also in ATLANTA ® BUFFALO © DENVER * FT. WORTH 
HARRISBURG * MEMPHIS © MINNEAPOLIS * OMAHA © SEATTLE 
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ST. LOUIS: 


FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of ... 


Feed Barley 
Malting Barley 
Wheat Bran 
Wheat Middlings 
Rye Middlings 
Malt Sprouts 
Brewers Grains 
Linseed Meal 
Soybean Meal 
Oatfeed 


MILWAUKEE 
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“| got sold on MURPHY’S Concentrates 
when | started to feed them muself” 


“T’ve heard murpuy feeders talk about good 
results and I always figured they were just over-enthusi- 
astic. It wasn’t until I started feeding MurPHyY’s on my 
own farm that I found out how good murPHY’s CONCEN- 
TRATES really are. Our records show that we have had 
MURPHY Customers ever since we signed a MuRPHY fran- 
chise twenty years ago. These customers have helped sell 
hundreds of new customers for us. When we started to 
feed MURPHY’S ourselves, we really found out that MURPHY’S 
can’t be beat for low cost results, better health, and making 
more money. We gladly recommend MuRPHY’s CONCEN- 
TRATES to any feed dealer. They really build business. 
And we recommend feeding MURPHY’S CONCENTRATES your- 
self . . . you'll really get sold on the low cost feeding 
job they do.” 


Eureka Farmers Co-op. Ass'n. 
Foseph Leman, Manager 
Eureka, Illinois. 


MURPHY 


PRODUCTS CO., BURLINGTON, WIS. 


Hard-selling radio com- 
mercials on records— 
the same recordings 
MURPHY’S use in their 
national advertising — 
are now offered to dealers for use on 
their own local radio stations. Musical, 
dramatic, and Lloyd Burlingham com- 
mercials are available. If you are in- 
terested in using these commercials to 
/-lp boost your sales, write to Mr. 
: homas C. Burchard, Vice President, 
. deertising, Murphy Products Com- 
7 ny, Burlington, Wisconsin. 


Jim Roberts 


M. L. (Mac) McCormack 


M. J. (Mark) Schaefer 


H. H. (Harve) Shurbert 
and A. J. (Jerry) Jarrett 


C. A. (Chet) Cook 


HESE MEN are actually more than salesmen. 

They are regional sales managers with branch 
warehouses, stock points, regional offices, truck 
fleets, and sales, service and delivery forces at their 
command. 


You'll be doing yourself a favor if you meet with 
them—or any of their sales, service or delivery per- 
sonnel—regularly and often. You'll like the friendly 
manner and sincere interest with which they 
conduct business. Insist on the best—in service, 
in value, in flour—insist on KING MIDAS. 


You Can‘t Buy A Better Flour...Or Get A Better Value...Or Receive Better Service... Or Be In Better Hands 


IT PAYS TO TALK TO KING MIDAS WHEN YOU'RE READY TO BUY FLOUR 


General Offices: 660 Grain Exchange, Minneapolis 15, Minnesota. 


Meet the Ki Midas Family of Wi in Sales M 
4 
; 
| | | 
= 
i 
2 
‘ 
= 
i 
| 


